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PERFECT CIRCLE PISTON RINGS ARE INSTALLED 
AS ORIGINAL FACTORY EQUIPMENT IN 94 
BRANDS OF VEHICLES AND ENGINES 


WHy 











jj THE PROS 
ff wee 
PREFER Os 
PERFECT CIRCLE | if~ 
PISTON ites xs p< 
RINGS he Sal 


STRAIGHT-THROUGH == “== 
DRAINAGE §=-—— > 


PROTECTS AGAINST CLOGGING p> 


The slots in a genuine Perfect Circle ‘'98’’ 
oil ring face the cylinder wall head-on for 
straight-through, free-flow drainage. There 
are no bends or curves in the slots to restrict 
the natural flow of oil. 

As a result, the Perfect Circle ‘'98’’ delivers 
added protection against clogging. And, you 
get it in all 19 variations of the basic ‘'98’’ 
ring, engineered so PC ring sets can meet the 
differing needs of individual engines. 

Straight-through drainage is just one rea- 
son why leading engine and vehicle manu- 


. THE DOCTOR OF MOTORS 
facturers, fleet operators, race drivers and Shiites innit heains 


the world ov 


mechanics the world over prefer PC piston peed ito wl -railingaaa 


piston rings 


rings. Always install Perfect Circles — the 


rings the ‘‘pros’’ prefer. 


PERFECT 7. CIRCLE 


PISTON RINGS « POWER SERVICE PRODUCTS 
HAGERSTOWN, INDIANA: DON MILLS, ONTARIO, CANADA 


























YOU WON'T SEE THESE PRODUCTS IN A SUPERMARKET... 
BECAUSE ONLY YOU SELL PERMATEX CHEMICAL PRODUCTS! 


Last Call! Buy 10 cans of Af Pr : ‘ / 
Car Care Products — get two _ tee MADE FoR THE Lé 


ii POR MATES 


expires June 15, 1961! 
COMPANY, INC. 


300 Broadway, Huntington Station, L. 1., New York, 
Factories: Brooklyn 35, N. Y. e Kansas City 15, Kansas 
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You need never waste wire or money again! Stand- 
ard’s new spiffy-spool offers you a convenient (less-than- 
100 ft.) length of wire, neatly spooled in a plastic dispenser 
which prevents the wire from getting dirty or unraveled. 
And not just ordinary wire either! Each spiffy-spool con- 
tains color-coded Ektron® wire—the plastic-insulated wire 
that resists water, abrasion, acid, gas and flame. Lay in a 
complete stock today, in all gauges from 10 to 18 (7 mm. 
ignition cable too!)...they’re all the same price. Ask your 
jobber about the CD600 spiffy-spool workbench assort- 
ment. It contains six spools in the most useful gauges and 
colors, and comes in a display carton which converts into 
a handy dispenser-rack. For more complete details write: 
Standard Motor Products, Inc., Long Island City 1,N. Y. 


Spiftftiy-spool 


Want more facts? Use Reader Service Card Page 105 


an 
CD 600: WORKBENCH nl 
ASSORTMENT SWA 16: WIRE RACK 


SHERLOCK McKANICK, the famous Blue Streak dealer, 
says: “I use lots of spiffy-spool wire and sell some 
to the do-it-yourselfers, too. Standard’s 16-spool 
assortment (with free wire display rack) gives 
me a good working inventory and turns over 
every few months.” 


Made by the makers of famous Blue Streak Ignition Parts. 
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Your customers can “sit on a breeze’’—cool and 


S| Coil refreshed as Spring itself—all summer long, with a 
ant I Kool Kooshion ventilated seat cushion. With FIVE 
complete lines to choose from, there’s a Kool Kooshion 
now for every size, pattern and price. 


Big thing is: GET THE NEW, DISTINCTIVE 
KOOL KOOSHION RACK... KEEP IT STOCKED 
..- AND KEEP IT UP FRONT. 


Sturdy, easily set up, a tested “silent salesman,” 
the new Kool Kooshion rack holds up to 26 cushions, 
sells for you even while you’re busy. 


For information on how to get your 
display rack FREE, ask your jobber or write: 


Xool Koos ee 


Manufacturing Co. 


DYERSBURG, TENNESSEE 
WORLD'S LARGEST MANUFACTURER OF VENTILATED SEAT CUSHIONS 


Contour-Yielding 
Inner Structure 
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Thanks, National Safety Council. As has been true in recent years, this publication has 
been granted the National Safety Council's Public Interest Award, based on the annual 
safety issue published in April 1960. "I am sure you feel, as we do, that there is 
another dividend as a result of your safety efforts—the knowledge that you have 
helped prevent many accidents,” said President Howard Pyle of the council. "We here at 
the council know all you have been doing for safety, and we are delighted that the 
judges agreed." 





Ford Motor Co. has jumped right ker-dab into the aftermarket. Its purchase, for 


$28,000,000, of two Autolite plants and access to Autolite's field sales force 
of 300 men means that Ford is going to be competitive with GM in the independent 
parts distribution field. Ford will handle the aftermarket dstribution of such 
Autolite products as cable, wiring harness and electrical service parts, it was 
reported. Ford's Motorcraft line of parts, first on the market in January 1960, 
will join the Autolite items in being handled through a combined division. Auto- 
lite will continue in the aftermarket, but won't use its own brand name except 

in some foreign countries. (See page 78.) 





Pinehurst became a “little Detroit" early this month. Not in years—if, in 
fact, ever before—had so much "factory brass" been present for a state 
dealer convention. Scheduled on the annual meeting program of the North 
Carolina Automobile Dealers Association was James Roche, former Cadillac 
chief and now distribution vice president of GM; Roy Abernethy, American 
Motors’ sales vice president; J. B. Wagstaff, a sales vice president of 
Chrysler; James 0. Wright, former Ford Division sales chief and 

now a group vice president of Ford Motor Co., and L. E. Minkel, the marketing 
vice president of Studebaker-Packard Corp. 





Chevy's gunning to train more qualified mechanics. To keep pace with the service needs 
of its expanding family of owners, Chevrolet has launched what it described as an 
"intensive program" to help dealers train more qualified mechanics and review their 
service facilities in the light of customers’ needs. Dealers will be urged to recruit 
and send to Chevy-operated training schools a “youth corps" of service technicians for 
instruction in basic repair work. Dealers will be responsible for expanding shop space, 
equipment, customer parking area and similar items if found needed. "In some cases, it 
may be necessary to remain open nights, or on weekends, beyond customary business 
hours," Chevrolet officials said. 





Sell them Smooth Sailing. More than 10,000 miles of the great 41,000-mile superhigh- 
way system launched by Uncle Sam several years ago are now open to motor vehicles. 
Almost every customer of your shop will be cruising along at least some thin slices 
of this expanding ribbon. Why not promote this fact, now before school's out and 
before parents will be hitting these roads, by stressing the need for making cars 
safer than ever by having them checked thoroughly? "Winter" hasn't been pumped out 
of the veins of many units, air conditioners haven't been set up to blow and many 
other features need attention on those cars rolling through your shop's door. 

You owe it to yourself as well as to the customer to be responsible for the 
mechanical condition of those regular shop customers, now don't you? 
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EVERY ONE SEALED POWER DES/GNED/ 
Over 50,000,000 factory-installed Stainless Stee/ o// rings 


Since its introduction in 1957 engines, Sealed 
Power’s Stainless Steel oil ring has won ac- 


mceptance with car and truck builders faster 
than any other by far. With mechanics, too. 

This universal acceptance is important to 
you. The engine designers staked their repu- 
tations on it. The ring proved them right. 
Thousands of mechanics now know no ring 


yet controls oil as well. Take Sealed Power’s 
Stainless Steel oil ring—your ability to do a 
good overhaul—and you have an unbeatable 
combination. 

The Stainless Steel oil ring side-seals, holds 
its fit, retains its tension, resists sludging 
and corroding, is easy to install. Sealed 
Power Corporation, Muskegon, Michigan. 


Sealed Power Stainless Steel piston rings stop oil pums 


DON'T FORGET THE 1. G. 0. A. CONVENTION 


IN ST. PAUL, MINNESOTA, JUNE 28— JULY 1, 1961 
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ers are already in high school and 
college, that disposable income and 
savings are growing, and that there 
is an increasing demand for more 


Townsend of Chrysler: 1961 Can Equal ‘60 Sales 


— THE traveling around we have been doing, I know the economic 
condition of this country is such that this year can be made as good 
as last year [for the automotive industry], but it is going to take work.” 

That opinion was expressed last month by the man who, rumor has it, 


cars and more types of cars,” he told 
the Chattanooga (Tenn.) Sales Ex- 
ecutives Club last month. 


may become the next president of Chrysler. 

Lynn A. Townsend, administrative vice 
president of Chrysler, told SouTHERN Avu- 
TOMOTIVE JOURNAL in an interview at At- 
lanta that he had been heartened greatly 
by observations of business conditions 
while making a coast-to-coast field trip to 
conduct no-holds-barred sessions with the 
corporation’s dealers. 

As for complaints by many dealers 
handling many makes that the multiplicity 
of models had brought on heavy floor-plan 
costs as they sought to maintain an ade- 
quate inventory, the 42-year-old former 
accountant said: 

“We have substantially reduced the num- 
ber of our series, trim combinations, etc. 

“We do believe that the offerings have 
got to be simplified. We believe in holding 
these within reasonable limits.” 

The whims of the public regarding car 
styles continues a problem for manufac- 
turers in general, he said. Last year there 
was a big demand for six-cylinder engines 
“Now the people want eights and we're 
loaded down with six-cylinder engines,” 
Townsend said. 

Meanwhile, he pointed out how far fac- 
tories have to work ahead with their plans. 
By the last week in March Chrysler Corp. 
had given final approval to the shape of 
sheet metal which will go into the ’64 
models “and neither we nor the public can 
change that now,” he said. 

“A good market” is going to remain for 


Top: Lynn A. Townsend 


Above: 


E. C. Quinn 


the medium-priced cars, the executive declared in the interview. 


E. C. Quinn, vice president—sales divisions, asserted that Chrysler 
dealers’ new-car inventory “is about as low as it should be” in preparation 


for the usual spring sales upturn. 


Townsend said that no plans were in the mill for erecting a Chrysler 
manufacturing facility in the South or Southwest as the new $100,000,000- 
plus assembly plant at St. Louis was running one shift to turn out 480 
units every eight hours and a second shift could be added to double out- 


put to 960, should demand arise. 


Higher New-Car Sales 
Expected by Fall 

EW-CAR sales should hit 7,000,- 
N 


000 annual rate in the last quar- 
ter of this year, according to Richard 


A. Godfrey, car marketing manager 
of Ford Division of Ford Motor Co. 

“Our optimism at the prospects 
ahead [long-term pull] is based on 
the forecasts of the economists, the 
fact that millions of future car own- 
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“Our business depends upon peo- 
ple and whether they have money to 
spend. Since both these conditions 
exist now and should continue to be 
present through the sixties, we feel 
that the automobile business—and 
business in general—is heading to- 
ward a new plateau.” 

Current factors having an imme- 
diate effect on the nation’s economy, 
Godfrey said, include Federal Re- 
serve Board action in supplying ad- 
ditional funds to the banking system 
since mid-1960, acceleration of gov- 
ernment contracts, reduction in FHA 
mortgage rates and the high level of 
heavy construction contracts in this 
country. 


Goodrich Official Predicts 
Economic Rise in Summer 


4. CONOMIC activity will rise mod- 

4 erately during the summer: 
months and will accelerate during 
the last half of 1961, according to A. 
J. Ashe, director of business re- 
search, The B. F. Goodrich Co 
Akron, Ohio. 

The current recession appears to 
have run its course, Ashe said, and 
changes in business activity from 
current levels should be on the up 
side. 

Outlining the reasons for his 
views, Ashe cited the upward move- 
ment of stock prices, an increase in 
money supply, a rise in new orders 
for durable goods, improvement in 
hours worked in manufacturing and 
an increase in retail sales. 

“Consumer confidence in the out- 
look for the economy,” he said, is 
being maintained at a high level in 
sharp contrast to the 1958 recession 
Business confidence, too, has actually 
improved in recent months. He add- 
ed, however, that “recovery from this 
recession will not occur overnight, 
so do not be discouraged if your 
business does not boom immediate- 
ly.” 








© FIRST ® 
LINE OF 
SAFETY 


NEW 


ALL PLASTIC 
CLEARANCE 
J and MARKER 
SHOCK-MOUNT LITES eee 
Model $700 

corrosion and 
rust proof for 
longer life 
and less 
maintenance 














LOWEST COST DOUBLE 
BULB PROTECTION 
ON THE MARKET 


. Slim line design— almost 25% narrower than 
other popular lights, fits more applications. 

. Shockmount S700 equipped with 5000 hr. bulbs, 
typical of Anthes quality. 
Rubber ring seals lens against dirt and moisture. 

. Snap-on lens means quick, easy bulb replace- 
ment. 

. Plate is mounted on rubber grommets for com- 
plete moisture seal in mounting area. 
You can save money now because this main- 
tenance-free light will fit mounting holes for 
most popular marker lights. 


, the answer to ALL safety equipment 
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| GLEASON CORPORATION 
ANTHES DIVISION 


325 N. PLANKINTON AVE. 
MILWAUKEE 2, WIS. 




















Is Shop Volume 
Running Higher? 


You can answer that for your own shop, 
but how're things elsewhere? A survey 
embracing replies to a survey sent to 800 
car dealerships and garages will supply 
the answer—and comments on local situ- 
ations over the whole South, too. 


How does a small shop operator go 
about building brake volume to the extent 
of $10,000 a year? The answer will come 
from this kind of an individual, with tips 
on how to copy his program. 


Volume’s up 50% for a Dallas garage 
which moved into a new building and fol- 
lowed its belief that two stalls per me- 
chanic is more profitable than one stall. 
Credit and customer-car pickup service 
are other elements not usually found in 
garages. 


Wheel bearings have proven to be the 
best route for reaping safety-service vol- 
ume for one shop. 


And of course there'll be another in the 
popular series on efficiency-tested shop 
buildings. 


TECHNICAL-WISE 


“Getting the Most Out of the Paint 
Shop” will pound out from Technical Edi- 
tor Ed Lowery’s typewriter, supplying 
some hints on how to up the profit by short 
cuts. His long experience as a service di- 
rector will help guide him in dealing with 
this subject. 


“Servicing the TorqueFlite Six Trans- 
mission” will equip you to handle these 
jobs easier and with less time. Many 
Chrysler products have been put in use 
lately with these units. 
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in the 


Groceryman 
Druggist 

Gas station 
Clothing store 
Doctor 





HELP SELL OUR PRODUCTS 


We would like for all employes to contribute their efforts to- 
wards helping sell our cars, trucks, parts and service every day. 
It is not too hard to always be on the alert to talk “FORD” 
when and where you can. You do not have to be a polished sales- 
man, only make a mental note of people you see who might be 
market for a car, truck, parts or service. Look over the 
list of people listed below and try to remember to let these and 
others know you are working at Pulliam Motor Co. and would 
be happy to help them in any way possible. For the next month, 
mention your connection to the following: 


Preacher 

Church members 
Relatives 
Neighbors 
Deliverymen 


Visitors 

Club members 
Dentist 

Other stores 








Pulliam Motor Co., Columbia, S$. C., believes in enlisting every one of its 120- 

plus employes in selling its products and services. This statement is contained 

in a 24-page printed booklet which details company policies and objectives. 

This Ford dealership is headed up by Robert F. Pulliam, one of the six dealers 

chosen by the National Automobile Dealers Association over the nation for a 
“task force’’ to help solve dealers’ problems. 


‘| Looking Ahead 


DEALERS 


May 11—Annual convention of Mis- 
souri Automobile Dealers Associa- 
tion, St. Louis. 

May 14-16—Annual convention of 
Georgia Automobile Dealers Associa- 
tion, General Oglethorpe Hotel, near 
Savannah, 

May 14-16—Annual convention of Ken- 
tucky Automobile Dealers Associa- 
tion, Sheraton Hotel, Louisville. 

June 2-3—Annual convention of New 
Mexico Automotive Dealers Associa- 
tion, La Fonda Hotel, Santa Fe 

June 18-20—Annual summer meeting 
of Automobile Trade Association of 
Maryland, Ocean City. 

Aug. 20-23—Annual convention of Au- 
tomobile Dealers Association of West 
Virginia, The Greenbrier, White 
Sulphur Springs. 

Oct. 29-31—Annual convention of Flor- 
ida Automobile Dealers Association, 


Galt Ocean Mile Hotel, Fort Lauder- 
dale. 

Nov. 12-14—Annual convention of Mis- 
sissippi Automobile Dealers Associa- 
_ tion, Buena Vista Hotel, Biloxi 

Feb. 3-7—Annual convention of Na- 
tional Automobile Dealers Associa- 
tion, Atlantic City, N. J. 

April 22-24—Annual convention of 
Automotive Trade Association of Vir- 
ginia, Golden Triangle, Norfolk. 


GARAGEMEN 


June 28-July 1—Annual convention of 
Independent Garage Owners of 
America, Lowry Hotel, St. Paul, 
Minn. 

Aug. 18-20—Annual convention of In- 
dependent Garage Owners of North 
Carolina, Sir Walter Hotel, Raleigh. 

Sept. 15-17—Annual convention of In- 
dependent Garage Owners of Georgia, 
Ida Cason Callaway Gardens, near 
LaGrange. 


WHOLESALERS 


May 14-17—Annual convention of Au- 
tomotive Engine Rebuilders Associa- 
tion, Fontainebleau Hotel, Miami 
Beach. 


June 4-6 — Annual convention and 


SOUTHERN AUTOMOTIVE JOURNAL for May 1961 


booth conference of North Carolina 
Automotive Wholesalers Association, 
Grove Park Inn, Asheville. 

June 25-27—Annual convention of Au- 
tomotive Wholesalers Association of 
Alabama, 400 Motel, Pensacola Beach, 
Fla 

Aug. 13-15—Annual convention of Ken- 
tucky Automotive Wholesalers As- 
sociation, Phoenix Hotel, Lexington. 

Oct. 11-14—Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Granada Hotel, 
San Antonio. 

Oct. 27-29—Fall convention of Virgin- 
ias-Carolinas Automotive Wholesal- 
ers Association (for members only), 
The Greenbrier, White Sulphur 
Springs, W.Va. 

Oct. 29-31—Annual convention of Vir- 
ginia Automotive Wholesalers Asso- 
ciation, Hotel Roanoke, Roanoke 

Nov. 9-10—Annual convention of 
South Carolina Automotive Whole- 
salers Association, Fort Sumter Ho- 
tel, Charleston. 

Nov. 16-18—Annual convention of 
Florida Automotive Wholesalers As- 
sociation, Americana Hotel, Miami 
Beach. 

Feb. 28-March 3—International Auto- 
motive Service Industries Show, Chi- 
cago 

Feb. 13-16, 1963—International Auto- 
motive Service Industries Show, 
Philadelphia. 


GENERAL 

July 31-Aug. 2—National Auto Acces- 
sory and Parts Exhibit, Las Vegas. 

Oct. 30-Nov. 2—Annual convention of 
Automotive Warehouse Distributors 
Association. Muehlebach Hotel, Kan- 
sas City, Mo. 

Nov. 8-10—Annual convention and 
trade show of Automotive Parts Re- 
builders Association, Biltmore Hotel, 
Los Angeles. 


Atlanta SAE Hears Stout 


Joseph M. Stout, Ford Motor Co 
engineer, addressed the May 1 
meeting of Atlanta (Ga.) Section 
of the Society of Automotive Engi- 
“The 1961 Lincoln Conti- 
nental Engine—a New Concept of 
Powerplant Reliability.” 


neers on 


Erickson of Orlando Dies 


Elmer Erickson of Leppere Pon- 
tiac, Inc., Orlando, Fla., died sud- 
denly last month. He was a past 
president of the Orlando Automo- 
bile and Truck Dealers Association. 





Super-strength bearing takes 3-ton loads 


addition to its exceptional fatigue strength, this 
Federal-Mogul aluminum bearing is also highly re- 
sistant to corrosive engine acids. 


This is the new Federal-Mogul AP steel-backed 
aluminum bearing. It can take pounding up to 6,000 
pounds per square inch (pressure equal to the weight 
of this medium truck). This bearing was designed by 
Federal-Mogul engineers for the new kind of engines 
appearing today ... shorter engines with high horse- 
power, high compression, and reduced bearing area. 
The secret of this bearing’s superiority lies in its new 
aluminum-alloy lining. It has both the high strength 
of aluminum and good bearing “‘oiliness’”. And in 


This AP aluminum bearing is just one in the complet: 
Federal-Mogul line. Others include the 5-layer copper- 
alloy, straight copper-alloy, and babbitt bearings. 
Each is designed for a particular engine .. . and gives 
superior service in it. Whatever bearing you need for 
replacement, rely on Federal-Mogul and be sure of 
customer satisfaction. See your Federal-Mogul! jobber. 


» FEDERAL-MOGUL#~ BEARINGS 


FEDERAL-MOGUL SERVICE 


; Tt DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. * DETROIT 13, MICHIGAN 
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Automotive NEWS BRIEFS 
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Newly-elected officers and directors of the Automobile 
Dealers Association of Alabama are (I. 
Blaine Brownell and L. £. Thomas, both of Birmingham, 
president and first vice president, respectively; M. A. Peek 
of Decatur, second vice president; Carl C. Golson of Fort 
Deposit, third vice president; Forrest McConnell of Mont- 
gomery, secretary-treasurer, and Harold E. Streetman of 
Montgomery, executive vice president; second row, H. J. 
Littrell of Athens, W. D. Ray of Huntsville, H. E. Ray of 
Vv. C. Adams, Jr., of 


Haleyville, Olin Hearn of Albertville, 


Financier Cites Need 
To Watch Car Stock 


“| nN 1960 dealers paid out $83,000,- 

000 in excess floor plan charges 
because of an overstocked condition.” 

That is what Oliver C. Carmichael, 
Jr., chairman of the board of Asso- 
ciates Investment Co., South Bend, 
Ind., told the 26th annual conven- 
tion of the Automobile Dealers 
Association of Alabama in Biloxi, 
Miss. 

“Finance companies,” he added, 
“also lose on these inventories. 

“Not only quantity of inventory 
must be better controlled, but 
quality,” he said. “Dealers must 
insist upon the proper style of in- 
ventory at all times—from the 
beginning of a model year to the 
end... 

“Stimulator sales must be resisted 
if they result in no profit. Volume 
for the sake of volume only leads 
down the road of bankruptcy. Sales 
must be made with a merchandising 
profit. Finance reserves must be 
supplemental, not depended upon 
as the primary source of profit.” 

Automobile dealers and finance 
companies must strengthen their 
“partnership” in order to capitalize 
on a potential of “goals unlimited” 
in the field of automobile sales, he 


to r.): seated, 


Board Chairman Carmichael 


asserted 

NADA President Walter B. Cooper 
of Fort Collins, Colo., told the 
dealers they had an “obligation” to 
their communities, customers and 
factories, as well as themselves, to 
make a profit, adding that dealers 
are offering the “world’s most- 
wanted product.” 

W. Herbert Ray of Ray Auto Co 
(Ford), Huntsville, was named “Mr. 
Alabama Automobile Dealer of 
1961.” An automobile dealer since 
1925, Ray is a past president of the 
state association and is active in 
many civic endeavors. The award 
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Anniston and Ed Mollison of Birmingham; third row, Roy 
Barnett of Marion, H. W. Pearce, Jr., of Jackson, R. R. Long 
of Atmore, J. B. Dunn of Roanoke, Judson Colley of Troy 
and Roland Cooper of Roanoke, immediate past president. 
Directors not shown are John Denton of Florence, Roy 
Drinkard of Cullman, Robert T. Leigh of Tuscaloosa, T. M. 
Smithweck of Mobile, J. L. Rouse, Jr., of Montgomery, 
Thomas W. Cooley of Talladega, John Baker of Eufaula and 
A. C. Freeman of Dothan. The convention attracted several 
hundred dealers and out-of-state automotive officials. 


is based on “service to industry, 


state and nation.” 


KENTUCKY SHOOTS 
FOR SAFETY 


Kentucky is one of _ several 
Southern states seeking to promote 
such safety legislation as a motor 
vehicle inspection law. Latest evi- 
dence of this came in a letter to the 
editors from Executive Secretary 
George W. Wilson, III, of the Ken- 
tucky Automotive Wholesalers As- 
sociation: 

“Your safety issue is most com- 
prehensive and I have enjoyed 
reading it from cover to cover. 

“If available, I would appreciate 
your sending me eight or ten copies 
of the April issue for distribution to 
Kentucky state officials. We are get- 
ting the wheels in motion for a real 
campaign on safety legislation dur- 
ing our next assembly 
meeting.” 

The Carolinas, Florida and Geor- 
gia are among the states in which 


general 


movements have been building up 
to obtain safety legislation. 

Safety inspection laws were en- 
acted last year in Mississippi and 
Louisiana, but enforcement details 
have taken some time to be worked 
out. 





MOVE IN ON PROFITS! 


fe Rymeing 


_ PUMPS Zecca 


PROTECTION 
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mecning 2 it doesn't take up any 
2. instead of picking up 
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LUBES 22328! 
this‘au nn) Stchiner and easy ie 


o right to car owners with 


NEW MASTER 
WHEELER DISPLAY 


GET YOUR DISPLAY TODAY! 


No. 0836 Display packed with one No. 
1428 brown Styleliner. Dealer cost for 
both $9.95—sell Styleliner at $10.95 
retail. Display is yours—plus a buck. 
CALL YOUR JOBBER NOW! 


ie 
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Seeenetd cessiean “free” tire checks, 


~ BREE 2%: turn courtesy tov tis into soning 


Move it around—find your best traffic spot. 
Car owners can picture Kar-Rugs,in their 
own car—can feel, select and sell them- 
selves. You just keep the mat attractively 
displayed —maintain a complete stock — 
and you'll pick up those EXTRA profits. 


MEANS BETTER MADE 


RUBBERMAID INC. « AUTOMOTIVE DIVISION « WOOSTER, OHIO 
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Friday’s agenda will include elec- 
tion of officers and a possible busi- 
ness tour and luncheon away from 
the hotel. That evening, Jerry Mayer, 
St. Paul fire prevention engineer, 
will present his “Fire Power” dem- 
onstrations. Two free “nights on the 
town” in the form of $20 bills will 
be given away. 

A number of speakers are sched- 
uled for the Saturday morning ses- 
sion, which will adjourn for an after- 
noon outing on the shore of one of 
Minnesota’s lakes. 

The meeting will close with the 
installation of officers at the banquet 
and dance in the evening. 


Playing prominent roles in the direction of the sixth annual convention of the West Virginians Set Dates 


independent Garage Owners of America, scheduled for St. Paul, Minn., June 

28-July 1, will be (I. to r.) Bill McNaughton of McNaughton Motor Service, The annual convention of the 
Minneapolis, convention co-chairman; Don Maxam, executive secretary of IGO Automobile Dealers Association of 
of Minnesota, and Ray Swedeen of Autce Body Rebuilders, Minneapolis, who West Virginia will be held, as has 


will have charge of speakers and agenda. boom trae tn mest ween. at The 


Greenbrier, White Sulphur Springs, 
Aug. 20-23. The association, man- 
aged by Ralph L. Ballard from head- 
quarters at Charleston, was founded 
Garagemen from 38 States Get Set nearly a generation ago. The annual 
convention usually attracts several 


To Converge on St. Paul in June fn 


~ LOGAN of the Independent Garage 

s) Owners of America—“For Work Texans will be just a small part of the people who won't particularly appreciate 
and F It’s St. Paul in 61” —is ex- this map that seems to give considerable prominence to Virginia as contrasted 
anc am, Son. SOU “ - with a few other states which try to make up the South and the nation. Ad- 
pected, in part, to lure from 600 to mittedly the ‘‘mother of presidents,”’ the commonwealth would appear here to 
800 delegates from 38 states to Min- be claiming now to be the mother of the whole U.S. This contribution to SAJ's 
nesota’s capital city for the associa- columns came from W. M. “‘Bill’’ Goodsell, vice president of Simmons Parts Co., 
Staunton, Va.—and if you don’t know where that is, you can bet that Bill 


tion’s sixth annual convention June Quote wil comes gun erate Guth. 


28-July 1. _ ji 

Headquarters will be the Lowry gaxiaone 
Hotel, where most of the convention 
events will be held. 

Preliminary meetings are sched- 
uled for Wednesday, June 28, in we corven 
which executive personnel of state Wesan TERRITORY 
and local units will share solutions 
to common association management 
problems. Meetings in the afternoon 
will be held by the national execu- 
tive committee, headed by IGOA 
President Art Kittell of Pittsburg, 
Kan., and the national advisory com- 
mittee. A brainstorming session for 
state presidents will provide an op- 
portunity for the sharing of views 
and ideas. 

The convention will open officially 
the following day. A kickoff lunch- 
eon at noon will feature an outstand- Mexicans 
ing industry speaker and other en- wee suann mrerree fear 
tertainment. A board meeting will eo op | 
precede a cocktail party for all at- THE ONLY TRUE MAP OF NORTH AMERICA Jouth; 
tendees and guests in the evening. STAUNTON. VIRGINIA Courtesy SIMMONS PARTS CO., INC. CHARLOTTESVILLE. VIRGINIA 
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Y, 
CRANKSHAFTS 


The first shipments of quality guaranteed Joro Crankshafts are on their way to 
Rogers Engine distributors... specify them by name next time you order! Joro 
Crankshafts are remanufactured and reground to meet 

exacting standards...they’re backed by the John Rogers =lTele; 4-1-4 
Co., world’s largest remanufacturer of automotive engines. (ittuCUiori Dir. 


You can always rely on Joro Crankshafts! ENGINES 
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NOW HOW ARE YOU GOING TO BEAT FOUR ACES? 


With four aces, you're in the driver’s seat. And four aces is what you get from U. S 

Chemical: four different types of autobody filler. 

U. S. Chemical originated black flexible autobody filler—remains the one source for the 

genuine article, Jet Black. U. S. Chemical also brings you Jet Bond, a semi-flexible filler, 

Black Label filler for those who prefer a liquid hardener and Kwik-Magic which is low Jin 

price, big in performance. 

Why play along with second best when U. S. Chemical gives you the top cards? 

P. S. We know a straight flush beats four aces—and we'll have a fifth product to tell you 
about soon! 


DISTRIBUTORSHIPS AVAILABLE IN A FEW KEY AREAS 


U.S. CHEMICAL & PLASTICS C0. 


SEVENTEENTH STREET SQUTH WEST ° CANTON, PHIO 
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like Holley 
Telainsiela 
parts 


FLAWLESS EIGHT-CARAT FINE RIVER DIAMOND, PEAR SHAPED, IN PLATINUM MOUNTING. FROM CHARLES W. WARREN & COMPANY, VALUE. $40,000.00 


HOLLEY distributor repair kits 


A Complete a ~ Whether it’s jewelry or ignition parts, no imitation matches the 
genuine article for real satisfaction. You'll find only genuine 
Holley Ignition Parts—made to exacting original equipment 
specifications—in the low-cost Holley Distributor Repair Kits. 
L C i - They include everything needed for a complete minor ignition 
-ow-Cost av tune-up. And you're sure of that same genuine quality when you 
Package Tigo buy individual Holley parts—contact sets; rotors, coils, condensers, 
caps or voltage regulators. Better stock up with Holley now, and 
be ready to get your share of profitable ignition tune-up business. 
With only 13 Holley Distributor Kit numbers you can service all 
Ford-built cars and trucks. Call your Holley Distributor today. 


Ignition 
Tune-up 
in One 


Tatas 
{ RT-44 
Original Equipment 
Manufacturers of 
G. Carburetion and Ignition 
A Products for Over 55 Years 
11955 E. Nine Mile Road 


Warren, Michigan @Registered Trademark 
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DITZLER 
OFFERS 


outstanding thinners 
for better repair of acrylic finishes! 


DIL-139 


we High-Gloss Acrylic Thinner. 


DIL-151 


wr Non-Penetrating Acrylic 
Spot-Repair Thinner 


DIL-876 


All-Purpose Thinner 
ww P 


neni, 
ACRYLIC LacauER 
THINNER 


DTL-135 


Allows acrylic to atomize and 
flow out properly, helps elimi- 
nate orange peel, and provides 
good gloss. Excellent for touch- 
up repairs or complete finishing. 
Also mist coating. 


terme 


Specially designed for spot re- 
pairing of acrylic colors to cover 
up cracks on black and other 
weathered colorsor lifting around 
featheredges. Has exceptionally 
fast drying properties. 


Gives good gloss to colors and 
flows out primer-surfacers so 
they fill well and sand easily. 
Specially blended to work equally 
well with DURACRYL or lacquer 
colors and primer-surfacers. 


These unusually high-quality products are 
completely new developments of DitrzLeR 
research laboratories . . . not merely modifica- 


ing surface conditions in acrylic repairs. 
@ You'll find these new DuraAcryL® Thinners 
cut costs, save time, and keep your paint jobs 


tions of existing materials. These thinners are 
specially formulated to meet the needs of vary- 


looking new longer. Ask your DITZLER jobber 
for complete information. 


Ditzler Color Division, Pittsburgh Plate Glass Company « Detroit 4, Mich. + Torrance, Calif. 


® rrnvy-yy ; 
tl ; " Fey re 
, R Mug | Bag E& 
y PAINTS © GLASS © CHEMICALS © BRUSHES © PLASTICS © FIBER GLASS 


ery SeURGH OH aT E 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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THE Glue Gor LINE 


... Your Guarantee 














Rings, pistons, pins, bearings, valve train parts, 
water pumps, chassis parts? All parts in the 
McQuay-Norris line—designed and manufactured 
to the same high standards of quality and 
precision—are known for uniform performance 
and longer service. Your McQuay-Norris Whole- 
saler is “replacement parts headquarters” to 
mechanics all over the country who have 
experienced the satisfaction of working with the 
McQuay-Norris line. Use them on your next job. 





of Perfect 
Matched-Performance 


ORRIS 


McQUAY-NORRIS MANUFACTURING CoO., vs ST. LOUIS * TORONTO 








IT TAKES 
TO MAKE MONEY 


These famous Tools really put you in business and 
NEED A HAND TOOL? make certain you'll make money in today’s auto- 
cit YOUR Blackhaurk JoBseR! motive service and repairs. Ask your Jobber to show 
you the many new, time-saving Tools in this great 
Line that are actually designed around your job! 
Remember, the cost of Tools you use in your work 
is deductible from your income tax. 


NEW BRITAIN MACHINE COMPANY HAND TOOLS 
NEW BRITAIN « CONN. 
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how the 
Saturday Evening POST advertised 


[Re [= D) 1 Z\Grrorr PROGRAM can increase 


your yearly income $5,000 to $20,000 











ars in 
this ad appear 


' @ Low investment and 
The Saturday Even 


Pay-Out-Of-Profit Plan! 

@ Only a minimum of 
Floor space needed! 

@ Work is quick and simple! 

@ Program is complete, Tried, | i 
tested and proven! 


ing 


... you need NO 
Previous Experience 
in wheel alinement 
service 

to Cash In! 


THE SATURDAY EVENING post 


sian 
Good Car-heeping S\ —— 5 Thousands of shops with no previ- 
! « f . ° 
Ay i: ous experience in alinement work 
3% 
are now making BIG MONEY with 
Bear's New Red Tag Profit Program. 
The best part is, you can start in a 


Z BAD small, medium or big way — you 
f § ) 
BAD BAD — ay ‘on mame aren can expand your service as it pays 


ere om Teena PARTS its own way. Post advertising and 
nationally advertised Bear Signs 

- by bring new business into your shop 
this INSTANT TEST FREE! Ps The Automatic Drive-Over Tester 
| and new Tire Wear Forecaster sell 
the service; Red Test Tags and 
Wall Chart schedule appointments 
and keep track of jobs in work. 
Your operators receive on-the-job 
training in correction work. The 
FREE Red Tag Profit digest brings 
you complete details without cost 
or obligation— mail the coupon 


for your copy now! 








BEAR MFG. CO., Dept. S-5, Rock Island, I! 
} Without cost or obligation, send my Free Red Tag 
} Profit Digest outlining the complete Profit Progran 


ADDRESS 


NAME_ — _ —_—__—— | 


the most famous name in Safety Service 
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How 
United Motors Service 
helps you get better 
fleet performance from §- 
your Delco-Remy equipment 


It’s as 
easy as... 


HELP FROM 39 UMS ZONE SERVICE HELP FROM DELCO-REMY SERVICE MANUALS that give 
MANAGERS (see list at right above), providing step-by-step analyses of typical maintenance and trouble-shooting 
on-the-spot advice and recommendations on procedures. Available from UMS distributors, these manuals make 
questions involving Deleo-Remy equipment. service faster, easier. 
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nree easv-to-get iby 
eauced downtime, taster maint 
personnel, and peak 
hicle How do you 


Remy service helps? 


A 


Cl] TRAINING CENTER 


p | 
n‘\\ 
| 


HELP FROM 30 UMS-DELCO-REMY TRAINING SCHOOLS at GM 


Training Centers that give your service personnel detailed up-to-date informa- 
tion on operation, maintenance and trouble-shooting. The tuition-free courses 
last for one week and there is no charge for books or class materials. 
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When You become a 


WAGNER LOCKHEED’ 
FRANCHISED DEALER 





. . 
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First, you start with a balanced inventory of top 
quality brake products... (neatly stored in the 
handy, sturdy Wagner Brake Products Merchan- 
diser,if you choose). And your stock is kept up 
regularly by your Wagner Lockheed supplier—no 
worries for you. Then, your place of business will 
be prominently identified—with signs, decals, em- 
blems, etc.,—as a reliable place to have good brake 
service work done. But, best of all, you’ll be shar- 
ing the well-built reputation of the leader in the 
hydraulic brake business —Wagner Lockheed. 


THE BEST KNOWN... AND MOST TRUSTED NAME IN 
BRAKE SERVICE PRODUCTS 
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BRAKE 
SERVICE 


lockheed / 








FRANCHISED 











IT PAYS TO 
SIGN UP! 


HERE’S WHY: You get a balanced as- 


sortment of top quality brake service products for 
wide coverage with minimum stock. No large 
investment is required. 


YOU GET backing by national promotion and national advertising. 
You’re identified with “the best known name in brake service’’— the line that 


has customer acceptance second to none! 


YOU GET prominent identification. A brilliant electric sign or curb sign; 


window and door decals; uniform emblems... plus sales promotion material to 


help you build business. 


YOU GET regular “inside information” on brake service;a manual that 
tells how to maintain and repair all modern hydraulic brakes; the “Franchised 


Dealer Brake Service News” to keep you up to date; ready reference catalog; 


brake check charts and lined shoe application charts. 


YOU GET THE 
COMPLETE STORY 
WHEN YOU MAIL 
THIS COUPON 


DON'T DELAY! 
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Wadsner Electric @rporation 


6362 PLYMOUTH AVENUE, ST. LOUIS 33, MO., U.S.A. 


Please send me Bulletin AU-607 on your 
Franchised Dealer Program. 





irm 
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high-flying ACtion 


high sales 


Springtime is car tune-up time—your chance to sell AC 
Fire-Ring Spark Plugs to all your customers no matter what 
make or model they drive. Ford, Chrysler or GM products— 

there is an AC Spark Plug engineered for every car and truck. 


AC's exclusive “Hot Tip"—heats faster, AC’s exclusive “Extended Shell"— AC’s exclusive “Solid Core Resistor” 
ols faster for self-cleaning action especially engineered for Pontiac, —especially engineered for Plymouth, 
that gives all cars top performance. Buick, Ford, Lincoln and Mercury cars, Dodge, DeSoto and Chrysler cars. 
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your customers... 


Ction for you! 








KITE HERE! 





Recommended 
by our 


FIRE-RING — sprciaiisTs 


Spark Plugs 





























— , , 
AC’s Big Kite Promotion—designed to help you 
get greater spark plug sales than ever before | Here are other 
| advantages you get when 
This Spring, AC's SPM-87 Kite Promotion Package | you stock and sell AC: 
will be a tremendous traffic-builder for you. Each of 
these promotion packages contains 50 AC High-Fiying ® Wide accessory line of the highest quality 
Kites for use in your own traffic-building promotion. products—sold only under the nationally 
: famous AC brand name. 
This is your chance to sell extra Springtime services 
—oil changes, lubrications, tune-ups and new sets of Greater replacement potential with reliable 
: . products engineered for quality replacement 
AC Fire-Ring Spark Plugs. Talk to your AC supplier on all cars and trucks. 
j \ 3 > -87 a a =f) 
right now. Get all the details on the Sf M-87 package | lage a i a ia 
It's another example of AC advertising and merchan- over; plus, AC's continuous product 
dising support—the greatest in the industry! improvement policy. 


AC SPARK PLUG > THE ELECTRONICS DIVISION OF GENERAL MOTORS 


get the selling edge with @%9 merchandising programs 


Reliable Products by AChievers 


SOUTHERN AUTOMOTIVE JOURNAL for May 1961 Want more facts? Use Reader Service Card Page 105 





Automotive AIR CONDITIONERS give your 


customers original equipment quality at low, low cost! 


When you handle the famous Eaton Air Conditioners, you can offer 
your prospects all the customized features that they expect to get 


only in expensive built-in units. 


Eaton Air Conditioners are made and warranted by Eaton 
Manufacturing Company, pioneer manufacturer of automotive air 
conditioners and components for original equipment installation. 
The name “Eaton” helps you sell and helps keep customers sold. 

In addition to superior quality and low price, Eaton backs your 
selling effort with local advertising and sales helps. 


NEW 
1961 COLOR 


Furnished in beautiful Empire Gray, 
or units can be easily painted to 
match car interiors. 


SALES PROMOTION 
MATERIALS 


Dealer selling aids include a colorful, 
attention-getting counter display and 
free descriptive hand-out folders, 





LIBERAL CO-OP 
ADVERTISING PLAN 


Advertising allowance for local media 
—newspaper, radio, outdoor boards. 
Newspaper mats, radio transcriptions, 
and outdoor paper furnished free. 


For Complete 
Information 


LYNN & BROOKS 
3055 WILSHIRE BLVD. 
Wire. or Phone LOS ANGELES 5, CAL 





NEW 12-MONTH OR 
12,000 MILE WARRANTY 


A big selling point. We believe this 
is one of the most liberal warranty 
agreements in the industry! 


LYNN & HEMPHILL 
2116 N. PEARL ST. 
DALLAS 4, TEXAS 


AARON & BELL 
3272 PEACHTREE RD., N.E, 
ATLANTA 5, GEORGIA 


CHECK THESE 
SALE-CLOSING FEATURES: 


Modern Custom Styling 
Compact Space-Saving Design 
Fast Cooling 
Automatic Temperature Control 
Manual Control for Extra Cooling 
Wide Angle Air Distribution 
Foot-Level Cooling 
Variable Air Fiow 
Easy Under-Hood Installation 


EATON 
Tempatrol® # 
Fan ‘ 
Drive 


Thermostatically Controlled 
Fan Drive Increases Usable H.P.— 
Reduces Fan Noise. 


All air conditioners use some engine 
horsepower. By automatically cutting 
out the fan when engine cooling is not 
needed, the Eaton Tempatrol® Drive 
saves horsepower to offset that used by 
the air conditioner. Available with 
Eaton Air Conditioners as an optional 
extra cost accessory, the Tempatrol® 
Drive is an important selling feature. 


ROBERT O. DICKEY COMPANY 
3205 WEST 86th STREET 
KANSAS CITY 15, MISSOURI 


EATON MANUFACTURING COMPANY ¢ Heater Division + Cleveland 4, Ohio 
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TEXACO CONSIGNEE GEORGE GILBERTSON, WILLMAR, MINNESOTA 


‘“‘Our annual gallonage has 
more than tripled since we 
went with Texaco 13 years 
ago. In that time, we moved 
up from last to first place in 
this area. The Texaco people 
have been very helpful. They 
are really jobber-minded. 
With their help we gained 7 
new Dealers in 5 years. 
Texaco’s policies are fair to 
all. That’s why we sell the 
best... Texaco.” 
WHY THERE’S A PROMISING 
FUTURE WITH TEXACO 

Here are 6 reasons why Dealers, 
Consignees and Distributors grow 
with Texaco. 

1. Texaco is jobber-minded. Proof: 
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842 Consignees and Distributors 
have been with us over 20 years, 
some over 45 years. 

2. The best retailer policy — Texaco 
helps its Dealers. 22,502 Dealers 
have been with us for more than 
10 years. 

3. The best opportunity to cash in 
on “touring” business—because when 
Texaco customers are touring they 
like to stop at Texaco stations when 
on the road. This means you have 
more than 40,000 other Texaco Deal- 
ers helping you. 

4. The best customer credit card — 
in fact, the only petroleum credit 
card honored under one sign through- 
out the entire United States, and in 
Canada, too. 

5. The best national advertising pro- 
gram, year after year... constantly 
selling Texaco Products and Texaco 
Dealer service. The best sales pro- 


motional material to help build 
customers. 

6. The best 
known and 


petroleum products, 


accepted nation-wide. 
Continuous research and develop- 
ment insure that Texaco will always 
have outstanding products. 











ands as an renee eee Oe 
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Chevrolet’s 
Jet-smooth ride 
paves the 
way to more 
sales! 


One of the reasons Chevrolet is 
outselling all other makes by such 
a wide margin is its Jet-smooth 
ride. It’s a ride engineered into 
every Chevrolet with more than 
700 cushioning and sound-hushing 
points throughout body and 
chassis—adding up to selling ad- 
vantages enjoyed by no other car 
in Chevrolet’s field. What gentler 
persuasion could a salesman use 
than to get this Chevrolet and 
prospects together out on the road! 
550 Sound Deadeners 
Chevrolet’s body—throughout 
roof, doors, instrument panel, 
hood, floor, luggage compartment 
—is fully insulated and sealed at 
more than 550 points against 
drumming and vibration. 
56 Squeak Insulators 
There are 56 special anti-squeak 
applications wherever metal-to- 
metal contact occurs in the body. 
100 built-in “‘Shock Absorbers’ 

Chevrolet has more than 100 spe- 
cial cushioning parts—51 built-in 
“shock absorbers” in the chassis 


alone. Among these are nylon- 
sleeved shock absorbers with 
rubber-insulated mountings; extra- 
large bushings and spherical joint 
suspension liners; rubber-mounted 
propeller shaft center bearing; 
special nylon bushing for steering 
linkage. (Even the steering gear 
shaft has a “‘shock absorber.’’) 
Full Coil Suspension 
Nothing cushions like a coil and the 
’61 Chevrolet is one of the few cars 
with a coil spring at every wheel. 
Butyl Rubber Body Mountings 
Chevrolet’s body is joined to the 
chassis by extra-large butyl rubber 
cushions that further isolate the 
ride from the road. 
Precision-balanced Wheels 
and Tires 
Each Chevrolet wheel and tire 
assembly is balanced as a unit 
before installation for smoother 
rolling, less vibra- 
tion. .. . Chevrolet 
Division of General 
Motors, Detroit 2, 
Michigan. 





Want more facts? Use Reader Service Card Page 105 
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(If you see anyone going 
places while standing) 


By BILL HERBERT 


H* YOU met anyone lately trying to get somewhere 
standing up? If you have, you'd better start looking 
for someone to buy your business, because it could well 
be you've seen the first sign that the automotive in- 
dustry is going to pot. 

Fine analyses have poured from economists to explain 
why every automotive merchant hasn’t continued to 
romp in the clover again this year. 

Could it be, largely, that the prospect for that car or 
for some man-size shop job has been holding back to 
catch his wind, blaming the lousy weather earlier this 
year for his reluctance to spend cash? 

Onrushing spring has swept away a great deal of the 
shyness to yield dollars, readers of SourHERN AUTOMO- 
TIVE JOURNAL reported late last month. Once more the 
hungry merchants—be they franchised car dealers, ga- 
ragemen, super-service station operators or parts whole- 
salers—are out in front gulping up the big chunks of 
business to which aggressive sellers have long accus- 
tomed themselves. Can you consider yourself a part of 
this alert clique? 

Talk with anyone on the automotive firing line—as 
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SAJ’s editors are constantly doing—and you come away 
with growing optimism. That is, you'll remain optimistic 
as long as you see everyone scurrying to get somewhere, 
but always seated while in motion. 

The men who must plan a minimum of three years 
ahead, the car-factory experts, are visualizing sales of 
new cars the last quarter of this year at the terrific an- 
nual rate of 7,000,000 units (see page 7). That’s a lot of 
grease, TBA, hard parts and service in general coming 
your way soon. 

Meanwhile, what are you doing to get just a little 
more than your share of the market? Among the ma 
terial in the following pages are some down-to-dollars 
reports along this line. 

You’re fortunate to be doing business in the great, 
expanding Southland. There’re a jillion reasons why you 
should be making money; if you’re not, maybe it’s your 
fault—not the competitor’s. 

It’s our job to promote further the modern idea that 
to get places one must sit down (in a motor vehicle, of 
course). 

That's true even if you have to stand up to tell the man 


Minimizing Cleaning and Traffic 


FF 28 years Henry Rose filed away 
in the recesses of his mind ideas 
he wanted to embody when he was 
ready to construct his new garage 
building. In addition, he actually 
built one garage, back in 1940, from 
which he learned several things not 
to do in designing his next one. 

He still operates his original ga- 
rage at 102 Poco Street in San An- 
tonio, Texas and the new plant is at 
9604 Broadway, in a growing sub- 
urban area. 

The new building is 80’ wide (plus 
an outside concrete apron for car- 
washing) and 32’ deep, constructed 
of concrete walls and truss roof. 
Basically, it is a 


pre-fabricated 


pS pb apte 


6 WORK BENCHES 
WINDOWS OVER 


2 


il 20'0.H. DOOR @ 20'0.H. DOOR wm 20'0.H. DOOR 


By RUEL McDANIEL 


structure. It was built for easy ex- 
pansion, at both ends, and plans are 
ready for two extensions. One will 
give added shop space, while the 
other will provide office and ware- 
housing areas so that a machine 
shop may be installed where the of- 
fice and parts now are located. 

“Four factors have an important 
bearing on the economy and ease of 
operation in a garage building,” Rose 
said. He named these four factors, as 
follows: 

1.—Accessibility. 

2.—Ample and_ properly-placed 
light, both natural and artificial. 

3.—Open-span construction, to 
eliminate obstructions against free- 
dom of movement of car and equip- 
ment. 

4.—Ease and economy of cleaning 
the floors. 

“Saving space by making doors too 
narrow is extremely false economy,” 
Rose pointed out. “In checking build- 
ings especially constructed for ga- 
rages as well as other structures oc- 
cupied by independent garages, I 
found a common fault was the too- 
narrow entrance spans. This slows 
down movement of cars in and out 
of the shop and it is a definite deter- 


rent to women customers. Narrow 
entrances frighten some women 
drivers and discourage others from 
driving in.” 

The new garage has three spans, 
each 20’ wide. The remaining 20’ is 
occupied by a wall along the office 
and parts area. Only a narrow steel 
partition separates the spans and 
provides support for the sliding over- 
head doors, 

Improper lighting cuts the effi- 
ciency of the mechanic and slows 
operation throughout the shop, Ross 
has found from past experience, and 
when he designed his new building 
lighting was prominent in his plans 
The south side, or front, is open ex- 
cept during a few cold days during 
winter, providing a flood of natural 
light; and when the doors are down, 
the almost solid glass doors admit a 
lot of natural light. 

Across the north wall are seven 4’ 
x 5’ windows, directly above the 
workbenches. 

“Under normal weather conditions, 
we work without artificial lighting,” 
Rose explained, “except for the use 
of drop lights for under-hood and 
under-car work or inspection.” 

When natural light is insufficient, 
the eight-foot fluorescent light above 
each workbench supplies excellent 
auxiliary lighting. 


This view looks toward the office and parts area. The floor slopes toward rear 
end of building to provide better drainage and easier cleaning. It likewise 
slants toward the center from each side by '/,” per lineal foot. 
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“We planned the lighting system to 
eliminate the use of drop lights as 
much as possible,” Rose said. 

By utilizing the truss-type con- 
struction, it was possible to avoid en- 
tirely the use of supporting columns. 
Thus the only obstruction to complete 


Another Blueprint 
on Time-Tested 


Garages 


This is another in the latest series 
of features giving details of build- 
ings which have proven their worth 
for garage operators. Tearsheets 
of earlier stories will be forwarded 
upon request, until the supply is 
exhausted. 

You may want to file away this 
material against that day when you 
may be planning a new or revamp- 


ed building. 


freedom of movement in the shop are 
the two supporting columns for the 
three 20’ entrances. This freedom of 
movement speeds cars into place for 
work and gets them out of the work 
bays quickly after the jobs has been 
completed, Rose has found. A minute 
saved here, a minute there in hand- 
ling cars adds up to considerable 
time in a week—time that is unpro- 
ductive for mechanic and shop alike. 
“A garage that is difficult to clean 
not only requires a lot of extra, un- 
productive time, but it presents an 
uninviting appearance to the cus- 
tomer, especially to women,” Rose 
said. “For that reason we did con- 
siderable inspection of built-in fa- 
cilities to speed cleaning before we 
designed the new building.” 


The basis of the efficient floor, from 
a cleaning standpoint, is the slope. 
The entire 80’ slab slopes from the 
office end of the building toward the 
opposite end at the rate of %” to the 
lineal foot. Thus water gravitates to 
the far wall, where a drain permits it 
to flow into the sink of the wash area 
outside the wall. 

Further, the floor slopes 4%” to the 
foot toward the center from each 
side, thus draining water to the cen- 
ter as it drains toward the outlet at 
the far end of the shop. 

This floor arrangement not only 
keeps water and other fluids from 
accumulating and standing on the 
floor but makes it much easier and 
quicker to wash the floor after work. 

In his 28 years’ experience as op- 
erator of independent garages and 


from his observation when visiting 
other garages, Rose noted in many 
shops a chronic shortage of electrical 
outlets. He overcame this problem in 
the new shop by installing eight out- 
lets in each of the three working 
bays. There are two outlets at each 
end of each workbench; there are two 
overhead, and finally there is one on 
each side of each door column. 

“For the first time in 28 years, I 
have a garage with enough outlets,” 
Rose said, “and the extra outlets 
definitely speed up work.” 

Beyond the far wall is a concrete 
slab extension 12’ wide containing 
the car-wash area, with an outside 
wall built up about six feet. 

The cost of the building, not in- 
cluding wiring and plumbing, was $4 
a square foot. 


Six windows, such as the one in foreground at left, provide daylight lighting 
for this San Antonio garage on all except extremely cloudy days. 
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PULL WHEEL... 


Above: See, your brake lining is gone, says the author. 
Right: Compare this new lining with that off your car. 


uLL that wheel. It takes just a 

few minutes, maybe more time 
than you think you can spare, but 
pull it. 

It may uncover a sale as high as 
$48 for the garage in addition to 
genuine good-will. 

Only when you pull a wheel and 
can show a customer brake lining 
worn thin, bad brake hoses and 
grease retainers, can you convince 
him that he’s driving an unsafe car. 
Show him and the sale is yours. 

But it is up to you to take that 
first step—pull that wheel. You can 
sell nine out of ten customers on 
safety. Our profitable brake volume 
has been going steadily up with a 
gain of 20% in ’60 over 59, which 
brought brake volume to approxi- 
mately $5,000. 

Selling safety does not require 
elaborate technical explanations; it 
does not take patient interpretation 
of dials on complex testing ma- 
chines. Anyone can grasp quickly 
the hazards of a car that cannot be 
controlled. Women drivers are gen- 
erally cautious and are even more 
appreciative when you point out 
unsafe conditions. Taking time to 
check safety pays. 

Drivers are usually brought in by 
a soft brake pedal. The first thing 
we do right after checking the pedal 
is pull a wheel. We had such a case 
only yesterday on a Chrysler. 

A customer dropped by to have 


34 


.. PLEASE PEOPLE 


us adjust the brakes. Waiting for 
her car, she was right on hand to 
see what we discovered when we 
removed the wheel. Not only was 
the brake lining gone but both 
wheel cylinder and master cylinder 
were leaking and needed overhaul. 
This came to a sale of $38. 

When we do any brake work on 
a customer’s car, we alert him to 
the condition of the brake pedal, 
life of brake linings and the need 
to check brakes periodically. We 


“You've a leaking grease retainer," 

points out hanic Ernest Fahifeder. 

Only a replacement will do the job, 
he tells customer. 





By JAMES W. LARTZ 
Owner, Jim's Auto Service, Wheaton, Md. 


inform him we offer no specials, no 
price dropping, that we take re- 
sponsibility for doing a competent 
job, guaranteeing our work and in- 
viting him in for free brake adjust- 
ments at 300 miles after a brake 
reline, and three months later. 

Of course, we sometimes give our- 
selves extra work from over-zealous 
customers who think they’ve more 
trouble than they really have. 
Women drivers are more conscious 
of noises and more fearful some- 
thing may be wrong. Sometimes 
what they call “a squealing brake” 
is only one with a dry lining, or 
poor grade of lining—one that may 
need sanding down. This is cor- 
rected for a few dollars. 

Nevertheless, their brake-con- 
sciousness is not lost on us. We 
invite them back any time they feel 
uneasy driving. They look to us as 
a consultant. 

Often we have to show a cus- 
tomer unfamiliar with a brake lin- 
ing how the old compares with the 
new. When he realizes the differ- 
ence, he is never uncertain about 
the need for a change. 

There was a customer who came 
in yesteday for a lubrication. When 
we pulled the wheel, we found a 
brake lining worn thin, brake hose 
and grease retainers gone. Total care 
of this job on a Ford car came to 
$48. 

(Continued on page 70) 
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One Cash 


Price on 
New Cars 


a Johnson has been trying 
ideas—some stolen and some 
originated—ever since he became a 
franchised car dealer 27 years ago in 
the small town of Thomson, Ga. 
Many—if not most—dealers won't 
agree with his latest move. 

When prospects walk around the 
new-car and used-car lot (trucks, 
too) of this Chevrolet-Cadillac deal- 
ership, they see a special sticker on 
every windshield. Aside from the 
federally-required price sticker, new 
cars display a “Cost of Living” price. 
This takes into consideration the big 
discounts which the public has come 
to expect. What’s more, though, this 
IS the final price, leaving no hag- 
gling on straight-cash deals. 

People fundamentally want to 
know that they are getting the price 
as low as anybody,” Johnson said. 
“Everybody knows he isn’t going to 
pay the factory price. Since he 
doesn’t know the price, he goes 
around shopping to see what the 
lowest price is.” 

Trade-in prices are figured to al- 
low a small percentage of profit for 
the house, after determining what 
reconditioning, salesmen’s costs, etc., 
will be involved. 

One prospect came to Thomson, 
situated 36 miles southwest of Au- 
gusta, and announced that she had 
$2,500 and wanted to know just how 
much new car that would buy. She 
was told that the firm prices were 
displayed. It was then she learned 
that for $200 more she could get an 
Impala; she closed the deal accord- 
ingly. Conversation was held to a 
minimum after she was assured the 
rock-bottom price was displayed. 

In a town without a radio station 
and with communications restricted 
to handbills and a weekly newspa- 
per ad, this veteran dealer could not 
ascertain positively the effectiveness 
of his plan, nor whether it had 
helped or hurt his competitors. He 
admitted awareness, too, that many 
dealers wouldn’t agree with his idea. 
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The president of the Georgic Automobile Dealers Association started running 
this weekly newspaper ad (top portion’s text appears in the accompanying 
article) in early March and hopes to minimize ‘“‘shopping" by buyers but at the 
same time give them exact figures on what a straight-cash deal costs them. 


He added: 

“But I'll say this: 
opening in Atlanta 
would do this same thing.” 

One dealer interviewed by SoutH- 
ERN AUTOMOTIVE JOURNAL told of the 
reluctance of prospects to conclude 
a new-car purchase. One prospect 
kept haggling over the final price. 
Finally the sales manager looked up 
an invoice on the car in question, 
unbeknowing to the prospect, and 
then asked if the person would pay 
a price that actually was $300 be- 
low dealer cost. 

“Of course I certainly would not,” 
came the reply. 

Commented this harassed dealer: 

“That just shows the public doesn’t 
know the price but feels it’s neces- 
sary to argue endlessly in hopes of 
beating down the figure.” 

One Georgia dealer who had tried 
the Johnson firm-price plan was 
forced later to abandon it. He lost 
too many deals to prospects who 
found some pleasure in arguing over 
figures. 

Johnson conceded that many car 
owners didn’t recognize the unim- 
portance of the used-car allowance 
as long as the actual cash difference 
was the lowest to be found. 


If I were to be 
tomorrow, I 
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“They just like to get $1,200 for 
a trade-in after another dealer has 
offered $900, even though the cash 
difference may be the same,” he 
said. 

In his “Declaration of Change” ad 
to his community, Johnson said: 

“There has been one policy that 
has not changed in our years in 
Thomson: We have quoted the fac- 
tory-suggested price as the price of 
our new cars and trucks. Now we 
sincerely believe this to have been 
the wrong method of pricing our 
merchandise. 

“Years and years ago we remem- 
ber that a discount was asked and 
expected on every staple commodity. 
Food and clothing were priced much 
as our cars are priced today. The 
price quoted was not the price we 
expected to pay. 

“This pricing method has changed 
in food and clothing and today one 
expects to pay the price shown on 
the label. The coming of chain stores 
in grocery and clothing caused this 
change. But, this change has not 
come, as yet, to the automobile re- 
tail business and it leaves the cus- 
tomer in doubt as to what is the cor- 
rect price of BUY IT OR LEAVE IT. 

(Continued on page 64) 
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Garageman King explains to customer C. C, Jenkins the 
need for alignment and wheel balancing to insure safety. 


Only the best brake lining should be installed, here he is 
pointing out, to guarantee truly safe emergency stopping. 


‘Building’ Customers for Tomorrow 


— King insists that a garage 
operator not only needs enough 
managerial ability to keep his busi- 
ness on a profitable basis, but he 
needs a conscience. It’s his program 
of “building up” customers for the 


long pull. 

“There are thousands of traffic ac- 
cidents resulting in death or in- 
jury,” he says, “but I don’t want 
to ever know that a single one of 
them was due to my failure to do a 
thorough safety job on one of the 
vehicles involved. I would hate to 
carry on my conscience the knowl- 
edge that something I did or failed 
to do caused any car owner to die 
or to be maimed, to say nothing of 
expensive car damage in which 
there may or may not be a personal 
injury.” 

Roger, who operates the Roger 
King Garage at Nashville, Tenn., 
says that when a customer is so 
price-conscious that he isn’t will- 


By ROSS L. HOLMAN 


ing to have enough work done on 
his car to insure safe driving, he 
tells him to come back later when 
he has enough money to get the job 
done right. 

Roger’s shop work covers wheel 
alignment, wheel balancing, tune- 
up, brakes, shock absorbers, muff- 
lers and other servicing connected 
with safety. 

When a new customer comes in 
and asks to have his brakes tight- 
ened, he needn’t expect to get away 
with a once-over-lightly job. Roger 
pulls a wheel for full inspection and 
checks everything that might in- 
volve holding power on a stop- 
quick-enough emergency. He checks 
all worn parts, if any, that need re- 
placing, possible need of new brake 
lining, and whether or not the cyl- 
inders need rebuilding. 


These one-column ads have kicked up volume for this Tennessee shop. 


If drums are worn beyond manu- 
facturer’s recommendations, the 
motorist is advised to replace them. 
All defects are drawn to the car 
owner’s attention. He is urged for 
his own safety, his family’s protec- 
tion and for the protection of other 
motorists with whom he might col- 
lide because of brake failure to 
leave his car in the shop until he 
has brakes on which he can de- 
pend. 

The customer is given to under- 
stand that Roger won’t let himself 
in for the responsibility of any 
accidents that might occur as the 
result of an inferior servicing job. 

“I never put on any special serv- 
ice offers at reduced prices, because 
I don’t like to deal with customers 
who have too much of a price com- 
plex when car safety is involved,” 
says this Tennessean. “Then, again, 
if we should service a special offer 
job, we might find more repair needs 
than we could adequately service 
without losing money.” 

He compensates for lack of spe- 
cial offers by guaranteeing each of 
his thorough brake jobs for 12,000 
miles or 12 months, whichever 
comes first. During this period he 
will give the owner a free tightening 
job whenever needed. If he knows 
the customer to be one who gives 
his brakes a severe test, he insists 
that he come back after each 5,000 
miles of driving for a complete 
check-up. 

Roger pursues his close inspection 
work in every phase of car repair. 

(Continued on page 89) 
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The author gazes down from his office on the showroom 
portion of his big $600,000 Maryland dealership building. 


Department heads are confronted at 3 p.m. daily with 
figures showing exactly the company’s daily progress. 


We Built for the Future 


7 NoveMBER 60 we opened our 
new building, functionally mod- 
ern down to the last detail in archi- 
tectural design, layout and equip- 
ment, at an investment of $600,000. 
We call it “The House of Safety.” 

It grew out of a deep-seated feel- 
ing that the car-driving public was 
neglected and in dire need of serv- 
ices it was no longer able to get. 
The core of our thinking and plan- 
ning for them was a place they could 
get to easily, where skilled experts 
would listen patiently to their car 
complaints, and the best modern 
equipment to assure them safe, ef- 
ficient and economically perform- 
ing cars. 

Drawing upon my 40 years of ex- 
perience in the automobile business, 
26 years serving this community, I 
collaborated with my experienced 
department heads in planning this 
spacious, fully air-conditioned plant 
of 45,000 square feet, and selecting 
and locating $110,000 worth of 
equipment. On a 2%-acre piece of 
land overlooking a bustling shop- 
ping center, our “House of Safety” 
is dedicated to giving the public the 
best car services that could be as- 
sembled under one roof. 

We were questioned by business- 
men: wasn’t the then-lagging econ- 
omy and inflationary forces a de- 


By FRANK P. PALMER 


President, Palmer Ford, Inc. 
(Ford, Falcon, Thunderbird) 
Hyattsville, Md. 


terrent to so stupendous an under- 
taking? No, definitely not. Results 
have proven this to be correct. 

We have had a steady growth in 
parts and labor, volume doubling by 
our fourth month, despite heavy 
snowstorms and sub-freezing temp- 
eratures that tied up traffic. 

Though the market has been off 


Cost of Installed Equipment 
at Palmer Ford, Inc. 


Front-end alignment, frame 
straightener and safety lane 
checking equipment . .$34,000 

Engine testing and tune-up 5,000 

Brake shop 1,500 

Two electric truck lifts 6,000 

Eight electric lifts {scis- 
sors type) . 

Overhead lube equipment 
for used-car, new-car and 
truck stalls 

Bake oven 


24,000 


4,500 
6,000 


$81,000 
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on car sales, we have averaged 125 
to 150 new units a month. This, I 
know, is only fair for our size of 
operation, but with the coming of 
good weather figures will bear out 
my complete confidence. 

Through the years I have experi- 
enced ups and downs in the auto- 
mobile business. I had come up the 
hard way from a farm boy who 
knew struggle in his formative 
years, who rose in the automobile 
business through faith and courage 
from a $15 a week parts clerk. I 
came up through service. 

As a director of our local bank 
who had witnessed business doubl- 
ing in volume within five years in 
this fast-growing community, I was 
convinced the increasing number of 
car owners had to have some place 
to go to have their cars serviced. 

I saw no risk in going all-out to 
supply this need. Even in a period 
of declining automobile sales, some- 
one had to take care of the vast 
number of cars running on the 
streets. The country and the auto- 
mobile business have always grown 
despite recessions and inflation. 

Our “House of Safety” may be 
approached through two safety in- 
spection lanes equipped with the 
latest scientific testing machines in 
the service entrance. Here free in- 
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This nine-by-six-inch card is part of the direct-mail program used to stimulate business for this aggressive shop. 


spections of headlights, brakes and 
wheel alignment are offered. 

Easily accessible, the service en- 
trance is independent of the shop. 
The approach was designed for 
closer customer relations where pa- 
tient individual attention takes place 
without the hurry and pressure due 
to lack of space and time. Road- 
testing may take place immediately 
to pinpoint trouble. 

There is no distraction from noisy 
workstalls or hurrying mechanics 
crossing entrance lanes. Doors sepa- 
rate the shop from the service en- 
trance. 

We have made every effort to 
provide customer comfort and ex- 
cellent working conditions to pro- 
mote topnotch production. 

Recognizing the importance of 
good illumination, we have combined 
natural light streaming through glass 
walls and windows with recessed 
fluorescent panels in the sales and 
showroom. Eight-foot fluorescent 
fixtures in the shop supplement nat- 
ural light from three glass walls. 

Good working conditions attract 
and hold qualified, skilled person- 
nel who can work more efficiently 
in a well-heated and well-ventilated 
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their earnings 
equip- 


increase 
time-saving 


shop and 
with modern, 
ment. 

Our service department with doors 
at both ends and two doors at the 
side, all electrically operated, per- 
mit easy accessibility to our 28 stalls 
and a free flow of work. 

We have ten stalls for fast-turn- 
ing customer labor, four stalls for 
major service like overhauls, two 
lubrication racks with overhead 
equipment, three new-car get-ready 
and two used-car get-ready, in ad- 
dition to seven truck stalls. 

A front-end and frame-straight- 
ening machine as well as electronic 
front-end aligner are situated just 
inside the shop’s rear exit door. Two 
motor tune-up stalls fully equipped 
with motor-analyzing testers, a 
floor-installed dynamometer and a 
portable wheel balancer for trucks, 
trailers and passenger cars are ad- 
jacent to stalls working on front- 
end construction. 

Seven electric hydraulic lifts— 
two of the newer scissors type—con- 
serve the energy of mechanics who 
do not have to lie under cars on 
their backs working on the under- 
carriage. Two chain falls on over- 


head trolleys span five stalls so that 
no mechanic has to do the back- 
breaking work of lifting an engine 
out of a car. The two automatic 
transmission stalls have their own 
jacks. 

To give our customers complete 
services under one roof, we have 
a body shop of 12 stalls and two 
paint stalls, one of which has an 
enclosed baking oven. Our 160- 
square-foot parts department houses 
sheet metal parts as well as bulky 
parts like tailpipes. It adjoins the 
body shop and serves the mechan- 
ical shop through an inter-com sys- 
tem and elevator. 

The hard parts department serves 
six mechanics simultaneously at the 
rear counter, while customers may 
be handled over the display count- 
ers at the front. 

We hold department head meet- 
ings daily at 3 p.m. in a special meet- 
ing room in which a blackboard with 
current figures posted by our ac- 
countant report what our entire op- 
eration is doing financially. From 
the figures in front of us we can 
analyze daily what is happening and 
what action that we ascertain 
should be taken. 
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Machine Saves $39 a Week on Rags 


reine car dealers have been 
searching for ways of trimming 
overhead costs—even if small—and 
Robert F. Pulliam has found one 
place to cut. 

While attending the National 
Automobile Dealers Association 
earlier this year the president of 
Pulliam Motor Co. (Ford), Colum- 
bia, S.C., saw a machine which he 
promptly bought—and he cited 
figures to show it would pay fer 
itself in a matter of weeks through 
normal usage. 

It’s a machine shop towel dis- 
penser. Before a mechanic can get 
a clean one, a used one must be 
inserted to trigger the release mech- 
anism for the fresh one. It cost $125 
delivered, and here’s how Pulliam 
(one of the six dealers chosen by 
the National Automobile Dealers 
Association for its special “task 
force” to study dealer problems) is 
getting back his money: 

“This machine has cut what we 
have been spending on rags and 
laundry bills from 1,700 rags a week 
to around 1,050. You can figure a 
total cost to us— by the laundry 
service—of six cents a towel times 
650 to see that our saving will 
average $39 a week.” 

Service Manager Albert M. Tew 
reported the highest number of 
cleaning cloths used in a recent 
week was 1,126. 

Previously the shop maintained 
the cloths in two barrels—one for 
clean and one for dirty. Now the 
machine is stocked with around 300 
and it is refilled from a_ locked 
barrel about three times a week. 
Dirty rags accumulate in the bottom 
to be removed by the laundry 
service. 

Six rags were issued initially to 
each shop man—17 mechanics on 
the line, four in the paint shop and 
four in the body shop. 

Each man is responsible for his 
six cloths and eventually, after the 
system has been employed for 
several months, Tew said the men 
would probably be charged for any 
cloths less than their inventory of 
six. 

The shop force is so thoroughly 
cloth-conscious now that Tew was 
caught up unexpectedly in his own 
system. While in a shop working 
area one time he _ unthinkingly 
picked up a rag and, as he was 


Service Manager Tew (right) turns crank to eject a fresh towel after having 
earlier poked a used one in the receiver indicated by arrow. The dirty 
rag triggers the release as crank turns and here President Pulliam of this 
South Carolina dealership is ready to finish pulling out fresh cloth. Dirty 
rags drop to bottom of machine. Note lock on section where clean cloths 
are stored. Unlocked, top section hinges back to replenish supply. Machine 
occupies little floor space and can be shoved around by one man. 


leaving, poked it in his hip pocket 
from long habit. 

“Our foreman saw me do this and 
he came running after me, yelling 
‘Hey! You’ve got somebody's rag 
there in your pocket!’” 

The men no longer throw the 
towels around thoughtlessly but 
have learned to keep an eye on 
their supply, knowing they'll be 
expected to account for them, the 
service manager pointed out. 

For a slight extra charge a counter 
can be bought for the machine, 
which can be opened only with a 
key. This key is assigned to a 
proper shop custodian who keeps 
track of the supply that’s maintained 
“at the ready” when triggered by 
a lever which feeds the used towel 


through mechanism that in turn 
ejects a fresh cloth at the front 
where it can be pulled out, similar 
to boxed cleaning tissues. 

Pulliam is a past president of the 
South Carolina Automobile Dealers 
Association, a group in which his 
father was active until his death 
nearly ten years ago. He was a 
member of the Ford National Dealer 
Council in 1958. 

The NADA “task force” was 
created to formulate an action pro- 
gram to “alleviate the business and 
financial crises” confronting the 
nation’s new-car and -truck dealers. 
Meetings have been held through- 
out the nation to gather dealers’ 
views on how to determine the 
solution. 


... And that figures out to $2,028 a 
year—16 times the machine's cost 
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Fig. 1—Removing shaft and bearing assembly (Chevrolet). Left: 235- and 283-cubic-inch. Right: 348-cubic-inch. 


Chevy and Ford Water Pumps 


oe the engine temperature 
normal requires the circula- 
tion of a great amount of coolant, 
often as much as several thousand 
gallons an hour. To accomplish this, 
the water pump must be kept in 
good order. 

Normally, water pumps require 
very little service, but when service 
is necessary, the mechanic should 
abide by the manufacturer’s instruc- 
tions with regard to procedure and 
clearances. Let’s take up the ’61 
Chevrolet and Ford pumps. 

First, Chevrolet’s: 

The pumps on both six- and 
eight-cylinder models are basically 
similar and are covered by the 
same procedure. 

Removal and disassembly: 

1—Drain radiator and remove 
water inlet hose from pump. Re- 
move fan belt. 

2.—On heater-equipped models, 
remove hose from pump housing. 

3.—Remove water pump to cyl- 
inder block attaching bolts and re- 
move pump from engine. 

Caution: On six-cylinder models, 
pull pump straight out of cylinder 
block to avoid damage to impeller 


By E. M. LOWERY 
Technical Editor 


and shaft. 

4.— Remove fan and pulley by re- 
moving four retaining bolts. 

5.—On eight-cylinder models, re- 
move back plate screws, plate and 
gasket. 

6.—Support fan hub in an arbor 








June: TorqueFlite Six Transmission 
Principles of operation, maintenance and adjustment 
of Chrysler’s TorqueFlite transmission—used on the 
Valiant, Lancer and Dart—will be aired next month. 








press and press pump shaft out of 
hub. A %” x 2” bar will allow the 
shaft to be pushed through the hub. 

7.—Support pump in an arbor 
press as shown in Fig. 1. Press shaft 
and impeller assembly out of pump, 
applying pressure on the outer race 
of the shaft bearing only. 

Caution: Shaft and bearing as- 
sembly must not be pushed out of 
housing by applying force on shaft, 
or bearings will be damaged. Use 
a %” deep socket or piece of tub- 
ing 1%”. 

8.—Support impeller on seal sur- 
face, using tool J-5855 in an arbor 
press. Using a %” x 2” pin, press 
shaft out of impeller (Fig. 2). Dis- 
card seal. 

Inspection: 

1— Wash all parts except pump 
shaft bearing in cleaning solvent. 

Note: Pump shaft bearing is 
permanently sealed and lubricated 
bearing and should not be washed 
in cleaning solvent. 

2.—Inspect shaft and bearing as- 
sembly for roughness or excessive 
end play. Remove any rust or scale 
from shaft with fine emery cloth. 
The bearing should be wrapped in 
cloth while this operation is per- 
formed to prevent emery dust from 
entering bearing. 

3.—Inspect seat for thrust washer 
on impeller for pit marks or scor- 
ing. If seat for thrust washer is 
scored or pitted, the impeller should 
be replaced. 

Assembly and installation: 

1.—Install pump shaft and bear- 
ing assembly into pump bearing 
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Top to bottom: 
Fig. 2—Removing seal (Chevrolet). 
Fig. 3—4Installing shaft and bearing 
assembly (Chevrolet 235- and 283- 
cubic-inch pump). 
Fig. 4—Installing shaft and bearing 
assembly (Chevrolet 348-cubic-inch). 


bore, applying pressure to outer 
race until it is flush with front of 
pump body (Fig. 3) on 235- and 
283-cubic-inch engine water pumps. 
Caution: Apply pressure to outer 
race only. On 348-cubic-inch pumps 
install pump shaft and bearing as- 
sembly into pump body bore as 
shown in Fig. 4. Support pump body 
with a hollow tube and press in 
bearing assembly until it is flush 
with front of pump body. 
2.—Lightly eoat O.D. of new seal 
with a sealing compound and press 
into place with tool J-5590, apply- 


ing pressure to the seal outer flange. 
The seal should bottom with the 
outer flange against the pump body 
(Figs. 5 and 6). 

3.—Press on fan hub. Check fan 
hub location, as this is very critical 
and has a definite bearing on fan 
belt operation. Install tool J-5775 
used for 235- and 283-cubic-inch 
pumps and install tool J-7034 in 
348-cubic-inch pumps, in one of the 
bolt holes, from rear of pump 
(Figs. 7 and 8). 

On six-cylinder models place a 
straightedge on the front face of the 
fan hub with the head of the gauge 
held firmly against body. Straight- 
edge should lightly contact short 
step on gauge tool J-5775 (Fig. 9). 
On eight-cylinder 283-cubic-inch, 
use end of gauge J-5775 (Fig. 7) 
and gauge tool J-7034. On 348- 
cubic-inch eight-cylinder models 
use short step of gauge (Fig. 8). 

Note: The factory specification on 
this dimension carries a tolerance 
of + .005”. 

4——Support pump on front or 
hub end of shaft and press on im- 
peller. Press to obtain .010” to .035” 
clearance between impeller vanes 
and pump body. On eight-cylinder 
models it will be necessary to put a 
bend about %” from end of feeler 
gauge to enable clearance checking 
(Fig. 10). 

5.—Install pump cover and gasket 
with a light coat of gasket sealer 
and install screws, then tighten all 
six diagonally. 

6.—Install pump pulley and fan 
on pump hub and tighten bolts se- 
curely. 

7.—Install pump assembly on cyl- 
inder block and tighten bolts se- 
curely. Use a new pump to block 
gasket. 


8.—Install hoses and fill cooling 
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system. 

9.— Install fan belt and adjust as 
follows: 

a. Loosen bolts at 
slotted bracket. 

b. Pull generator away from en- 
gine until desired belt tension is 
obtained. 

Note: With a 15-pound push, mid- 
way between pulleys, the belt 
should deflect 34” on six-cylinder 
engine models, %4” on 283-cubic- 
inch V-8 engine models and 13/16” 
on 384-cubic-inch V-8 engine 
models. 

c. Torque all generator bolts to 
correct specifications. 

And now the ’61 Ford V-8: 

Removal: 

1.—Drain the cooling system, dis- 
connect the radiator lower hose and 
heater hose at the water pump. Re- 
move the fan belt, fan, fan spacer 
(Thunderbird 292 V-8) and pulley. 

2.—Remove the four bolts retain- 
ing the pump to the cylinder front 
cover (Thunderbird 292 V-8) or to 
the block (Thunderbird 332 and 352 
Special and 352 Police Special V-8). 
Then remove the pump, gasket(s), 
and the timing pointer (Thunder- 
bird 292 V-8). 

Disassembly: 

1—Remove the back plate and 
gasket from the water pump 
(Thunderbird 332 and 352 Special 
and 352 Police Special V-8), then 
remove the hub from the impeller 
shaft. 

2.—Position the pump on an arbor 
press and press the shaft off the 
impeller and out of the housing. 

3.—Press out the pump seal (Fig. 
11 for Thunderbird 292 V-8 or Fig. 
12 for Thunderbird 332 and 352 
Special and 352 Police Special V-8). 

Assembly: 


generator 


1—Remove all gasket material 


left: Fig. 5—installing seal (Chev- 
rolet 235- and 283-cubic-inch). 
Below: Fig. 6—Installing seal 
(Chevrolet 384-cubic-inch water 
pump). 





Fig. 7—Installing fan hub on eight- 
cylinder Chevrolet (283-cubic-inch 
engine). 


from the mounting faces of the 
pump and the cylinder front covet 
(Thunderbird 292 V-8) or the block 
(Thunderbird 332 and 352 Special 
and 352 Police Special V-8). 

2.—Install the new slinger on the 
new bearing and shaft assembly 
furnished in the repair kit. Locate 
the slinger in the same relative posi- 
tion as the slinger on the old shaft. 

3.—Apply a light film of water- 
proof sealer on a new seal and 
press the seal into the housing (Fig. 
13). 

4.—Coat the bearing outer di- 
ameter lightly with grease and press 
the shaft and bearing into the pump 
housing (Fig. 14). 

5.—Replace the impeller if it is 
worn or damaged. Coat the seal 
rubbing face of the impeller lightly 
with grease. Press the shaft into 
the impeller until the pump hous- 
ing lightly touches the face of the 
adapter ring. If excessive pressure 
is exerted on the shaft after the 
rear face of the housing contacts the 
adapter ring, the pump bearing will 
be damaged. Impeller to pump hous- 
ing clearance is .030-.040”. 

6.—Tighten the set screw in the 
bottom of the fixture plate until the 
screw touches the end of the shaft. 
Position the fan hub over the shaft 
and press it into place, holding the 
specified distance from the housing 
mounting face to the front face of 
the hub. 

Installation: 

1—Position new gaskets, coated 
on both sides with sealer, on the 
cylinder front cover (Thunderbird 
292 V-8) or the block (Thunder- 
bird 332 and 352 Special and 352 
Police Special V-8), then install 
the pump. Position the timing 
pointer at the two lower mounting 
holes (Thunderbird 292 V-8). 

2.—Install the retaining bolts and 
tighten them to 12 to 15 foot-pounds 
torque. Install the pulley, spacer 
(Thunderbird 292 V-8) and fan. In- 
stall the belt and adjust the belt 
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Fig. 8—iInstalling fan hub on eight- 
cylinder Chevrolet (348-cubic-inch 
engine). 


tension. Connect the radiator hose 
and heater hose. 

3.—Fill and bleed the cooling sys- 
tem. Operate the engine until 
normal operating temperature has 
been reached, then check for leaks. 

Ford “Mileage Maker” six: 

Removal: 

1—Drain the cooling system. 
Disconnect the radiator hose at the 
pump. Remove the fan, pulley and 
drive belt. 

2.—Remove the pump back plate 
bolt retaining the supply tank sup- 
port bracket and the generator 
bracket. 

3.—Remove the three bolts re- 
taining the pump to the block, then 
remove the pump and the gasket. 

Installation: 

1—If a new pump is to be in- 
stalled, remove the heater hose fit- 
ting from the old pump and install 
it on the new pump. Clean all the 
gasket material from the mounting 
surfaces of the cylinder block and 


Fig. 9——Checking fan hub, 
six-cylinder Chevrolet. 


the pump. 

2.—Position a new gasket, coated 
on both sides with sealer, on the 
cylinder block. Install the pump 
body on the block. Torque the re- 
taining bolts to 23 to 28 foot-pounds. 

3.—Position the radiator supply 
tank support bracket and the gen- 
erator bracket to the pump back 
plate and install the retaining bolt. 

4.—Install the pulley and fan. In- 
stall the drive belt and adjust the 
belt tension. Connect the radiator 
hose and heater hose. Fill and bleed 
the cooling system. Operate the en- 
gine and check for leaks. 

Disassembly: 

1.—Remove the back plate and 
gasket from the pump. Remove the 
hub from the impeller shaft. 

2.—Position the pump on an arbor 
press and press the shaft off the 
impeller and out of the housing. 

3.—Press the inner seal assembly 
from the pump (Fig. 11). 

Assembly: 

1.—Clean all the gasket material 
from the pump and back plate. 

2.—Install the new slinger on the 
new bearing and shaft assembly 
furnished in the repair kit. Locate 
the slinger in the same relative 
position as the slinger on the old 
shaft. 

3.—Apply a light film of water- 
proof sealer on a new seal and 
press the seal into the housing. 

4.—Coat the bearing outer diame- 
ter with grease. Position the shaft 
assembly and press it into the 
housing. 

5.—Replace the impeller if it is 
worn or damaged. Lightly coat the 
seal rubbing face of the impeller 
with grease. Press the shaft into the 
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Fig. 10—Installing impeller (Chevrolet). Left: 235- and 283-cubic-inch. Right: 348-cubic-inch. 


impeller until the pump housing 
lightly touches the face of the 
adapter ring. If excessive pressure 
is exerted on the shaft after the 
rear face of the housing contacts the 
adapter ring, the pump bearing will 
be damaged. Impeller to pump 
housing clearance is .030-.040”. 
6.—Reverse the insert ring in the 
holding fixture and adjust the set 


screw in the holding fixture until 
the pump shaft is supported. Posi- 
tion the fan hub over the shaft and 
press it into place, holding the 


specified distance from the housing 


mounting face to hub front face. 

7.—Coat a new gasket on both 
sides with sealer and install the 
gasket on the pump housing, then 
install the back plate. 


Below: Fig. 13—Typical seal installation (Ford). 
Bottom: Fig. 14—Typical shaft installation (Ford). 


Below: Fig. 11—Pressing out typical seal (Ford). 
Bottom: Fig. 12——Pressing out seal on Thunderbird 
332 and 352 Special and 352 Police Special V-8. 


Tool—T57l-4614-A 
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Frame-sighting gauges suspended from frame side rails indicate if the frame is 
swayed, twisted or sagged. 


ALIGNING BODIES 


By E. S. HARRIS 


ny building contractor can tell 
Fed that the most expensive 
harm that can befall a home owner 
is to have a faulty foundation break 
up under his house. 

A good foundation is an expensive 
structure, but a bad one can cost a 
great deal more by failing in its 
function of support and alignment. 
Let it crack up and the owner will 
spend a small fortune trying to keep 
doors square in their jambs, keeping 
cracks and breaks from spreading 
across the walls and ceilings, and the 
floors from buckling. 

The motor vehicle is no less depen- 
dent upon the strength and trueness 
of its foundation, the frame or the 
unitized body, for the ease of opera- 
tion and alignment of its doors and 
lids and hood, and in addition there 
is the problem of alignment of 
mechanical driving units and the 
wheels. Trying to correct alignment 
faults caused by a bent frame or 
unitized body support section, before 
repairing the damaged foundation, is 
a waste of time and money, as any 
mechanic who’s tried it will agree. 

Frame straightening and repairs 
have been accomplished for a great 
many years now, though there was a 
time that many people took a very 
dim view of riding around in a car or 
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truck with a repaired frame. But the 
quality of the repairs possible when 
skill and good equipment are com- 
bined finally built up the confidence 
in the work, and the difference in 
cost between a frame repair and 
frame replacement is usually con- 
siderable, so the economics for the 
repair is favorable. 

And now with the unitized body 
firmly advancing into the picture in 
great numbers, it may be considered 
a lead-pipe-cinch that repairs to this 
type body structure will be less cost- 
ly than a replacement, so every body 
shop operator must consider the pos- 
sible percentage of this type work 
that will occupy his working force. 

If “foundation” repairs are to con- 
tinue in public acceptance and con- 
fidence, it will be increasingly impor- 
tant that these repairs are properly 
accomplished so that correct align- 
ment is obtained without weakening 
in any way the structure so that 
subsequent misalignment, sag or 
breakage will not occur. 

Most estimators include a frame 
alignment inspection on all collision 
jobs ranging over very minor sheet 
metal damage jobs. Experienced 
alignment mechanics can then in- 
spect to assure that the job is not re- 
turned to service with a frame bend 


which should be corrected. The pow- 
er and direction of impact usually 
indicate the most likely point of dam- 
age to the frame and the mechanic 
starts his inspection at this suspected 
area. 

Custom and the type equipment in 
use in the individual shop dictates 
the methods for repair when frame 
or unit body alignment is found to be 
required. The name given the parti- 
cular type of misalignment also va- 
ries from shop to shop, but regardless 
of the method of repair or the nom- 
enclature given the bend or twist in- 
volved, the objective is the same: to 
put the vehicle back in the shape it 
was before. 

This Is the Shop's Mission 

With the wheels ir alignment with 
the roadway and each other, hinged 
body parts in alignment with their 
openings and the appearance of the 
job pleasing to the eye, the shop’s 
mission is considered accomplished. 

The preliminary inspection for 
frame damage entails an “eyeball 
check” in suspected areas for the 
more obvious bends which will be 
indicated by slight metal kinks, pull- 
ed rivets or bolts, or disturbed paint 
or mud cover. Then, depending on the 
findings and the magnitude of the 
damage, the operator makes the 
necessary specification measure- 
ments and/or alignment gauge at- 
tachments to discover the required 
repairs. 

When factory specifications for the 
various measurements between check 
points are available, this job is much 
simplified. When specs are not avail- 
able or a double-check is desired, 
the operator may install centering 
gauges at several check points along 
the frame side members so he can 
sight down the centerline pointers 
and discover which area is not cen- 
tered. If the gauge bars are not 
parallel, it indicates a twist in the 
frame. Some operators use wheel 
tracking gauges to check alignment 
and distance of the front wheels in 
relation to the rear. Certain types of 
damage may result in a different 
wheelbase dimension on each side of 
the car, while others may result in 
single or both wheels pursuing a di- 
rection away from centerline. 

The tracking gauge measurements 
are then analyzed to isolate the type 
of frame damage indicated. Criss- 
cross measurements between identi- 
cal points on each side of the frame 
are another method used. The esti- 
mator may use any or all these 
methods in his work. 

When multiple damage is indicat- 
ed, the operator writes up the dam- 
age estimate to the first area, and 
then moves into the other areas of 
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the frame to estimate necessary re- 
pairs to these portions. 

It is important to know the com- 
plete story before starting the align- 
ment job so that the straightening 
steps can be accomplished in a logical 
sequence towards a complete job and, 
of course, for an accurate cost esti- 
mate. There is also the possibility 
that the full analysis of the damage 
may indicate unseen damage to 
other units that should be further 
investigated, such as drive line parts, 
engine mounts and body kinks. 

Types of frames and frame dam- 
age: 

The design of the frame used on the 
vehicle and the type of vehicle gov- 
erns the suspected area of damage. 
With the identical type of collision, 
a loaded truck or pickup, a unitized 
passenger car, and a passenger car 
with a conventional frame of one of 
several possible designs may show 
damage of different types in different 
areas of the frame. 

After initial “crumple” at the point 
of impact, the bend will occur at the 
next weakest point in the direction 
of the impact force. If the bend is of 
some magnitude at this point, then it 
will be carried over by frame cross 
members, or other connecting parts, 
to the opposite side of the vehicle. 

Damage to the frame then will fall 
into one of several categories. In 
front or rear collisions, the frame 
horns to which the bumpers are at- 
tached are most likely to be first to 
incur damage, and if the impact was 
not severe, they may be the only 
damaged frame part. Any impact of 
greater severity may cause a lateral 
misalignment of the frame side rails, 
which is more likely to occur at the 
first cross member in front of the fuel 
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Tracking-gauge inspections are made between the front and rear wheels on 
each side of the vehicle at wheel hub height and measurements are compared. 


tank on a rear-end collision to a pas- 
senger car, or at the rear of the en- 
gine or transmission support member 
on a front-end collision. This is re- 
ferred to as “sideway” or “sway” 
type of damage. 

Frame sidesway may also be caus- 
ed by a side collision near the middle 
of the vehicle where a siderail is 
pushed inward. If the impact is of 
sufficient severity, it may cause 
bending of the opposite side rail so 
that a sidesway condition occurs. 

More severe impact from front or 
rear can cause frame “sag” or “ver- 
tical bend,” a condition where the 
frame buckles and bends downward. 
In front-end collisions on passenger 
cars this may be found in the cowl 
area, and loaded trucks at the rear 


Rear axle housings may require alignment as well as the frame. 
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of the cab. 

On some designs of frames more 
than on others, the “diamond frame” 
damage may occur, This condition is 
caused by impact on any one of the 
four corners of the frame that drives 
that side member of the frame back- 
ward or forward in relation to the 
opposite sidemember. 

A “twisted frame” condition is 
most often found on trucks, though 
it can occur in passenger car acci- 
dents. The twist is usually caused in 
collision rollovers where one side 
rail is twisted downward or upward 
at both ends, in relation to the op- 
posite side rail, and is a damage more 
often sustained by trucks, though 
can happen on passenger cars. 

Some operators refer to the dam- 
age incurred by a frame member by 
a heavy impact which tends to crush 
it and shorten it at some point, as 
“mash.” This mash or “accordion” 
damage may be in addition to other 
damage along the frame member, 
such as “roll under” or “kick up,” 
due to the necessary force to crush 
the metal sections. 

“Roll under” may occur at the 
frame end as the impact causes it to 
bend downward, and possibly back- 
ward also. 

This heavy impact may cause an- 
other shortening damage to the 
frame called “kick-up,” and which is 
the “sag” deformity in reverse, since 
the force caused the rail to buckle 
and then pushed the frame upward. 

By understanding these various 
types of damage so he can know how 
to locate, identify, and evaluate 
them, the operator can make his 
estimate for correcting the damage 
with some idea of the time and re- 
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Portable rigs make any shop stall a frame or unitized body alignment pit. 


lated repairs required to do the job. 
For by uniformly listing them he can 
compare them with previous esti- 
mates and work orders for guidance. 

Methods of repairing the various 
types of frame and/or body damage 


are fairly uniform through the serv- 
ice industry, though the equipment 
used in various shops may vary. 
Frame machines of various manu- 
facture are either permanent in- 
stallations with heavy beams for 
bending and holding anchorage be- 
neath the vehicle and sometimes 
with floor ring anchorage points set 
in the floor around the machine. 

Some include detachable upright 
bars which can be made to extend 
above the body area for external 
pulls. 

Lately a number of portable 
straighteners have come on _ the 
market which provide straightening 
capability in any shop stall. A num- 
ber of shops have designed and built 
in anchoring rings and holddown 
beams in their own buildings for this 
important operation. 

The character of individual ma- 
chines will naturally dictate the 
method of attaching clamps and pull- 
ing or pushing, though the process 
is toward the same end of anchoring 
the job at the appropriate point and 
then applying force in the opposite 
direction to that of the damaging 
force to bring the damaged portion 
back into alignment. 

In conventional frame and body 
assemblies, operators usually try to 
accomplish the frame correction 
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without removing body attaching 
bolts or the body, if the severity of 
the damage doesn’t otherwise dic- 
tate. With the body metal mechanic 
roughing the body back into shape 
as the frame correction is made, bet- 
ter alignment is possible. 

This method is essential, of course, 
on unitized body repairs, for bends 
that extend from the floor pan up 
into the body panels must be worked 
back into shape as a complete body 
job, relieving stresses from point to 


point and changing direction of pull 
as often as necessary. 

The straightening of unitized 
bodies is done as a complete rough- 
ing-out job on all affected panels, 
even though some of the panels are 
to be replaced later. 

To repair the standard frame dam- 
ages described previously, the fol- 
lowing processes are used: 

The “sidesway” or “sway” type of 
damage to the frame is corrected by 
anchoring at the side of the frame 
in two places, one on either side of 
the bend, and then the force to push 
or pull the frame back into align- 
ment is applied by a jack placed in 
the area of the bend. The hookup 
depends on the type of equipment 
used and the extent of the sway 
condition. 

“Sag” or “vertical bend” is correct- 
ed by a combination of hookups. On 
floor-mounted frame machines the 
frame will usually be anchored on 
both sides of the sag and a jack is 
used to push up at the point of maxi- 
mum bend. 

On a portable rig the single anchor 
may be attached on only one side of 
the sag, and the end of the frame 
will be attached to a movable upright 
which will apply force in a direction 
opposite to, but at the same angle of 
the collision force. A jack is placed at 
the point of maximum sag and pres- 
sure is applied at both the upright 
and the jack at the same time to 
force the frame back into alignment. 

The ‘“diamond”-type damage, 
where one frame side member is 
driven back or forward in relation to 
the opposite side member, may be 


Front suspension parts are also part of the collision-correction procedure for the 
shop. 
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Factory frame or unitized body specifications promote speed 
and accuracy in alignment inspection and repair. These are 


corrected on a frame machine by 
anchoring the unaffected member, 
and by then pulling the damaged 
member back into position. 

On a portable rig the beam is an- 
chored to the unaffected member at 
the opposite end from the impact, 
and the beam is then placed diagon- 
ally across the frame so the upright 
is connected to the damaged mem- 
ber at the point of impact. Pressure 
applied at the upright beam will pull 
the member back into the original 
position. 

“The twisted frame” condition is 
corrected by anchoring as dictated 
by the type of twist and then apply- 
ing force with a jack to push the 
frame side members back into paral- 
lel alignment. 

On portable rigs the main beam 
may be placed diagonally across the 
frame members from front to rear, 
and then a cross beam is clamped to 
the main beam to cross diagonally 
to the opposite ends of the frame. 

Anchor chains are then attached 
from each end of the cross beam and 
a jack is used at each end of the rig’s 
main beam, Thus, pressure is applied 
to the rear of one frame rail and to 
the front of the other until they are 
brought back into a position parallel 
to each other. 

“Mash,” “roll-under” and “kick- 
up” are repaired by anchoring the 
sound part of the damaged frame 


side member and applying pull force 
in the opposite direction of the im- 
pact force but at the same angle, and 
then using a jack as a fulcrum or to 
push up at the low point of the bend, 
if required. This correction is set up 
to draw the shortened member back 
to its original length and shape, so 
must be worked slowly, possibly 
using heat to soften the metal in 
badly crumpled areas, or possibly to 
weld tears before pressure is applied. 

When any of the straightening 
problems involve torn metal, the 
break can be welded so further tear- 
ing will not result from the straight- 
ening operations. While it is good 
policy to do as much of the straight- 
ening as possible cold, heat must be 
applied when badly buckled or kink- 
ed portions of the metal would be 
broken by cold-straightening. 

Heat to a damaged frame section 
should be applied over a large area 
usually, so a large tip is recommend- 
ed. In most situations a light pull is 
put on the frame before preheating 
is begun around the damaged area 
and the flame is then worked inward 
toward the center of the damage. 
Heat is only used when cold- 
straightening will result in further 
damage to the metal. 

While a frame surface need not be 
as perfect in appearance as a body 
panel after repair, all buckled areas 
should be straightened as perfectly 
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as possible to ensure the strength of 
the area, for a buckled area is a weak 
area and may bend again while an- 
other part of the frame or body is 
undergoing pulling, or it may bend 
or sag when the job is in service. 

When the sides of box section rails 
are buckled and cannot be straight- 
ened by normal pulling, it may be 
necessary to cut a window on the op- 
posite side of the rail to insert a tool 
and push it back into shape. The 
window can then be bent back into 
place and welded. Reinforcing plates 
or new sections may have to be in- 
stalled in completely ruined areas. 

It is necessary to pull most jobs 
slightly past the correct measure- 
ment point to allow for the spring- 
back of the steel. This overcorrection 
is done to a lesser degree in opera- 
tions on unitized body pulls than on 
frame jobs, as a general rule. 

New-type clamps are being mar- 
keted to obtain better grip on certain 
body and frame sections so that it is 
not so often necessary to weld on a 
pull ring or bracket as in the past. 
Blocks can be used under pull chains 
to spread the pressure and not crush 
the sheet metal during body align- 
ment operations. 

The careful operator checks back 
during the course of his corrections 
to make certain that unexpected 
pressures and strains are not being 

(Continued on page 70) 





Garageman Vernon Sanderfer points out to the owner of this pickup how the 
shock is worn beyond repair. Such demonstrations sell eight of ten prospects. 


Selling Shocks Sensibly 


By RUEL McDANIEL 


S HOCK absorbers produce a con- 
sistent profit and have revealed 
a “natural” source of additional 
business for the small-town garage 
owner, according to the experience 
of Vernon Sanderfer, owner of 
Auto, Truck and Tractor Service, 
Sinton, Texas. Sinton has a popu- 
lation of about 6,000. 

“We have found shock absorbers 
an excellent line to push,” Sander- 
fer explained, “because when we 
sell a customer new shocks we know 
we have done him a good turn as 
well as made a profit for ourselves, 
and because potential shock busi- 
ness is ready-made. We don’t have 
to spend money bringing it in. It 
already is right here in the shop. 

“All that is necessary to sell 
shocks is to recognize the need of 
new shocks or repairs on the cars 
that come in, and mention the need 
to the car owners.” 

In two years as an independent 
operator, Sanderfer has built his 
shock absorber sales to an average 
of 100 sets a year, in addition to 
shock repair service which has con- 
tributed noticeably to general serv- 
ice volume. 

He concentrates on owners of pas- 
senger cars and pickup trucks. He 
stocks two lines: One for routine 
prospects, the other for owners of 
cars and pickups which carry extra 
weight that causes springs and 
shocks to sag and thereby lower the 
normal rear level of the vehicle. 
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For instance, recently an insecti- 
cide salesman, who headquarters in 
Sinton, drove in his sedan, loaded 
with his samples in the rear seat 
and in the turtle-back. The car 
drooped badly. Sanderfer pointed 
out to the customer that the shocks 
were not made to support such an 
extra load and that it was danger- 
ous as well as hard on the car to 
drive it with this extra load on the 
regular shocks. 

He showed the customer the spe- 
cial shocks recommended for just 
such jobs and the customer bought 
without serious question. He was 
so pleased with the way the heavier 
shocks brought his car back to a 
normal level that he has been in- 
strumental in having three of his 
salesmen friends come in for the 
same shock treatment. 

“The average car owner—or pick- 
up owner, either, for that matter— 
barely knows his vehicle has shock 
absorbers,” Sanderfer declared. “He 
certainly is only vaguely aware of 
what they are supposed to do. That 
means that he is not going to have 
his shocks checked and repaired or 
replaced until he runs into obvious 
trouble, or until some garageman 
reminds him.” 

How bad shocks multiply the 
hazards of driving and greatly re- 
duce safety constitute the basic sales 
appeal used by Sanderfer to interest 
regular service customers in new 
shock absorbers or service on old 


ones. He explains the danger of 
making fast turns on wornout shocks 
and he points out the extra wear 
and tear on the vehicle with poor 
shocks. He also stresses the easier 
riding in a_ vehicle properly 
equipped with good shocks. 

He checks every car that comes 
in for major service to see if the 
shocks are still good. If they need 
replacement or repair, he shows 
them to the customer when he comes 
in, or he telephones him at once 
and explains the purpose of shock 
absorbers and, where possible, shows 
him by the wear on his that the 
shocks are no longer rendering the 
job they are supposed to do. 

Showing the customer that some- 
thing should be done with the old 
shocks, he then explains the safety 
features of good shocks, the better- 
riding, the lessened wear and re- 
lease of strain on springs of the 
vehicle properly equipped with 
shocks. 

“We don’t recommend new shocks 
until we are sure that they are 
absolutely necessary,” Sanderfer 
added. 

Sells Eight of Every Ten 

And by being doubly sure that a 
vehicle does need new shocks be- 
fore approaching the customer about 
them, Sanderfer sells either new 
shocks or repair on old ones to eight 
of every ten customers whose ve- 
hicles have been found to need 
shock attention. 

The garage has two full-time me- 
chanics in addition to the owner, 
and periodically Sanderfer talks 
shocks to the two men and coaches 
them in the importance to the cus- 
tomer as well as to the garage of 
checking shocks on all vehicles on 
which major work is being done and 
to call his attention to the worn 
shocks when found. 

“Another reason why we like to 
push shocks is that it enables us to 
utilize the potential business al- 
ready in our shop,” Sanderfer 
stressed. “We have as much dorm- 
ant shock business right here on 
the floor as we can handle, and it is 
available merely by our inspecting 
vehicles on the floor, finding jobs 
that need to be done and calling 
them to the attention of the vehicle 
owners. We don’t really need any 
outside promotion, and that, of 
course, adds to net profit by holding 
down the cost of selling. 

“We like the business, too, be- 
cause it enables us to make a profit 
on the sale of equipment as well as 
on the labor involved. The inde- 
pendent needs more of this sort of 
service to increase his hourly earn- 
ing rate.” 
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George Millikin (right) believes in operating a shipshape shop. 


How George Does 


By STEPHEN L. RITZ 


, gens George began his automo- 
tive career, he combined me- 
chanical training in a shop with au- 
tomotive theory in trade schools. 

When George went into the garage 
business for himself, his first move 
was to buy several gallons of paint. 

When George volunteered to help 
upgrade the garage industry, he 
joined community activities. 

Says George, “A garage owner to 
succeed should expand his automo- 
tive education, operate his garage in 
a clean building and participate in 
community activities.” That’s George 
Millikin’s formula for his success. 

George — everyone calls him 
George—is no stranger to many ga- 
ragemen all over the nation. If he 
did not meet garagemen at trade 
schools, he met them at automotive 
conventions. He now is first vice 
president of the Independent Garage 
Owners of America and is a leading 
candidate for the IGOA’s presidency 
when the nation’s garagemen meet 
in St. Paul, Minn., June 28-July 1 for 
the annual IGOA convention. 

The successful formula did not 
come to George by accident. It took 
years of hard work to learn the 
formula’s ingredients, but the form- 
ula works for him and has made his 
garage profitable. It also brought him 


prominence in his community and 
recognition from automotive busi- 
nessmen in the country. 

A business district fronting a resi- 
dential area is the site of the George 
Millikin Garage in Youngstown, 
Ohio. George runs the shop with the 
help of three mechanics and a secre- 
tary. His shop is busy. 

George started his automotive ca- 
reer a few years before World War 
II. Just a kid out of high school, his 
first job was in his brother’s garage. 
Do you know what he did the first 
year? He just tore cars apart. The 
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Peek with us into opera- 
tions at the Ohio garage 
owned by the man likely 
to be named president of 
the 7,000-member Inde- 
pendent Garage Owners 
of America next month. 


second year on the job, his brother 
let him put cars together. 

No automotive trade schools were 
available at that time, but George 
found a way to attend a jobber’s 
training program to begin his edu- 
cation of theoretical automotive 
science. That was over 20 years ago 
and since that time George has been 
to more than 100 training schools 
and clinics. This does not count auto- 
motive conventions and get-together 
meetings. He averages at least five 
schools a year. Some take a day or a 
couple of days, but his longest school 
period was a month of full-time. 

When the IGO chapter got going 
in Youngstown, the organization with 
the help of the board of education 
sponsored an automotive course for 
two 13-week periods each year. In- 
structors were IGO members and 
George was one of the first students. 

“No person can become a good me- 
chanic with just mechanical experi- 
ence,” says George. “Everyone needs 
a certain amount of theory. It would 
help also for every garage owner to 
attend a business management 
school.” 

After being in partnership with 
his brother for several years, George 
went into the garage business by 
himself. The same day he bought the 
building for his garage, that’s the day 
he bought the paint. 

(Continued on page 80) 
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Fig. 1—Molding joint cover removal Fig. 2—Draw cord installation (Falcon). 


(Falcon). 


Falcon, Corvair, Lancer 


Windshield Service 


By E. M. LOWERY 
Technical Editor 


ting them with a rubber mallet when 

removing or installing them, I can 

envision shop expense going up. 
Quite often the repair of the ve- 


INDSHIELD glass used on all of 

today’s current models is very 
hard to break, but it can be done. 
When I see some of the boys hit- 


Fig. 3——-Sealer application (Falcon). 


hicle body may necessitate the re- 
moval of the glass or sometimes it 
is necessary just to replace the 
weatherstrip. In either case, al- 
though the glass is very hard to 
crack or break, following the rec- 
ommended procedure is the best 
way to hold breakage to the mini- 
mum. 

Here is how it is done on the 
Falcon: 

1.—Remove the windshield wiper 
arms and blades. 

2.—Tape the roof panel at the 
upper corners to prevent scratch- 
ing, and remove the molding joint 
covers (Fig. 1). The covers are re- 
tained by a snap fit. 

Since some windshield side mold- 
ings are retained to the pillar by 
screws, these screws must be re- 
moved. The screw heads (hidden by 
the weatherstrip) can be located by 
observing the weatherstrip along the 
side molding edge for a puncture 
mark. 

3.—Remove the top molding re- 
taining screws. 

4—Remove the side garnish mold- 
ings and the rear view mirror. 

5.—Push outward along the edges 
of the windshield and remove the 
windshield (with the weatherstrip 
and the outside moldings). 

6.—Remove the outside moldings 
and then remove the weatherstrip 
from the glass. 


Fig, 4—Windshield installation (Falcon). 
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7.—Clean the glass or the weath- 
erstrip and the opening flange. 

8.—Position the weatherstrip on 
the glass and then install the out- 
side moldings in the weatherstrip. 

9.—Insert the draw cord in the 
weatherstrip (Fig. 2), and apply Ru- 
Glyde to the weatherstrip surfaces 
that will contact the windshield 
opening flange. 

10.—Apply a bead of sealer to the 
windshield opening flange (Fig. 3). 

11.—Install the windshield assem- 
bly (Fig. 4), using the draw cord 
to pull the weatherstrip over the 
flange, and then use a caulking gun 
to apply sealer between the glass 
and the weatherstrip. 

12.—Install the rear view mirror 
and the garnish moldings. 

13.—Install the top molding screws 
and the molding joint covers. Re- 
move the tape. 

14.—Check for leaks and install 
the wiper arms and blades. 

15.—Clean the glass and mold- 
ings. 

And here is how it is done on 
the Corvair: 

Rear view mirror support: 

Removal and installation: 

1.—Remove screws securing mir- 
ror support and remove support. 

2—To install, reverse removal 
procedure. 

Windshield garnish moldings: 

The windshield garnish moldings 
consist of upper right and left garn- 
ish moldings, lower right and left 
side garnish moldings and lower 
right and left center garnish mold- 
ings. The lower side garnish mold- 
ings must be removed prior to re- 
moving the lower center garnish 
moldings. All moldings are secured 
in place by screws. 

Removal and installation (Fig. 
5): 

1—Place protective coverings 
over the front seat and instrument 


Fig. 6—Windshield pillar drip molding sealing (Corvair). 


WINDSHIELD UPPER 
GARNISH MOLDINGS 


Fig. 5—Windshield 
garnish moldings 
(Corvair). 
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WINDSHIELD LOWER SIDE 
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panel. 

2.—Remove rear view mirror sup- 
port, then remove the upper garnish 
moldings. 

3.—Remove the lower side garn- 
ish moldings. 

4—Remove lower center garnish 
moldings. The center escutcheon is 
an integral part of the lower right 
center garnish molding. 

5.—To install, reverse 
procedure. 

Sunshade support assembly: 

Removal and installation: 

1.—Remove screws securing sup- 
port assembly and remove assembly. 

2—To install, reverse removal 
procedure. 

Windshield pillar drip molding: 

Removal and installation: 

1.—Remove screws securing drip 
molding and remove molding. On 
“700” styles, slide drip molding 
downward to disengage upper end 
of molding from under front roof 
drip scalp molding. 

2—To install, apply medium- 
bodied sealer to screw attaching 


removal 


ve 


SECTION “D-D” 
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holes as indicated by “1” and to 
drip molding as indicated by “2” 
in Fig. 6 and reverse removal pro- 
cedure. On “700” styles, position up- 
per end of drip molding under for- 
ward end of roof drip scalp mold- 
ing front. 

Removal of windshield: 

1.—Place protective covering over 
hood, front fenders, instrument 
panel and front seat assembly. 

2.—Remove rear view mirror sup- 
port. 

3.—Remove 
arms. 
4.—On inside of body loosen lip 
of rubber channel from pinchweld 
flange along top and sides of wind- 
shield by applying pressure with 
palm of hand to glass near edge as 
shown in Fig. 7. At the same time 
use a blunt putty knife or other 
suitable tool and carefully assist 
rubber channel over pinchweld 
flange. 

5.—After windshield rubber chan- 
nel is free from pinchweld flange, 
carefully lift windshield assembly 


windshield wiper 


Fig. 7——Removing windshield rubber channel from flange 


(Corvair). 





with aid of helper from body open- 
ing and place it on a _ protected 
bench. 

Note: On “700” styles the wind- 
shield reveal moldings are installed 
in the rubber channel and are to be 
removed prior to removing rubber 
channel from the glass. 

Checking body windshield open- 
ing: 

It is important that the body 
windshield opening be checked 
thoroughly before installation of a 
replacement glass. The procedure 
below outlines the method which 
may be used to check the wind- 
shield opening. 

1.—Remove 
body. 

2.—Check windshield rubber 
channel for any irregularities. 

3.—Clean off old sealer around 
windshield opening and check en- 
tire body opening flange for any 
irregularities. 

4.—Install five windshield check- 
ing blocks, J-8372, to pinchweld 
flange at following locations: posi- 
tion one block over lower pinch- 
weld flange just inboard of com- 
partment lid opening on each side 
of body. Position final block on 
lower pinchweld flange in center of 
windshield opening. Position one 
block over upper pinchweld midway 
between center block and each out- 
board block on lower retraining 
flange. 

5.—With aid of helper, carefully 
position replacement glass on blocks 
in windshield opening. 

Caution: Care should be exer- 
cised to make certain glass does not 
strike body metal during installa- 
tion. Edge chips can lead to future 
breaks. 

6.—With windshield glass sup- 
ported and centered in the body 
opening by checking blocks, check 
relationship of glass to body open- 


windshield from 


ing around entire perimeter of glass. 
Fig. 8 shows a typical section taken 
through the glass channel and body 
opening. 

Check glass to body relationships 
as follows: 

a. The inside surface of the glass 
should be a uniform distance from 
pinchweld flange. The dimension 
should be from 4” to 5/16”. 

b. The outer edge of glass should 
be a uniform distance from body 
metal, measured in the plane of the 
glass. This dimension should be 
from 5/16” to 36”. 

7.—Mark any sections of body to 
be re-formed, remove glass and re- 
form opening as required. 

8.—Recheck windshield opening 
as outlined above. Mark the center 
line on the glass and body so that 
glass can be accurately centered in 
opening when installed. 

Installation of windshield: 

1.—Clean out old sealer in glass 
cavity of windshield rubber chan- 
nel and around base of rubber chan- 
nel. 

2.—Install rubber channel to glass, 
and on “700” styles install reveal 
moldings in rubber channel. 

3.—Insert a strong cord in pinch- 
weld cavity of rubber channel com- 
pletely around windshield. Tie ends 
of cord and tape to inside surface 
of glass at bottom center of glass. 

4—Apply a ribbon of medium- 
bodied sealer completely around 
base of rubber channel as indicated 
by “1” in Fig. 9. 

5—Apply a bead of medium- 
bodied sealer approximately %4” in 
diameter to corner of windshield 


opening rabbet around each side of 
windshield for distance indicated by 
“3” in Fig. 9. 

6.—With aid of helper, carefully 
position and center windshield as- 
sembly in windshield opening. 

Caution: Do not position glass by 
tapping or hammering on glass. 

7.—When the glass and channel 
are properly positioned in opening, 
slowly pull ends of cord, starting at 
lower center of windshield, to seat 
lip of rubber channel over pinch- 
weld flange. Cord should be pulled 
first across bottom of windshield, 
then up each side and finally across 
top of windshield. 

8.—Using a pressure-type appli- 
cator, seal inner and outer lips of 
rubber channel (“2,” Fig. 9) to glass 
with an approved weatherstrip ad- 
hesive. Sealer is to extend com- 
pletely around rubber channel. 

9.—Clean off excess sealer from 
windshield glass with mineral spir- 
its. 

10.—Reinstall aH previously re- 
moved parts and remove protective 
coverings. 

11.—Water-test windshield. 

Windshield reveal moldings: 

The windshield reveal moldings 
are secured in a cavity of the wind- 
shield rubber channel. The moldings 
consist of an upper and lower re- 
veal molding and a right and left 
side reveal molding. The ends of 
the side reveal moldings overlap the 
upper and lower reveal moldings. 

Removal: 

1—Remove windshield assembly 
from body and place it on a pro- 
tected bench. 


Fig. 9——Windshield sealing (Corvair). 


Fig, 8—Windshield opening check (Corvair). 
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SECTION “8-8” 
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Fig. 10—freeing weatherstrip from wind- 


shield glass (Lancer). 


2.—Locate and mark center of 
upper and lower reveal moldings. 

3.—Carefully remove side reveal 
meldings from cavity of rubber 
channel; then remove upper and 
lower reveal moldings. 

Installation: 

1.—Install and center upper and 
lower reveal moldings in cavity of 
rubber channel; then install side 
reveal moldings. 

Note: To facilitate installation, ap- 
ply a mild soap solution to the cav- 
ity of the rubber channel prior to 
installing the moldings. 

2.—Install windshield assembly in 
body. 

And here’s how it is done on the 
Lancer: 

Removal: 

1.—Remove 
arms and blades. 

2.—Starting at the joint of trim 
at bottom center of windshield, pry 
out edge of strip and pull Mylar 
trim strip from rubber. 

3.—Insert the tapered end of the 
fiber stick between the weatherstrip 
and the glass and work the weather- 
strip from the glass, as shown in 
Fig. 10. 

4—Apply hand pressure to the 
upper inside corner of the glass 
and push out the glass from wind- 
shield opening. 

5.—Remove windshield weather- 
strip from body flange if found dis- 
torted, cut or torn. Check the flange 
(fence) for bends and rough sur- 
faces; repair as required. 

Installation: 


windshield 


wiper 


BODY FLANGE 
(FENCE) 
Y 4 ¢ 


Fig. 11—Removing or install- 
ing weatherstrip (Lancer). 


1—If the weatherstrip was re- 
moved, apply a small bead of 
weatherstrip cement in the body 
flange groove of the weatherstrip. 

2.—Carefully position weather- 
strip over the body flange, making 
sure it fits smooth and even over 
the entire flange, especially at the 
corners, as shown in Fig. 11. 

3.—Coat the groove of the weath- 
erstrip with mineral spirits. 

4.—With an assistant, insert the 
top edge of the glass into the 
weatherstrip. 

5.—Holding the glass centered in 
the opening, insert the fiber wedge 
in the groove of the weatherstrip 
and strip in the glass. Bump the 
glass into position with the palm of 
the hand. Make sure glass is prop- 
erly seated and centered in the 
body opening. 

6.—Air-dry the weatherstrip and 
apply suitable weatherstrip cement 
between glass and weatherstrip. 

7.—Use mineral spirits as a lubri- 
cant and a fiber wedge or other 
suitable tool and work Mylar trim 
strip into the rubber. Start at the 
lower center of the window and 
trim the strip to length after it is 
fully inserted around the window. 


Installing Spring-Type 
Post Clamp on Chevys 
ee cables on all 1961 Chev- 


rolets utilize a battery post 

terminal clamp that incorporates a 
spring steel core. 

A bulletin issued by Chevrolet 








June: Maximum from Paint Shop 


Getting the most out of the paint shop, including 
tips on masking and spraying, will press onto these 
pages next month from the pen of editor Ed Lowery. 
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advises that the new spring ring 
terminal provides more positive 
clamping and also facilitates discon- 
necting battery leads as recom- 
mended in numerous service pro- 
cedures. 

To remove the cable terminal 
from battery post, grasp terminal 
tangs with pliers (see illustration) 
and squeeze until the end of the 
single tang (present on one side) is 
flush with the stop formed by the 
base of the other two tangs. With 
clamp held open in this manner, it 
can be easily lifted off battery post. 

To install cable terminal on the 
battery post, hold terminal squeezed 
open, as in terminal removal, while 
pushing the terminal as far as pos- 
sible onto the post. When installed, 
the terminal should be flush to ap- 
proximately 4%” below top of post. 





me. 








After assembly of clamp to the bat- 
tery post, apply a light film of oil or 
grease to the post area. 

Caution: Do not hammer or other- 
wise drive terminal onto post. The 
post contacting surface of the clamp 
should not be filed or reamed as it 
could damage the built-in spring. 


Maryland Enacts Signals Law 


Directional signals will be re- 
quired on motor vehicles in Mary- 
land as the result of recent legislative 
action. Also, motor vehicles sold after 
June 1 must be equipped with an 
outside mirror on the driver’s side. 


Marylanders Meet June 18-20 


The Automobile Trade Association 
of Maryland has designated June 18- 
20 for its annual summer meeting, 
which will be held in Ocean City. 
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BUICK Special_. 
BUICK Le Sabre. 
BUICK Invicta 
BUICK Electra 


CADILLAC 62 Sedan, 62 Coupe, 62! 
Coupe de Ville, 62 Sedan de Ville, 
60 Fleetwood, 62 Eldorado 


Biarritz .. 
CADILLAC Fleetwood 7 


CHEVROLET 6. 
CHEVROLET 8 (283 cu. in.) 
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CHEVROLET 8 (348 cu. in.) 
CHEVROLET Corvair 
CHEVROLET Corvette 


3. 56x3.94 
3.875x3 
4.125x3.25 
3.4375x2.6 
3.875x3 


135@4000 
170@4200 
250@4400 
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CHRYSLER Newport... 
CHRYSLER Windsor... 
CHRYSLER New Yorker__ 
CHRYSLER Imperial 


4.12x3.38 
4. 25x3.38 
4.18x3.75 
4.18x3.75 


265@4400 
305@4600 
350@4600 
350@4600 
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5S. 
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470@ 2800 
470@2800 
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COMET (144.3 cu. in.) 
COMET (170 cu. in.) 





3.5x2.5 
3. 5x2.94 
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FORD Fairlane 6__.. . 
FORD Fairiane 500 8 and 
Galaxie (292 cu. in.). 
FORD Fairlane 500 8 and 
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FORD Falcon (170 cu. in.) 
RD Thunderbird. . 

FORD Falcon (144.3 cu. in.) 


4.12x3.38 


54.3 |265@4400 


380@2400 |; 
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3.4x4.125 
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LINCOLN Continental. 
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MERCURY Meteor 600... 
_ a 800 and 
Monter: cw. in.) 
MERCURY Meteor 800 and 
interey ( cu. in.). 
MERCURY Meteor 800 and 
Monterey (390 cu. in.).. .. 


OLDSMOBILE F85..... 





OLDSMOBILE 98__ 
—" 6 Savoy, Belvedere 
pcvmoutH 8 Savoy, Belvedere 
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PLYMOUTH Valiant 
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ABBREVIATIONS 


{—Valve-in-head 
L—L-head. 
Prt.—Preferred. 


D—Manual steering +4 Pri. 


Power steering +2 
\y Prt. 
ért 


E—Manual steering + 
F—Left +34 to %, right +% to - 


A—Horizontally opposed. 
B—Left +4, right +. 


C—Power steering +% 34. 


Manual = Power steering +1 


nw. 
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“.... using COMMERCIAL CREDIT 


9 


since we were selling Hupmobiles’ 


says JOHN A. Dursi, Chrysler- 

Plymouth dealer, Bronx, New York 
“We have been using Commercial Credit 
exclusively since we were selling Hup- 
mobiles back in 1931. I feel our problems 
are simplified by using one source for all 
our financial needs. And Commercial 
Credit’s local people have always given 
me excellent personal service. The many 
customer features of the Plan are all 
helpful. To close more house plan deals, 
we offer bonuses to our salesmen and 
sometimes have a man specializing in 
this end. Commercial Credit is the top 
financing plan for my business and for 


my customers.” 





Commercial Credit 
serves successful dealers 


For complete information on how our 
service can help promote your success, 
call or write the Commercial Credit 
Corporation office nearest you. 
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BUICK Special | 19-23 |7.5@ VD 30-35 | 17@2100 17.5@16" 40N RP Au 29btc 
1050rpm | | 

BUICK Le Sabre : 7 | 19-23 | 12@400/ VD | 30-35 22@3800 17.5@18" | 70N | RP-St 

BUICK Invicta and Electra 3- 5 | 1923 | 12@400| VD 30-35 22@3800 17.5@18" 70N | RP-Ca 


| 
| Au si bte 
| Au i3btc 


>> 
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j | | | 
CADILLAC (All Models) - 19-23 | 5@480 | VD 35 9@ 2000 12@20”" | 70N | RPCa 54-6} | Au | 39bte 








CHEVROLET 6. 35 19-23 | Sbtc FW 33-38 10@1400 22@15.5” 53N |} RP | Aut | 16btc 
CHEVROLET V-8 (283 cu. in.) 19 19-23 | 4btc | VD | 33-38 | 28@3750 | 15@15.5" 53N | RP-Ca | Aut | 18bte 
CHEVROLET V-8 (348 cu. in. 19 3 | 19-23 8btc VD 33-38 | 24@4600 | 15@15.5”° } RP-Ca | Aut [18 4btc 
CHEVROLET Corvair 19 32-34 | 19-23 | 4bte | CsP 35 | 32@3600e | 23@15.26 | 35N | RP | Aut | 43btec 
CHEVROLET Corvette 19 ~33 4bte | VD : 28@3700 15@15.5° Ca | Aut |124bte 
14-19 | 17-21.5| 10bte | VD 35 24@4100 22@15" | St | - | Au 1Sbte 
| 24@4100 | 22@15° N Ca s | Au | 15bte 
22@15S” | Ca | 5 | / | Au 1Sbte 








CHRYSLER Newport | 
CHRYSLER Windsor 14-19 | 27-32 | 17-21.5| 10bte | VD 35 
CHRYSLER New Yorker and Imperial 14-19 27-32 | 17-21.5) 10bte | VD 35 | 21@4600 








COMET (144.3 cu. in. 24-26 $-§ 17-20 Cc CsP | 32-36 F 28@S5. 35° | Ho 5 | 16 | 1Sbte 
COMET (170 cu. in.) 24-26 | 35-38 | 17-20 | 10@500| CsP | 32-36 F | 19. 8@3° a * ; | 46 | 1Sbe6 








DE SOTO. 14-19 17-21.5| 10bte | CsP | 35 24@4100 26@16" ? “ee eae "As | t3etc. 








DODGE Lancer. 17-23 -45 | 17-21.5)2.5bte 27@3850 25@14.5° | | = ~5 20 &btc 
17-23 | 5 | 17-21.5)2.5btc 4 25@4400 20.6@12° 5 20 8btc 
14-19 | = 17-21.5| Sbted | Cs 25@4600x 30@17° | 5 § 18 | 17bte 
DODGE Polara 14-19 | 27-32 17-21.5| 10bte 24@4100 26@16" Ss 5 Au | 15bte 











FORD Fairiane 6 | 35-38 17-20 |10@5S00 26@8.3°h | 23bte 
FORD Fairiane 500 8 and 

Galaxie (292 cu. in.) - 26-28344| 17-20 |10@S00 25@19°h | 12bte 
FORD Fairlane 500 8 and | | 

Galaxie (352 cu. in.) 26-2844| 17-20 | 6@S00 23@4000 | 25@16°h Au | 22btc 
FORD Fairlane 500 8 and | 

Galaxie (390 cu. in.) 26-2834| 17-20 | 6@500 23@4000 | 15@17°h | 26btc 
FORD Falcon (144.3 cu. in.) | 35-38 17-20 Cc : ‘ F 28@S.35"h 2 | 1Sbte 
FORD Falcon (170 cu. in.) 35-38 | 17-20] 4bte | Cs - 0@0" 2444@3"h | 1Sbte 
FORD Thunderbird 26-2834; 17-20 | 6@500 23@4000 15@17° | | 26bte 























LINCOLN Continental 5 26-28%! 17-20] 6btc } 30@ 4000 22@18° 


MERCURY Meteor 600 - 35-38 17-20 |10@500 F 26@8. 3° 23bte 
MERCURY Meteor 800 and ; 

Monterey (292 cu. in.) 26-2844| 17-20 |10@500 23@4000 25@19° - 
MERCURY (382 cu. in.) 26-2844| 17-20 | 6@500 : 26@4000 25@16" 65N } 22bte 
MERCURY (390 cu. in.) 26-2844} 17-20 | 6@500 -3 23@4000 1S@17" 65N 9-5 26btc 

















60N | 5 | l4bte 


S5btc 26@4400 234@21" 
70N | : | libte 


OLDSMOBILE Dynamic 88 ae 28-32 
5btc 26@4400 23 »@21" 


OLDSMOBILE Super 88 and 98 | | 28-32 
PLYMOUTH 6 Savoy, Belvedere 
and F 40-45 25bte | CsP 25@4400 20.6@12° 50N 

PLYMOUTH 8 Savoy, Belvedere | 
14-19 27-32 17-21 5| 5btce | CsP 35 20@4600 30@17’ SON 


and Fu 
PLYMOUTH Super Fury 14-19 27-32 | 17-21.5| 10bte | CsP 35 19@4400 23@13.2° 50N 
PLYMOUTH Valiant 17-23 | 40-45 | 17-21.5|2.Sbte | CsP 35 |  26@3850 25@14.5° SON 


OLDSMOBILE F85_ ee 28-32 | Sbte 26@4200 25@16" | 40N | ; | 22bte 
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8btc 


17bte 
13btc 
8btc 











nos co 





= —_——_——_———_—— | | | 

16 30*2 19-23 | 6bte | CsP | 33-38 |  22@3600 K 
PONTIAC Star Chief and Bonneville 16 302 19-23 | 6bte | CsP | 33-38 | 20@2850 K 
PONTIAC Tempest 4 13-19 73-77 | 19-23 | 6bte | CsP | 33-38 | — 22@3750 42N 
PONTIAC Tempest 8 13-19 | 28-32 19-23 | Sbte | VD | 30-34 28@3700 F 


l4btc 
l4btc 
l4btcf 
| 29btc 


wVUu 
oe 
S21 dads 
x 


xx 








RAMBLER American DeLuxeand Super; 17-22 | 37-21 | 17-22 | 3bte | VD 33-37 | 14@4000 11@11’ - | 10bte 
RAMBLER American Custom 16 28-35 19-23 | 8bte | VD 3- 22@4000 22@16.5" -5\4 l124bte 
RAMBLER 6 De Luxe and Super | 28-35 | 19-23] 8bte | VD 22@4200 22@16.5” - 12¥4btc 
RAMBLER 8 De Luxe, Super | | | | | 

and Custom 28-32 | 17-22) tdeg | VD 33-37 | 36@3800 20@15’° | 12btc 
RAMBLER Ambassador | 14 17-22 | tdeg | VD 37 |  36@3800 20@15° ; 12\4bte 




















STUDEBAKER Lark 6__. fi 37-41 | 17-22| 2bte | VD | 33-38|  26@1800 |  16@13" ge 34-54 | 1Sbte 
STUDEBAKER Lark 8 and Hawk Coupe) 28-32 19-23 | 4bte | VD 33-38 | 26@2200 } 18@13" 3 3 , | 11bte 


ABBREVIATIONS 
a—Powerglide 20@3600. Ca—Carter. h—Automatic transmission 
Super Turbo 24@4800. CsP—Crankshaft pulley Ho—Holley. 
Au—Automatic transmission d—Manual trans. 5btc J—23-25. 
Aut—Automatic. Auto. trans. 10btc. K—50 or GON. 
Super Turbo 23@15.2’. e—Manual trans. 5btc. L—25-27 
b—Powerglide 23@16.2’. Auto. trans. 10btc. N—N ti 
btc—Before top center F—Non centrifugal. RP ae wd Product 
C—2°btde manual, 6°btdc automatic f—Auto. trans. 30° St a = toga 
c—Super Turbo air 54btc FW—Flywheel. VD er = 
g—Auto. trans. 5btc. Vibration damper 
x—Auto. trans. 20@4600. 
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Why AirCon 
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“Freon '12 Refrigerant 
is better in4 major ways 


1 Easier, More Convenient to Use 2 Eliminates Guesswork 


AirCon's precision packaged “Freon” 12 in disposable, 
15-ounce containers represents the faster, more profitable 
way to service auto air conditioners. This convenient con- 
tainer once and fer all does away with hard-to-handle tanks, 
faulty scales and the inaccuracy of sight glasses that never 
tell you ‘when’. 


With AirCon “Freon” 12 in cans there are never any de- 
posits, left overs or loss of profits. 


"3 100% Pure — Not a Trace 
of Contamination 


As an auto air conditioning service man you know how 
important cleanliness is. Allstadt Mfg. Co., marketer of Air- 
Con “Freon” 12, is not an aersol loader for insecticides, hair 
sprays or other products. Pure, 100°, pure, “Freon” 12 is 
the only product that is allowed to pass through our sur- 
gically cleaned packaging machines. 


Every can of AirCon “Freon” 12 is pre-measured at the 
factory to exactly 15 ounces. This means your profits are 
always protected because you know exactly the amount of 
AirCon “Freon” you are using. There is never any guessing 
about what to charge the customer. You know because you 
have the empty cans to prove it. 


Start protecting your profits now with the convenient 
AirCon can today! 


4. Available at Your Near-by 
Jobber 


AirCon “Freon” 12 is as near and convenient as your 
near-by automotive parts wholesaler. Just by calling your 
jobber you can order any quantity of AirCon “Freon” 12 
along with other parts and supplies. 


When you get it from your jobber there’s no need to 
worry or wait on delivery! 


..- AirCon Refrigerant Oil, Too! 


Also available at your jobber is this handy, 30-ounce container of Type. 300 Air- 
Con Refrigerant Oil. Used in all makes of auto air conditioner compressors, AirCon 
a og Oil is packaged under the same rigid specifications used for .AirCon 
“Freon” 12. 


Allstadt Mfg. Co. is the largest exclusive packager of “Freon” 12 in the world. “Freon” 12 
and Refrigerant Oil are the company's only business. For guaranteed quality and purity, ask 
your jobber for the products bearing the familiar AirCon label. It's your assurance of the best! 


Tig ALLSTADT MFG. CO. 


2004 Wall Street Dallas, Texas 
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“On Order”’ is the biggest spring compact sales season ever—in fact, those in the 


know say compact sales will hit 40% to 50% of all car sales by year end. 


And Lark’s got more of what Spring-Summer prospects want than any other 
compact. Who but the Lark Dealer can offer prospects the unique continental type 
Skytop Sunroof... in four models? For just a few dollars more he lets them com- 


bine the best features of sedan and convertible both. 


Who but the Lark Dealer can offer the roomiest compact convertible? Who but the 
Lark Dealer has compact station wagons in both 2 and 4-door models—just when 


prospects are thinking of family picnics, beach parties and vacations? 


Who but the Lark Dealer offers something really new under the Springtime Sun— 
the new 113 in. wheelbase luxury Lark Cruiser. Has as much usable inside room 
as most of the largest cars made. Who but the Lark Dealer can turn spring pros- 
pects into sales seven different ways? With 7 body styles to offer he can make them 


happy no matter what they’re looking for. 


It’s time for you to live a little, too—become a Lark Dealer in time for Spring Sales. 


SP ANG COMING WIP y 


HE ’67 
Ti ! ASK FOR THE DETAILS OF OUR SPECIAL NEW DEALER ASSISTANCE PROGRAM. 
Dealer Relations Department, Studebaker-Packard Corp., South Bend 27, ind. ! 


P. | 1 
| eye oem Please send me the facts—in strictest confidence— | 
no obligation. 
‘Byte: 
NAME__ EL —— =#=8§=— hl 
ae —E — 
! ! 


| 
a ne 4 
BY STUDEBAKER ! ! 





! 
SAJ 5-61 T-9 | 
all 
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HERE’S WHY... 


Complete line . . . a full line of the 
finest, completely rebuilt Gener- 
ators, Armatures, Starters, Starter 
Drives and Solenoids .. . for all 
makes and models, including 
1961 cars, light trucks and 
tractors. 

Full profits ... competitive prices 
and a full dealer profit on every 
item. 

Extra profits for Stocking Dealers 
. . . extra discounts on original 
stocks purchased and all future 
purchases. 


Built-in dependability . . . every 
Arrow Generator must pass our 
exclusive “102” performance test 
to prove its fitness for service. 
Result... every Generator is fully 
guaranteed. 

Satisfied customers . . . properly 
installed Arrow rebuilt units are 
your guarantee of customer sat- 
isfaction... they eliminate come- 
back warrantee headaches. 

FOR FURTHER INFORMATION, WRITE 


FOR ILLUSTRATED BOOKLET “HOW 
GOOD IS A REBUILT GENERATOR?” 


(arrow vor) ARROW ARMATURES COMPANY 


BOSTON 34, 
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A. V. “Tony” Ryan and Charles Rob- 
erts, Wynn's Friction Proofing distri- 
butors for Florida and Georgia, re- 
cently gathered their sales representa- 
tives in Orlando to map extended 
sales plans for spring and summer. 
Pictured are (I. to r.): Seated, Bruce 
Oliver of Jacksonville, Carl Molitor of 
W. Orlando, Larry Gall of E. Orlando, 
Tom Warren of Lakeland, Ryan, Larry 
Adams of Jacksonville, H. M. Peter- 
son of Dr.’s inlet, Nick Strickland of 
Jacksonville, Winston Bishop of St. 
Petersburg, Eddie Adams of Sarasota 
and Dick Bos of Tampa; standing, V. J. 
Fountain of N. Miami, Sam Page of Hi- 
aleah, Joe Spiegel of Fort Lauderdale, 
Don Bess of Opa Locka, Rudy Spierto 
of W. Palm Beach, Jim Shirley of Or- 
lando, Tino Fernandez of Clearwater 
and Al Flor of Erwin Wasey, Ruthrauff 
& Ryan. 


Studebaker Will Produce 
Medium-Duty Diesels 


TUDEBAKER-PacKaARD Corp. will 

begin to produce next month the 
first line of medium-duty trucks and 
tractors equipped with basic, uncon- 
verted diesel engines on the United 
States market, according to L. E. 
Minkel, who is vice president of 
marketing. 

The diesel powerplants will be 4- 
53 four-cylinder engines manufac- 
tured by Detroit Diesel, Frank T. 
Corcoran, sales manager for Stude- 
baker’s truck division, said. They 
will be rated at 19,500 and 23,000 
pounds gross vehicle weight, and 
35,000 and 41,000 pounds gross com- 
bination weight. 

Fuel consumption of diesel en- 
gines is substantially lower than gas- 
oline and the fuel is lower in price. 
Corcoran said low maintenance costs 
are assured by the fact that the en- 
gine has been designed to run from 
200,000 to 300,000 miles without over- 
haul. In addition, the constant torque 
output of the diesel engine attained 
at relatively low revolutions per 
minute reportedly produces more 
even road speeds and better lugging 
power for negotiating grades. 
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Besides paint spraying... 





Here are 28 OTHER WAYS 
you can use a 2 


Air Compressor 


Air Filter Cleaner 

Air Hammer 

Air Motor (press. tank) 

Air Pump (undercoating) 
Body Polisher 

Body Sander 

Brake Tester 

Carbon Remover 

Car Rocker 

Car Washer 

Dusting Gun (blow gun) 
Engine Cleaner 

Fender Hammer 

Grease Gun (high pressure) 
Hoist (one ton) 

Hydraulic Lift 

Pneumatic Tools 

Radiator Tester By analyzing your air needs, you 


Rim Stripper can make one compressor do 


many jobs. And, your Binks job- 
Spark Plug Cleaner ber will help you determine the 
Spark Plug Tester correct type and size for your 


Spray Gun (siphon) shop. Just call him. 


Spring Oiler Binks complete line of air com- 
pressors ranges from 14 to 15 hp 
with a pressure range of 40 to 


Tire Changer 
Tire Inflation Line 


175 psi. They’re designed to give 
you constant service with a mini- 
mum operating and mainte- 
nance expense. 


Complete informa- 
tion is available in 
Binks Catalog 820. 
Write for your free 
copy today. 


Tire Spreader Ask about our spray painting school. Open to all... NO TUITION .. . covers all phases. 





Trans. & Diff. Flusher 


Vacuum Cleaner Binks Manufacturing Company 3130-8 Corroll Avenue, Chicago 12, Ill. 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES - SEE YOUR CLASSIFIED eP DIRECTORY 


Binks ) Everything for spray painting 
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THERE’S AN EXTRA $3,102—and even more—that can find its 
way into your pocket this year! Because now you can han- 
dle that special service you’ve had to send out! With the low- 


cost, simple-to-operate Alemite Cross-Sight Wheel Aligner, 


BEAD 0 N you can easily average an alignment job per day! What’s more, 
you'll have the added profit each repair order will bring. These 


average close to $14 each with shock absorbers, king pins, 


bushings and tires needing replacement after alignment. 
Alemite knows the best way to set you up for added profits 
right now. Plus—Alemite will train you right in your own shop! 


NO RAMP—NO PIT NEEDED! No costly installation or maintenance expense. Gives accurate results any- 
where ... inside or out... even on floors or outside surfaces that are not absolutely level. You start earning 


these extra profits as soon as the Alemite Wheel Aligner is delivered! 
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CASH IN ON FAST LUBE SERVICE! The first 
time you hold the gun and hit the fitting with 
Alemite Lube Equipment you'll notice the smooth 
delivery—with no time lag between shots—with all 
the power you need. Depend on Alemite to help 
you do more lube jobs— faster! 


MAKE AN EXTRA $3,800 PROFIT! Average just 2 jobs a day with an 
Alemite “On-the-Car” Wheel Balancer and you get it! It’s the only portable 
balancer that does a complete job — both up and down and side to side balanc- 
ing ... and does it easier, faster and better too! 


ONE LIFT FOR ALL CARSI 
Ever wonder what type of 
car will drive in your lube 
bay next? A compact—a 
sports job—foreign make—a 
wide track or standard 
model? No matter what 
model comes in, no problem 
with an Alemite Lift. They'll 
handle every size and shape 
of car on the road today. 
They’ll save you money—too 
— either in new installation 
or for replacement. 


the whole, big-profit story of Alemite 
Equipment. Indicate which specific 
products you are most interested in. 


er Pa 
‘an | 
Send for a free, fact-filled booklet telling ‘en | i) 
—_— 
— 


\ , | 
Be 
WHEEL ALIGNER [] Automotive Lifts [1] Strato-Line 
Lubrication Equipment [] Wheel Balancer (] 


Sw WART-WARNER 


Excellence CORPORATION | 
Dept. DH-51, 1850 Diversey Parkway, Chicago 14, lil. 


Name 





Address. 





in Canada: Stewart-Warner Corporation of Canada, Ltd. 
Belleville, Ontario 





City. Zone State 
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will your customers 
/ vacations be trouble-free? 


| To make sure they have no cooling system road 
| trouble, the safest course is to use a Stamt ST-25 | 
| Universal Cooling System and Cap Tester before they _ 
| leave. Your customers will appreciate your finding hose 
| and radiator leaks and defective caps. It also gives you 
\ an opportunity to sell them new Lev-R-Vent 
\ Safety Caps when old caps prove faulty. 

Build a reputation as a cooling system 

service specialist. Order Stant Tester, Radiator, 
Gas and Oil Filler Caps the 
next time your jobber salesman calls. 


STANT MANUFACTURING Co., INC. 


Connersville, Indiana 
Lev-R-Vent 
Safety Cap Standard of the industry and 
“original equipment for a generation 
~ es en 


— eee ee oe 
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Newly-formed independent Garage 
Owners of West Virginia, headquar- 
tered in Charleston, is composed of 17 
garage owners and seven associate 
members. Officers, shown in photo at 
left, are (I. to r.): Ralph A. Booher, 
vice president; Eldridge W. Burford, 
president, and Fred C. Harrah, treas- 
vrer. Pictured at right are the officers 
seated in front of other members of 
the group. Sam G. McEwen is the ex- 
ecutive secretary. 


Associates Investment Ups 
Areen and Van Aman 


REALIGNMENT of management 

duties and establishment of 
two executive vice president posi- 
tions by Associates Investment Co., 
South Bend, Ind., has been an- 
nounced by Oliver C. Carmichael, 
Jr., chairman of the board. 

Gordon E. Areen, formerly execu- 
tive vice president of branch opera- 
tions, was elected executive vice 
president — corporate development 
and control, while Robert H. Van 
Aman, formerly vice president of the 
western operations group, was pro- 
moted to executive vice president- 
field operations. Areen joined the 
company in 1947, Van Aman in 1936. 


One Cash Price 
(Continued from page 35) 


“We now believe the time has come 
when the price quoted for a new or 
used automobile should be the low- 
est price at which the car can be 
sold. 

“This price should be the ‘Cost of 
Living Price’ and from this date all 
prices on cars for sale will have our 
‘Cost of Living Price.’ The customer 
can be certain that no one can buy 
the car any cheaper than he can. 

“We invite you to shop at our lot 
and showroom. See the actual low- 
est price on every new and used 
car. The prices are ‘Cost of Living 
Prices’ for your own satisfaction and 
savings.” 
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lets you show your customers 


iy ‘ 


just how much |$7TQP. is left in their brakes 












heer yehy 


FREE! 






SAFE- -GAGE 


lets you accurately measure brake lining wear... 


e Shows customer just how much lining is left 


e Adjusts instantly for accurate readings on either 
bonded or riveted lined shoes 


e Proves whether brake lining is unsafe 


NEW SAFE-I-GAGE 


MAKES RAYBESTOS 
7-POINT BRAKE CHECK 
EVEN MORE EFFECTIVE... 


Combine this revolutionary precision caliper- 
type gage developed by Raybestos engineers 
with the famous Raybestos 7-Point Brake 
Check and you have a real double-barreled 
selling plan. Now more than ever before you 
can make wheels off pay off: 





*Patent pending 


e Gets wheels off cars 
e Builds customer confidence in your integrity 


e Dramatizes fact that your shop uses modern tools 


Helps you clinch every possible sale 


Vraybeici 


POINT 
BRAKE 
CHECK 


(includes adjustment 


1. Pull front wheels, SAFE-T-GAGE the linings 
2. Check brake drums 

3. Inspect front wheel bearings 

4. Clean brake assembly 

5. Check hydraulic system 

6. Adjust brakes or recommend reline 

7. Road test brakes 


And remember: you get paid for every car you check! 











PROFIT! 





$42.37 





PROFIT! 





Best reason we know for promoting brake work: there’s more profit in it for you. Do reline jobs 
on just four cars and you chalk up a profit of $42.37 on the brake lining alone! And that’s only 
the beginning . . . add to it the profit on labor and other correlated parts and you can see at a 


glance why we say brake business is big business 
use the revolutionary Raybestos Safe-T-Gage. 


big profit business—especially. when you 


*Based on PG set suggested retail price 


» Look at the coverage you get with a BS-8-61 assortment! 


1 of 292-9 


CHEVROLET 1958-51 Passenger Car & Station 


Wagon (rear 
1958-51 % Ton (rear 
1960-51 Series 100 (rear 
1960-50 R, S, Al00 (rear 


CHEV. TRUCK 
GMC TRUCK 

IHC TRUCK 

1 of 2002-55 
FORD 

FORD TRUCK 


1959-55 Passenger Car (rear 
1961-48 Fl, F100 (rear 


2 of 2005-20V 


196] All (except Special) (front 
1960-58 All (rear) 

1957-54 60, Century (f orr 
1957-53 50, Super (f or r 

1957-56 40, Special (f or r 
1957-52 70, Roadmaster (rear 
2955-52 40, Special (front) 

1952 , Super (front) 

1951-40 60, 70 Series (f or 1 


1 of 2006-10V 
DODGE TRUCK 1961-59 % Ton (rear 


BUICK 


EDSEL 
FORD 


1959-58 


All (rear 
Station Wagon (rear 


2 Station Wagon (front 
? Thunderbird (rear 


FORD TRUCK 
HUDSON 
LINCOLN 
MERCURY 


1957-55 
1953-52 
1958 

1956-55 
1954-49 
1957-55 
1961-42 
1956-54 
1948-42 


NASH 
OLDSMOBILE 
PACKARD 
PONTIAC 


1 of 2006-11 


CHEVROLET 1961-59 


1958-51] 


CHEV. TRUCK 1958-51 


1961-59 


Fl, F100 (front 
Hornet (rear 

All (rear 
Medalist 

rear 

front 
Ambassador (rear 
rear 

Clipper (rear 

All (front 


Passenger Car & Station 
Wagon (rear 

Passenger Car & Station 
Wagon (front 

Y Ton (front 

Y% Ton (f or r 


GMC TRUCK 1960-51 

IHC TRUCK 1960-50 

1 of 2025-19V 

CADILLAC 1951 some)-50, 60 Series (f or r 

HUDSON 1957-55 Hornet (front 

LINCOLN 1953-52 Cosmopolitan (front) 

MERCURY 1956-55 All (front 

NASH 1957-55 Ambassador (front 

OLDSMOBILE 1961-42 (front 

PACKARD 1956-54 Clipper (front 

1 of 2053-12V 

FORD 1959-55 Passenger Car & Station 
Wagon (front 

1961-59 % Ton (front 


Series 100 (front 
R, S, A100 (front 


DODGE TRUCK 





Be the first in your community to cash in with the new 


Stay besies 
SAFE-]-GAGE 


Here’s what you get with the new Raybestos selling plan... . 


RAYBESTOS DIVISION, Raybestos-Manhattan, Inc. 
BRIDGEPORT, CONN. 


Please send me one complete BS 8-61 PGP 
brake service Safe-T-Gage assortment 


a 
Business Address. 

City 

Phone No. FOE ae 

Ship and bill through my distributor: ; 


es — a 


[| Please have your representative call 





Ford's New Motorcraft Division 
Includes Ex-Autolite Purchase 


i, oan or the Motorcraft Division of Ford 
Motor Co. and appointment of John S. French as 
general manager of that division were announced last 
month by Board Chairman Henry Ford II. 

The division will include the Motorcraft marketing 
operation, which distributes parts, and the replace- 
ment parts marketing organization acquired April 13 
from The Electric Autolite Co. The division will re- 
port to Irving A. Duffy, vice president—general prod- 
ucts group. 

Two parts manufacturing plants purchased from Au- 
tolite—the Owosso, Mich., battery plant, and the Fos- 
toria, O., spark plug plant—have been assigned to the 
Hardware and Accessories Division, which continues 
temporarily under French. This division presently op- 
erates parts plants at Rawsonville, Ypsilanti, Highland 
Park and Mount Clemens, Mich., and Sandusky, O. 

French was with the U. S. Truck Co., Procter and 
Gamble, General Motors Corp. and Boeing Airplane 
Co. prior to joining Ford in 1947 as a member of the 
central sales staff. He later became manager of fleet 
sales for Ford Division and was in charge of the com- 
pany’s Air Force contracts until 1951. He became 
general manager of the Hardware and Accessories Di- 
vision in April 1958. 


Kentuckians Name Holder President; 
Ulirich Renamed for 20th Term 


ps C. Houper, Jr., of Owensboro is the new pres- 
ident of the Kentucky Automobile Dealers Associa- 
tion and Lew Ullrich has just been renamed to his 20th 
term as managing di- 
rector. 

The action came at 
the board of directors 
meeting at Louisville. 

Other officers, in- 
stalled at the annual 
convention in Louis- 
ville May 14-15, in- 
cluded W. E. Venters 
of Pikeville and Ed- 
ward T. Weber of 
Newport, vice presi- 
dents, and Ben F. Long 
of Louisville, treasurer. 

Holder succeeded N. 
S. “Scottie”? McGaw, 
who became chairman 
of the board. 

Ullrich is a former president of the Automotive Trade 
Association Managers (ATAM), which is composed of 
managers of the state and local dealer associations 
throughout the nation. This group regularly maintains 
close liaison with the National Automobile Dealers 
Association. 


Veteran Manager Ullrich 


Plymouth Appoints Walter 


Frank Walter, 38, has been appointed director of 
product planning and chief engineer of the Plymouth 
Division of Chrysler Corp., succeeding Jack E. Charipar, 
who was awarded an Alfred P. Sloan fellowship for 
one year of advanced study at Massachusetts Institute 
of Technology. 
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Cuilo-milie Three strategically placed adjust- 


able cold air outlets that offer factory type convenience at a 
substantial savings to your customers and increased dealer 
profits. Compactness of unit presents terrific sales point. Retain 
moximum orea after installation. 
COOL CAA 
You and your cus- 
tomers will like the 
Outstanding ap- 
Ppeorance of the 
Clardy Cool Car 
unit for 1961... 
you'll also like the 
ease of installa- 
tion. 


DUAL BELT DRIVE Another 
Clardy, Dual Belt 
most late model, popular cars. Engineered 


first by 
Drive designed for 


fo bring you added belt life, quieter, 


smoother operation. 


DEALER INQUIRIES 


a NV 


eee eee eee eee eee eens 


77) \ 
MANUFACTURING CO. 
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NADA’s 1962 Convention 
To Go to Atlantic City 


HE National Automobile Dealers 

Association’s 45th annual na- 
tional convention and exhibition will 
be held in Atlantic City, N. J., Feb. 
3-7, rather than ini New’ York City 
as originally schedeated, President 
Walter B. Cooper of Fort Collins, 
Colo., announced. 

“The decision to change our 1962 
convention location,” Cooper said, 
“was made only after a thorough 
on-the-site study by ‘the entire 


NADA convention and exhibition 
committee, followed by a decisive 
mail vote of the entire board of di- 
rectors. The provision of sufficient, 
comfortable seating capacity, with 
an adequate view of the stage and 
program speakers, is of vital impor- 
tance to the continued success of 
our annual member meetings.” 
NADA will use the recently mod- 
ernized Atlantic City Convention 
Hall, which has undergone a $3,500,- 
000 modernization program. Two- 
way escalators, a larger and com- 
pletely redesigned main lobby and 
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entrance, and an over-all redecorat- 
ing program inside and outside are 
some of the features of the multi- 
million-dollar face-lifting job. 

New fast limousine and bus serv- 
ice between Philadelphia’s Interna- 
tional Airport and Atlantic City 
hotels, plus greatly expanded coast- 
to-coast jet air service, will provide 
delegates from all parts of the coun- 
try with speedy transportation to the 
convention. 

To care for the record crowd ex- 
pected to attend, more than 10,000 
first-class hotel rooms are being 
made available in Atlantic City’s 
ocean-front boardwalk hotels. Re- 
cently, thousands of additional new 
hotel rooms have been added. 


Pull Wheel, Please People 
(Continued from page 34) 


Brake work is worthwhile. It re- 
quires no large capital outlay othe 
than $300 for equipment, including 
brake drum lathe. Close to our 
metropolitan area suppliers, we 
carry no more than a $100 parts 
stock. One stall is all the space 
needed. 

I gained skill at brake work in 
my years of general repair at a 
dealership. However, when jobbers 
have classes or present motion pic- 
tures, I attend to keep up with new 
procedures, 

We also make a point of building 
future brake volume when a pulled 
wheel reveals no work is needed 
We write on the customer’s order 
to serve as reminder that in 2,000 
miles or 4,000 miles, brake lining 
has to be checked. As our custome: 
picks up his car, we emphasize the 
point by telling him to be sure to 
check brake lining with us at a 
certain number of miles. This usu- 
ally brings him back. 

Repeat brake work builds sound 
business. 


Aligning Bodies 


(Continued from page 47) 


built in the body to distort window 
or door openings and cause trouble 
later on in the job. 

Since wheel alignment is not the 
least objective of the job, don’t forget 
to check suspension members and the 
axle housing and wheels and make 
necessary corrections or replace- 
ments in this department. 

Collision repairs make up a big 
percentage of the service dollar spent 
in this country, so the shop that can 
do the work right need have no 
worry about getting his share of that 
buck, for the market is growing 
steadily. 
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Thompson Products has solved the shock 
absorber-shock spring puzzle for you with 
the best low-cost package deal in the in- 
dustry. You can now stock and install 
Sky-Ride shocks and shock springs as a 
compatible unit . . . or install the shock 
springs right over the car’s existing shock 
absorbers. 

Thompson Products Sky-Rides bring 
back new car riding comfort and steering 
ease. Sky-Ride’s “Hydraulic Brain” con- 
struction includes: 

e “Six-Way” Valving 

e Sealed Piston Design 

e Self-Adjusting Spring-Loaded Piston Rod Seal 
e “Aeration-Free"’ Fluid Reserve Chamber 

e Greater Oil Capacity 

e Rubber Stone Shield 

e All-Purpose Multi-Viscosity Fluid 
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* THOMPSON 
PRODUCT 


Sky-Ride shock springs sold as a unit 
with Sky-Ride shocks cost less than com- 
petitive makes. When the spring only is 
installed over existing shocks—the price is 
but a small fraction of competitive units. 
What’s more, Thompson Products shock 
springs are rubber coated for quiet opera- 
tion and corrosion protection. 

Talk to a Thompson Products jobber 
today! He’s your direct line to full line 
chassis and front end parts. 


Thompson Products 


Replacement Division 
P Thompson Ramo Wooldridge inc. 


Clevetand 3, Ohio 


Sold thru the world’s finest jobbers hy 
1 


r, 
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Readers are invited to contribute to— SHOP TALK 





THOSE POPULAR PLANS SANDBLASTER, ANYONE? 


Montgomery, Ala. 
Gentlemen: Dear Sir: 
Please send copies of time-tested 
shop floor plans. 
C. R. Kirk, 
President, 
Parts Service Co., Inc. them. 


Emporia, Va. 


I have been looking for a sand- 
blaster. I run a body shop and 
would like to have a small one and 
I cannot find a jobber that sells 





A COMPLETE LINE , ACME @ re 
OF TIRE GAUGES by 


AIRLINE. 
TYPE SERIES 


SERVICE 
TYPE SERIES 


PENCIL 
TYPE SERIES 


ILLUSTRATED ILLUSTRATED 


ff 
ILLUSTRATED jj 


y, 
/*y 


Calibrated Calibrated 
10 to 120 Ibs. / 10 to 120 Ibs. 
in 2 lb. units & in 2 |b. units 


Ihy, Calibrated 
‘Aé/ 5 to 50 Ibs. 
é in | lb. units ; 
eeeeeee ee eee ' 


WRITE TODAY FOR OUR COMPLETE CATALOG 


ACME 


SINCE " 1915 205 NEWMAN STREET e HACKENSACK, N. J. 








HOW GOOD ARE You ? 


Lincoln 
’ Jefferson 
. Jackson 
with the President who » Grant 
« Hamilton 
. Frank/in 


Match tne denomina- 


e 
TIONS of Jv. 9 Currency 


appears Oo 


Attach the solution to your business card or letterhead avd mail 
to ACME. If you're right, we'll send you a "Genus Award" for your accomplishment ! 


Relax each month with the ACME “Problem Corner” 
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A column of informal 
comments about the 
automotive trade and 
its problems. 





If you know of any company that 
makes them, please let me know the 
name and address. 

M. L. Newsome, 
Owner, 
Newsome Auto Service 

Happy to refer you to a manu- 
facturer. 


ALTERNATOR INFO 


DeLand, Florida 
Gentlemen: 

Please send us a copy of your file 
on the alternator article from your 
December 1959 issue. You refer to 
this in your March 1961 issue. 

C. WALTER MULLIN, 
Sunshine Armature Works 

Happy to supply you with the 
article by Technical Editor E. M. 
Lowery, “Doctoring Valiant’s Alter- 
nator.” 


HE WANTS POOP, TOO 


Dallas, Texas 

Dear Sirs: 

I read in your March issue where 
I could obtain the information on 
the Chrysler alternator. I believe 
you said you had the scoop on it 
in the December 1959 issue. 

I would appreciate it very much 
if you would send me this informa- 
tion, 


I like SAJ very much. It is one of 


Address any comments to: Southern 
Automotive Journal, 1760 Peach- 
free Road, N.W., Atlanta 9, Ga. 
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the best I’ve ever read. I am a Your 
mechanic here and have been here 
since last May. This is the only —— 
opportunity I’ve had to get in touch 
with SAJ since 1953. I used to take Problems 
it before then when I was in Okla- 
homa. 

Marvin L. BurKEEN, 

Clayton Ayers Mobil Service 
Glad to supply the information, 


Customer's 











PORTRAIT OF A SALESMAN 





Today’s successful automobile 
salesman spends nearly half of his 
w orking time away from the dealer’s 
showroom soliciting new customers, 
according to a recent Plymouth sur- 
vey. 

Despite the fact that he is working 
a long 58-hour week—30 hours of 
which he spends in the showroom— 
his wife generally understands that 
the reason he is financially success- 
ful is because he has been willing to 
ignore the clock. 

The survey of 140 top Plymouth 
salesmen in this country indicated _.. knows all the 
that the typical successful salesman 
is stable, experienced, hard-working 
and well-educated. His average age 
is 40 and he has been selling automo- 
biles for ten years. During that pe- F automotive problems... 
riod, he has worked, on an average, 
in less than two dealerships. a don't ask him he'll 

Twenty-nine per cent have attend- < he 
ed college, 94.6% are married and 
the average number of children in 
the family is two. Average income 
is $8,400. 

Politically, 56.6% voted Democratic 
in the November elections, and 
81.9% are home owners. 

Their biggest selling assets, ac- 
cording to the survey, are “a good 
product,” “selling service” and “sat- 
isfying their customers.” 














answers about his 


tell you! 


TEXAS-TYPE MOSQUITOES You can help your customer crack that egghead shell 


Two Gulf mosquitoes, according to and have his car running like a dream 
Jack Stille, owner of Stille Auto 8 : 
Supply of San Antonio, Texas, were . . 
carrying a man along when one mos- if you sell himon... 
quito wanted to go in a certain di- 


rection, but the other said: 

“Hell, no! You know we can’t car- Grant lave el torque 
ry him that way to finish him off. 
Those big mosquitoes have moved ‘sR 
into that section and they would take 
him away from us!” 


SETTING FAST PACE Your customer’: 


The younger executives of car 
factories who have come into their 
top positions in the last few months GRANT & GRANT / 241 NORTH WESTMORELAND AVENUE / LOS ANGELES 4 
are winning the admiration, if not : 
outright approval, of the older of- 


n Canada: Hickson Sales Co., Ltd 
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ficials who have been working from 
top spots for years. 

For example, Studebaker-Pack- 
ard’s new president, Sherwood Eg- 
bert, chomped at the bit a few 
weeks ago because an ice storm 
hampered his tight schedule out of 
Washington, D. C., temporarily 
grounding his plane. 

Lee Iacocca, Ford Division’s top 
man, breezed over the South in a 
whirlwind campaign, too, in order 
to build a handshaking, words-ex- 
changing acquaintance with his 
dealers. 


And as April fell into view on the 
calendar, youthful Lynn A. Town- 
send, Chrysler Corp.’s administra- 
tive vice president (and rumored 
eventually to become president), 
was kicking up the dust with a 
tight field schedule for question- 
and-answer dealer sessions. 

Commented E. C. “Ed” Quinn, 
veteran car factory executive who 
is Chrysler’s vice president—sales 
divisions, to SAJ editors: 

“For a man who plans a trip, 
Townsend’s not the best—when you 
fly into Miami one night and fly out 
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the next in the winter. Townsend is 
the only man I ever knew who 
changed the clock and the calendar 
from seven days to eight and from 
24 hours to 26.” 

And, what’s more, these two of- 
ficials did fly from Atlanta on to 
Miami and out in 24 hours. 

Friends know full well how much 
sports-loving Ed Quinn would have 
liked to wet a line in Dade County 
waters. 


STEALING IN REVERSE 


A change of heart probably 
prompted an automobile thief in At- 
lanta, Ga., to return the purloined 
car after 11 months and many miles 
of travel. 

No one at Southern Auto Exchange 
in Atlanta noticed the culprit when 
he drove the car back from where 
it was stolen May 5, 1960, parked it 
and walked away. 

The company office phone rang 
and an employe, Larry Yates, an- 
swered. 

“You see that white car parked 
out front?” he was asked. 

Yates replied that he did. 

“Well, it’s yours,” the caller said 
and hung up. 

An investigation revealed that the 
car was in excellent condition. De- 
tective J. W. Smith said: 

“He even brought it back with 
good tires and tank filled with gas.” 


ELECTRONIC SALESMANSHIP 
An unusual automobile _ sales 
training program featuring profes- 
sional salesmen as professors and 
hidden cameras to observe sales 
technique under actual selling con- 
ditions is being used by Plymouth 
Division. 

The program, according to Sales 
Promotion Director W. Heartsill 
Wilson, consists of a series of mov- 


ies and slide films which will be 
used on a regular basis at sales 
meetings in Plymouth dealerships 
throughout the country. More than 
25,000 Plymouth salesmen are ex- 
pected to take part in the training 
sessions. They are taken into the 
“heart of a sale” via electronics. 

In the first candid camera train- 
ing film, a hidden camera was 
placed in a closing booth in a Ply- 
mouth dealership, Poinsatte Motors 
in Fort Wayne, Ind., without the 
knowledge of the salesman. From 
this, salesmen get a first-hand look 
at a successful salesman operating 
“under fire,” and hear a discussion 
by the professionals on “closing.” 
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Colbert of Chrysler Visualizes 
Upturn in New-Car Sales 


ECENT UPTURNS in auto sales indicate the industry’s 

daily retail sales rate during May and June may ap- 
proach the 20,000-per-day rate achieved in the last 
quarter of 1960, L. L. Colbert, chairman of the board 
and president of Chrysler Corp., said at the annual 
shareholders meeting at Detroit last month. 

“If this rate of sales can be reached and sustained, 
USS. retail new car sales for 1961, including sales of 
about 400,000 imported 
cars, should come very 
close to six million 
units,” Colbert said. 

The daily sales rate 
for the auto industry in 
March was 17,900 units, 
an increase of 19% over 
February. The upturn 
came on the heels of 
one of the sharpest de- 
clines in the sales rate 
experienced by the in- 
dustry in many years, 
he said. 

The chief executive 
said Chrysler had, in 
addition, been plagued 
by “a campaign of ha- 
rassment against your management which we believe 
has no equal in the recent history of American busi- 
ness. The adverse effects of this harassment campaign 
on your company and its sales have been real and 
substantial.” 

Colbert reported that world-wide shipments of Chrys- 
ler-built cars and trucks during the first quarter of 
1961 totaled 155,000 units, compared with 364,000 dur- 
ing the same quarter a year ago—a drop of 57%, but 
that the company had completed substantial operating 
economies, 

Chrysler Corp.’s expenditures for plants and equip- 
ment, exclusive of special tooling, from 1951 through 
1960 amounted to approximately $900 million. 

“As a result of this investment,” he pointed out, “we 
now have a network of highly efficient manufacturing 
facilities well located to serve our markets. Conse- 
quently, our outlays for plants and equipment will be 
much lower in the years immediately ahead than in 
the years since World War II. The outlays we do make 
will be principally for the replacement of equipment to 
keep us fully competitive in our manufacturing effi- 
ciency.” 

A systematic reduction in the numbers of body 
models and trim combinations has resulted in addi- 
tional manufacturing efficiencies. Trim combinations 
have been reduced from 563 to 388, and the simplifica- 
tions within product lines is in keeping with current 
customer needs and desires, Colbert said. 

Reviewing the basic strength of the company, Colbert 
cited these statistics: 

Total assets at the beginning of 1961 amounted to 
$1,369,000,000 as compared with $800,000,000 at the be- 
ginning of 1951. 

Investments in plant and equipment, after deprecia- 
tion, totaled $510,000,000 as compared with $265,000,000 
ten years ago. 

Working capital at the end of the first quarter of 
1961 was approximately $425,000,000, about $100,000,000 
more than at the end of the first quarter in 1960. 


Chrysler Chairman Colbert 
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Newly-elected officers of the Greater 
Charleston Unit of the Independent 
Garage Owners of South Carolina are 
(lL. to r.): front row, John Farmer, sec- 
retary-treasurer, J. T. Helm, vice pres- 
ident, A. O. Rentz, president, and W. 
Athell Yon, president of 1GO-SC; back 
row, Directors J. C. Yon, Harold W. 
Johnson, J. A. Deese (chairman), Bill 
Rives and E. H. Coley. Recognition 
certificates were presented to past of- 
ficers of the unit by James B. Bagwell, 
immediate past president of South 
Carolina Automotive Wholesalers As- 
sociation. 


NADA European Tours 
To Begin June 21 


fw European tours for franchised 
new-car and -truck dealers, to 
be sponsored by the National Auto- 
mobile Dealers Association, will all 
begin in London—the first and sec- 
ond on June 21, the third and fourth 
on Aug. 12 and the fifth on Aug. 19. 

All tours include meetings with 
European dealers and manufac- 
turers. Those in late August also 
provide for attendance at the annual 
Congress of the International Office 
of Motor Trades and Repair to be 
held in Lisbon, Portugal, Sept. 7-9. 

Cities to be visited include Paris, 
Rome, Stockholm, Copenhagen, Ber- 
lin, Madrid and Lisbon, among 
others. Prices cover all transporta- 
tion and normal hotel expenses from 
New York and return, two meals 
daily, fees for dealer meetings, tips 
and sightseeing. Price for tour No 
1 is $1,410; for tour 2, $1,739; tour 3, 
$1,497; tour 4, $1,488, and tour 5, 
$1,313. 


U. S. Rubber Adds Nylon 
At Winnsboro, §. C. 


peer ameg of nylon tire fabric 
production facilities at United 
States Rubber Co.’s Winnsboro, S. 
C., plant this year, to the tune of 
$1,500,000, has been announced by 
William E. Clark, vice president and 
general manager of the company’s 
textile division. 

Construction will be completed at 
the end of this year, Clark said, add- 
ing, “It will be one of the most mod- 
ern units of its kind in the industry, 
housed in a new and modern build- 
ing with 100’-high gas-fired ovens 
and electronic controls that will en- 
able the fabric to be treated in a 
continuous process.” 

The Winnsboro expansion is the 
second major addition made to the 
company’s nylon tire fabric produc- 
tion facilities in recent years. Three 
years ago it completed a million-dol- 
lar expansion at Scottsville, Va. 
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American Motors Offers Belts 
As Original Equipment 


pares Motors began offering seat belts May 8 
fA as factory-installed optional equipment on all Ram- 
bler models at $20.50 a pair, Roy Abernethy, executive 
vice president, announced. 

Made of woven nylon webbing, the belts are avail- 
able on both front and rear seats. They meet federal 
and state specifications, Abernethy said, and feature a 
fingertip release for easy locking and unlocking. Seat 
belt installation aids will be standard equipment on 
1962 models, according to the company. 


IGO-Missouri Takes Shape 
At Meeting This Month 


geese of the Independent Garage Owners of 
Missouri took place this month when representa- 
tives from St. Louis, St. Joseph, St. Charles, Sikeston, 
Hannibal, Cape Girardeau and Jefferson City arranged 
to meet for that purpose in Jefferson City May 2 
Officials of the Independent Garage Owners of Amer- 
ica on hand were Ralph H. James of Tulsa, executive 
director, Art Kittell of Pittsburg, Kan., president, and 
George Millinger of St. Louis, Mo., third vice president 


Walker Williams to Leave Ford 


Walker A. Williams, a vice president of Ford Moto: 
Co. since 1950 and for more than three decades one 
of the company’s top sales executives, will retire Aug. 1. 
A native of Wellington, 
near Lexington, Mo., 

Williams spent most of 

his boyhood in Kansas 

City where he joined 

the accounting depart- 

ment of the Ford plant. 

Since 1958 he has been 

vice president and as- 

sistant general sales 

manager of the Lin- 

coln-Mercury Division, 

having been vice presi- 

dent and vice chairman 

of the Dealer Policy 

Board and vice presi- 

dent—sales and adver- 

tising. His extensive duties included being assistant 
branch manager at Kansas City in 1940. Upon formation 
of the Ford Division in 1949 he became its general 
sales manager. 


Renault Appoints Woron 


Walter A. Woron has been appointed public relations 
director of Renault, Inc., according to Executive Vice 
President Vincent Grob. Prior to handling his own 
public relations firm under the name of Walt Woron 
Associates, he was editor of an automotive magazine. 


Bradenton, Fla., Dealers Elect 


Lawrence A. Sauve of Lawrence Lincoln-Mercury 
Co. has been elected president of the Bradenton (Fla.) 
Automobile Dealers Association. Vice president is W. 
R. Cook of Bill Cook Ford Co. and E. S. Pruitt of 


Pruitt Buick Co. is the secretary-treasurer. 
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Ford Buys Part of Autolite 


oarp Chairman Henry Ford II of 

Ford Motor Co. and President 
Robert H. Davies of The Electric 
Autolite Co. issued this announce- 
ment last month: 

“Ford Motor Co., Dearborn, Mich., 
has purchased two parts manufac- 
turing plants and certain other assets 
of The Electric Autolite Co., Toledo, 
Ohio. 


“The companies also have entered 
into an agreement under which Elec- 
tric Autolite will sell a substantial 
volume of automotive parts to Ford. 


“The plants purchased by Ford are 


a battery plant located at Owosso, 
Mich., and a spark plug plant at Fos- 


toria, Ohio. Ford plans to continue 


production at both locations. 
“The Electric Autolite 


Co. will 
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continue to manufacture and market 
spark plugs and batteries and other 
automotive products, including elec- 
trical products, wire and die castings, 
for sale to automotive manufacturers 
and others, for both original equip- 
ment and replacement. These prod- 
ucts will be sold primarily under 
other trade names of the Electric 
Autolite Co., such as ‘Prest-O-Lite’ 
and ‘Rebat,’ or under trade names 
owned by its customers. 

“Spark plug manufacture will be 
conducted by the Electric Autolite 
Co. at the plant of its subsidiary at 
Sarnia, Ontario, and at an additional 
asembly facility which the Electric 
Autolite Co. is planning in another 
location in the United States. Auto- 
motive battery manufacture will be 
continued at other Electric Autolite 
Co. plants, including five in the 
United States: at Vincennes, Ind.: 
Reading, Pa.; Atlanta, Ga.; Okla- 
homa City, Okla., and Oakland, 
Calif. Electrical products will con- 
tinue to be made at the Electric 
Autolite Co.’s various other plants 

“Included in the purchase by Ford 
are certain patents and license rights 
and the rights to the trade name 
‘Autolite,’ except in Canada, Brazil 
and Venezuela, where the Electric 
Autolite Co. will continue to dis- 
tribute under the ‘Autolite’ trade 
name. In addition, Electric Autolite 
will continue to supply spark plugs 
and batteries under the ‘Autolite’ 
trade name to its original equipment 
manufacturer customers. 

“Electric Autolite also will make 
available to Ford its sales organiza- 
tion for distributing in the replace- 
ment market spark plugs, batteries 
and electrical products. With the help 
of this organization, Ford will sell 
spark plugs, batteries and electrical 
products bearing the ‘Autolite’ brand 
name to distributors and other inde- 
pendent outlets. 

“The transaction, which involved 
the payment by Ford of approxi- 
mately $28,000,000 in cash, was au- 
thorized by the boards of the two 
companies.” 


Alamance County Elects Amick 


George C. Amick of Central Motor 
& Tire Co., Burlington, N. C., is the 
new president of the Alamance 
County New Car Dealers Associa- 
tion. Vice president is E. S. Love of 
Graham Motor Sales, Graham, and 
W. D. Anderson, Jr., of North Caro- 


lina National Bank is secretary. 
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GM Officials Point Up 
Better Business Trend 


Marcu sales upturn and improved consumer con- 
fidence point to better business during the rest of 
the year. 

That statement came from General Motors Chairman 
Frederic G. Donner and President John F. Gordon, 
despite below-record sales and earnings indicated on 
the corporation’s report for the first quarter of 1961. 

Net sales of all GM products during the first quarter 
of this year totaled $2,724,000,000, compared with 
$3,658,000,000 in the corresponding period of 1960 when 
General Motors was operating at a record level to 
make up for production lost during the steel strike in 
the fall of 1959. Net income for the period this year 
was $188,000,000, compared with $324,000,000 last year. 

Factory sales of cars and trucks produced in GM 
plants throughout the world totaled 970,000 units in the 
first quarter of 1961, compared with 1,400,000 in the 
same period last year. 


Lee Motor Products 
Acquires Miami Firm 


| Foye Motor Products, Inc., Cleveland, Ohio, has pur- 
chased the assets and assumed the liabilities of 
Miami Parts & Spring Co., Miami, Fla., from JAR Corp., 
it was announced April 26 by Ronald Kumin, Lee presi- 
dent. 

Acquisition of this company marks the entrance of 
Lee Motor into the growing southeastern market and 
gives Lee more diversification in its various automotive 
replacement parts lines, Kumin said. The 1960 sales 
volume of the Miami company was in excess of 
$1,000,000. 

In connection with this newest expansion move, 
Kumin added that two new subsidiaries had been 
formed—Miami Parts & Spring, Inc., and Lee Overseas 
Corp. The former will handle the domestic business 
of the old Miami Parts & Spring Co., while the latter 
will handle the company’s expanding export business. 

William Schmeling, formerly general manager of the 
Miami operation, has been named a vice president of 
both new subsidiaries and will supervise their opera- 
tions. Schmeling previously was national sales manager 
of Wausau Piston Ring Co. 


Goodrich Official Says Recession 
Bottomed Earlier This Year 


= BOTTOM of the recession for B. F. Goodrich 
and for most of the rubber industry occurred in 
January and February of this year.” 

That is what J. W. Keener, Goodrich president and 
chief executive officer, told the annual meeting of 
stockholders, adding, “We expect B. F. Goodrich and 
rubber industry trends to be upward through the 
remainder of 1961.” 

Keener said the purchase of Rayco Mfg. Co., with 
140 metropolitan locations, earlier this year would 
“significantly strengthen the company’s passenger-car 
tire distribution.” Also, three substantial private-brand 
tire accounts have been signed by his company within 
the past four months, he said, with production for the 
accounts now underway. 
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How George Does It 
(Continued from page 49) 


His reason for the paint, explains 
George, “I had to recondition the 
building to make it acceptable to the 
public. Now we paint the building in- 
side and outside every two years. 
Floors are scrubbed once a week 
with special solvents.” 

For the last ten years, George has 
been in the same building. Grass 
and evergreen bushes line the front 
end and one side. On the other side 
of the building is a parking lot for 


his finished jobs. 

Just note what George says: 

“Keeping the exterior of my busi- 
ness place clean helps to get the 
good-will of my neighbors in the 
community.” 

And it is understandable good- 
will does bring in business, whether 
a retail store or a service shop like 
a garage. 

Although a bachelor, George 
knows women control the purse 
strings, so he has made it easy for 
women to stop in his shop. Many 
women are pleasantly surprised to 
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walk through the main doorway into 
a beautiful paneled office and see a 
personable, well-dressed man sitting 
behind a desk. As often as he can 
George wears a white shirt. 

A clean exterior, a beautiful office 
and a courteous greeting from the 
garage owner more than half-sells a 
woman to have work done on het 
or her husband’s car without even 
shopping for prices or discounts 
Yes, about half of George’s custom- 
ers are women. 

“Cleanliness inspires confidence,’ 
George agrees. “Every garage owne! 
should keep his place of business in 
neat order.” 

If the women really knew how 
George’s three-man staff works as a 
team in keeping the garage clean, 
they would love to farm out their 
husbands to George for a short ap- 
prenticeship session. George hon- 
estly says his men spend more time 
in keeping the garage clean than they 
do in cleaning house for their wives! 

His men are satisfied with work- 
ing conditions, even with the garage 
housekeeping chores. One man has 
been with George for nine years, an- 
other for six years and a third for 
five years. Each man handles two 
stalls in the 3,000-square-foot build- 
ing. 

Secretary Equalled a Mechanic 

The fourth person on George's staff 
is an attractive woman who is a com- 
bination secretary, parts chaser and 
a driver for picking-up and deliver- 
ing cars. At one time George had four 
men, but George believes hiring a 
secretary is economical for his busi- 
ness. His gross is the same with three 
men and a secretary as it was with 
four men and no secretary. 

When George is out of the garage 
on business deals or working in some 
community activity, his secretary 
takes over in greeting customers 
Her business-like approach makes 
customers feel at ease and business 
goes on as usual. 

Of course George’s biggest inter- 
est is the IGOA and he is always 
after independents to join the organ- 
ization. His favorite remark, which 
can be true for any business, is “Join 
the IGOA and get a better educa- 
tion in the automotive field.” 

George was one of the founders of 
the Independent Auto Maintenance 
Association in Youngstown about 
the same time he went into business 
for himself. The group later affiliated 
with IGO and George helped the or- 
ganization build its membership 
from the original 15 garage owners 
to 120 members. He has been presi- 
dent of his unit. 

None of the garage owners who 
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joined the Youngstown unit has been 
hurt. In the last ten years the unit 
has upgraded the garage business in 
Youngstown through ethical prac- 
tices and community activities and 
has gained more respect from the 
community. 

In May, several weeks before the 
IGO convention, George—as he has 
done in other years—was on the fir- 
ing line for a community activity. 
With other IGO members and with- 
out any fees, George helped the 
Youngstown Police Department in 
the annual car inspections. 

Traffic safety is one of his pet proj- 
ects. He has talked on the subject to 
high school groups and civic organi- 
zations. He is a member of the may- 
or’s safety committee and has offered 
constructive ideas in traffic safety. 
It is interesting to note that in 1949, 
Youngstown had about 40 traffic 
deaths. Now the city is averaging 
about 20 deaths a year. 

Even with community activities 
taking some of his time, George finds 
a chance to golf and bowl and says 
his scores are average. He sponsors 
a team in the IGO bowling league. 
George says he reads good books at 
night, but undoubtedly at the same 
time he is thinking of ideas to get 
independents to join the IGOA. 


Alternator Is Predicted 
For All U. S. Cars 


= every automobile 
4 and truck in the United 


States will have an alternator to sup- 
ply electric power to its battery.” 
That prediction was made by P. 
H. Neville, president of Leece- 
Neville Co., Cleveland, O., repor- 


tedly the first producer of medium- 
duty alternators for all makes and 
models of passenger cars and trucks. 

An alternator performs the same 
function as a conventional generator, 
only better, it was stated. A gener- 
ator produces DC current; an alter- 
nator produces AC current which 
is then converted to DC by means of 
a built-in rectifier. Neville said 
alternators are now available as re- 
placements for generators in exist- 
ing cars with 12-volt_ ignition 
systems, and will soon be available 
for six-volt systems. 

“The DC generator is on its way 
out,” he said. “One look at the 
traffic jams this winter will reveal 
the reason why. Most car stalling is 
a direct result of battery failure, 
caused by insufficient current supply 
to the battery from the DC gener- 
ator. It just can’t replace the drag 
on the battery while the car is idling 
or creeping along at slow speeds.” 


Eaton Mfg. Acquires 
Dill Mfg. Assets 


| Fens Mfg. Co. has acquired sub- 
stantially all the assets of Dill 
Mfg. Co. in exchange for 200,000 
shares of Eaton stock. 

In a joint announcement by John 
C. Virden, Eaton’s chairman and 
president, and Arthur P. Williamson 
and Ewald F. Tobold, president and 
vice president, respectively, of Dill, 
it was stated that upon consumma- 
tion of the transaction, the latter 
company would be operated as a 
subsidiary, with no changes contem- 
plated in its present management, 
personnel, products and sales poli- 


cles. 


Six retail salesmen chosen by Ford Division’s Richmond (Va.) district sales 
office to receive Top Hatter awards for their 1960 sales effort were (I. to r.): 
front row, Carroll $. Winn of Richmond Motor Co., Inc., Richmond; John W. 
Fleming of Petersburg Motor Co., Petersburg; Leonard D. Hall of Bowditch 
Ford, Inc., Hampton, Va.; back row, J. W. Sognier, assistant district sales man- 
ager; Joe L. Alcoke of Coleman Motors, Inc., New Bern, N. C.; Samuel M. 
Hubbard of Virginian Motor Co., Lynchburg, Va.; R. L. Pearce of Community 
Motors Corp., Goldsboro, N. C., and C. W. Ramsay, district sales manager. Col- 
lectively, the salesmen sold more than $2,500,000 worth of new Ford cars 
and trucks and used units. 
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AGT 


all NEW 


for you 


hard-hitting 
merchandising 
promotes your 
high-profit 
tune-up 
Services 


NIEHOFF turns ignition Servicing 
prospects into dollar volume! With 
NIEHOFF, you get everything you 
need to sell tune-up—approved qual- 
ity Ignition Parts, easy-to-use, pre- 
cision Testing Equipment, handsome, 
self-merchandising stocking Cabinets, 
and the hard-selling sales promoters 
shown here. Put them together and 
you'll see why you're BEST OFF with 
NIEHOFF! 


TUNE-UP CHARTS iweormaTiVE CATALOGS 


aw, 


COMPLETE TUNE-UP GUIDES 


OUTDOOR BANNER 


mtCHANIC ON DUTY 


SERVICE BULLETINS 


It’s easy to get into profitable 
tune-up service. Get Details 
about Niehoff from your jobber today! 


4925 W. Lawrence Ave., Chicago 30, Il. 
Branch: 1330 W. Olympic Bivd., Los Angeles 15, Calif 
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oin the new J-M Wheel 


On The Air! Local radio stations in more than 70 im- 
portant marketing areas all over the country will broad- 
cast Wheel of Safety commercials! These will be heard 
by millions of customers. The commercials will stress 
the importance of safe driving... and will urge motor- 
ists to get a complete safety check-up at stations dis- 
playing the Wheel of Safety sign. Join this important 
program, and increase your brake jobs, tire sales and 
other wheel services! 


82 Want more facts? Use Reader Service Card Page 105 


Free Promotion Aids! When you join J-M’s Wheel of 
Safety Program, you get these sales promotion aids 
from your J-M Distributor: 





@ Window Poster @ Car Door Stickers 
©® Lapel Buttons @ Ad Reprints 
@ Steering Wheel Tags @ Post-Cards or Stuffers 
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of Safety program! 


It’s Easy to Join! Just call your local J-M Distributor. 
Tell him you want to tie in with the Wheel of Safety 
Program. It’s as easy as that! He will see that you get 
the free promotion aids listed at left . . . and a complete 
range of J-M Brake Linings. Safe, high-quality J-M 
Brake Lining is factory-installed in many new cars. You 
can recommend it with confidence, because you are sell- 
ing your customers smooth, sure stops and top perform- 
ance. Remember—satisfied customers always come back. 


Get more new business...and more repeat business... 
with the help of the 1961 J-M Wheel of Safety Program. 
Just call your J-M Distributor, or write to Johns- 
Manville, Box 14, New York 16, N. Y. In Canada: Port 
Credit, Ontario. Cable address: Johnmanvil. 


JOHNS-MANVILLE 


BRAKE LINING 


JOHNS MANVILLE 


JM 


PRODUCTS 
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Lovisianans Hear Slam 
At Bait Advertising 


mL1aAM J. Cleveland of Crow- 
ley, chairman of the Louisiana 
Motor Vehicle Commission and a 
National Automobile Dealers Asso- 
ciation director, stressed the impor- 
tance of the commission’s campaign 
to eliminate bait advertising before 
the recent 24th annual convention 
of the Louisiana Automobile Dealers 
Association in New Orleans. 
Other speakers included Dr. Ken- 
neth McFarland of Topeka, Kan., ed- 


ucational consultant and General 
Motors lecturer, who said he agrees 
with Chevrolet's General Manager 
Edward N. Cole to “sell your way 
out of this so-called recession in- 
stead of spending your way out.” 

Roland Cocrehan, state revenue 
collector, also spoke. 

Everett Richaud of Houma suc- 
ceeded Garland Mehaffey of Lake 
Charles as president. Other officers 
are Bert Feiber of Bogalusa, vice 
president, and Jerry Ashley of 
Crowley, who is secretary-treasurer. 

Newly-elected directors are Fei- 





STORM-YULCAN 


PREFERRE 


evehiyus i 


PROOF POSITIVE... 


This truckload of six S-V crankshaft grinders loaded for 
shipment to the West Coast recently indicates the preference 
of S-V equipment by owners and operators everywhere. Known 
as the world’s Fastest Crankshaft Grinder — S-V Models are 
favorites to increase production and reduce costs. 


Storm-Vulcan precision crankshaft grinders are available in 


the following sizes: 


Model 15 
Model 15A 
Model 15C 
Model 920 


” between centers ” stroke 
” between centers ‘ ” stroke 
" between centers ee 
” between centers ” stroke 


Write for Free Literature on all S-V Equipment 


STORM-YULCAN, Inc. 


MANUFACTURERS OF AUTOMOTIVE ENGINE REBUILDING EQUIPMENT 


2225 Burbank Street - 
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Fleetwood 1-3735 w 


Dallas 35, Texas 





ber, Ashley, Thomas Watkins, 
George Bohn, Jr., J. A. Begnaud, E. 
W. Sehon, Lewis P. Roy, Jr., and 
Claude Holmes. Holdover directors 
are Richaud, Mehaffey, J. L. Paretti, 
McDonald Stephens, Charles H 
Tooraen. A. F. Lanier, J. W. Bryant 
and F. N. Steele. 

John O. Hofbauer is the veteran 
manager-director. 


Imported-Car Demand 
Predicted Remaining 


a. will always be a demand fo: 
imported cars in this country, ac- 
cording to Carl H. Hahn, general 
manager of Volkswagen of America 

Hahn told newsmen at a preview 
of the International Automobile 
Show at New York’s Coliseum that 
Volkswagen’s constantly increasing 
sales prove a strong and steady de- 
mand exists. Calling the automobile 
“more than ever the most interna- 
tional of all commodities,” he said 
the show illustrated clearly the bene- 
ficial role imported cars play in 
America. 

“These cars,” he said, “provide the 
American consumer with a variety 
that cannot economically be offered 
by Detroit because of the relatively 
small volume needed.” 

In turn, he said, American auto- 
mobiles “are more and more filling 
a similar role in Europe by provid- 
ing vehicles for customers with spe- 
cialized needs.” 

A British automobile executive 
forecast continuation of imported 
car sales at or near present levels. 

John T. Panks, managing director 
of Rootes Motors, said that total im- 
port sales in 1961 would be between 
350,000 and 400,000 units. This, he 
said, was a lower figure than he fore- 
saw late last year, but said that “the 
impact of the economic decline early 
this year on all new-car sales was 
not foreseen by anyone in the auto 
business.” 


Atlanta Fleetmen Hear Pope 


Lonnie A. Pope, executive secre- 
tary of the Georgia Highway Board, 
last month addressed the Atlanta 
Fleet Superintendents Association. 
Herman Feagans of Atlanta Transit 
System is president. 


Fayetteville, N. C., Elects 


Wilson F. Yarborough, Jr., of Yar- 
borough Motor Co. is the new presi- 
dent of the Fayetteville (N. C.) New 
Car and Truck Dealers Association. 
Secretary-treasurer is George Stew- 
art of Stewart Oldsmobile, Inc. 
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NOW...PUMP UP 
YOUR PROFITS 
WITH ALL NEW 

SUPERLIFT 
....LHE MOST AMAZING 
SHOCK ABSORBER 
DEVELOPMENT 
YET! 




















O 





. AIR VALVE—Shocks can be inflated separately 














TSCM SOL GES SICHIM TUM TE GTL, inflation 
kit. 

. MULTI-LIP ROD SEAL—Double protection against 
fluid loss. 


. HIGH-PRECISION GUIDE BEARING—Assures accu 


rate alignment and smooth, quiet operation. 


. INDUCTION HARDENED PISTON ROD—Polished 
high-carbon steel. Extra strength to resist wear 


. AIR SPRING—Tough, pliable lamination of specially 


A ¢ + 


compounded neoprene and nylon cord. A frictior 
less, rolling air spring that provides adjustable lift 


. NYLON PISTON RING—Smoother bearing surface 


for long life 


. “POSICONTROL” VALVES—Maintain t 


all types of roads 


. “POSICONTROL” FLUID—Minimize 


due to temperature 

. MIRROR-FINISHED CYLINDER—Precision draw 
a mirror finish to assure long, dependal 
formance 


. ALL-WELDED CONSTRUCTION 


positive anti-leak sealing 


... inflate 
like a 
tire! 


completely adjustable 


SUPERLIFT 


shock absorbers 


KEEP YOUR 
CUSTOMERS: 


CARS AT 
THEIR 
LEVEL BEST 











By simply inflating with air through a single 
air valve, the Superlift Shock Absorber system 
keeps cars level with a smooth, safe ride under 
extra heavy rear-end loads. This entirely new 
design of load compensating device combines 
a specially designed air chamber with the 
comfort, safety and stability of the famous 
Superide Shock Absorber. Superlifts can be 
inflated in seconds to provide rear-end lift; 
as simple as inflating a tire. 


Some load-compensating devices sacrifice 
riding comfort for load-lift, when not under 





SUPERLIFT 
completely adjustable, keeps 


under extra heavy rear-end loa 


a load. Superlift allows the shock absorber to 
function normally while air pressure lifts the 
load, levels the car, and gives additional 
road-smoothing action. When the load is re- 
moved, Superlifts can easily be deflated to 
provide the ride, comfort and safety car owners 
want during normal car use. 


Superlift has no springs to rattle, can’t lose 
shock action through accidental damage to 
the air chamber. And just two Superlifts are 
all you need to install to offer the exclusive 
90-day Money-Back Trial. 


Completely adjustable 
Normal ride safety and comfort when loaded and unloaded 


Superlift 


Air fully sealed from hydraulic fluid 


Can be installed with or without in-trunk inflation kit 
Full 90-day Money-Back Trial 





NOW...A COMPLETE NEW LINE THATS 
LOADED WITH PROFIT BUILDING FEATURES 


NEW SUPERLIFT for heavy rear-end loads 


- Exclusive, balanced, integrated air system + Can be installed with or without in-trunk inflation kit + Superior 
ride characteristics - Adjustable to extra load requirements - Small inventory, broad coverage—just 13 numbers 
cover 80% of popular U. S. cars - Simple part numbers + Colorful, sales-building packages . . . Ask your wholesaler 
about the 90-day Money-Back Trial offer. 


SUPERIDE for normal replacement use 


« Small inventory, broad-coverage—only 8 pairs cover 53% of popular U. S. cars; 16 pairs cover 78% + Simple three 
digit part numbers . . . Ask your wholesaler about the 90-day Money-Back Trial offer. 


...AND PLENTY OF SALES HELP TOO! 


SHOCK DISPLAY AND SERV- SUPERLIFT SELLER'S DEALER DECALS— HANDOUT LITERATURE 
ICE CART—All steel, rolls on GUIDE—Gives applica- Colorful, hard-selling —Sells the need fornew Pfere’s real customer- 


rubber tires; a complete tions and sales features; display on window or shocks while you're busy . F 

“shock department” that fits under cart lid, on wall lube bay door. elsewhere. attracting material de- 

stocks, displays, sells. or window. signed to boost your 
shock absorber business, 
build sales and profits! 





Here’s the line that really 
starts you on the road to 
profitable shock absorber 
business! New Superlift for 
heavy rear-end loads— 
Superide for normal replace- 
ment jobs. A combination 
stock means you get all the 
profit opportunities. Call 
your United Motors Service 
supplier for the whole story! 





J ~~ 7 = gi ¥ ’ z Ph 
TAILGATE BANNER—A POINT-OF-PURCHASE DRUM WRAPPER— SERVICE TOOL—Makes Advertised in the POST to 


shock “traveling salesman.” DISPLAY—Aimed at Shows customers where it easy to remove and help sell your customers. 
your Superlift prospects. worn-out shocks belong. replace bayonet types. 


PRODUCTS OF GENERAL MOTORS, DISTRIBUTED THROUGH 





AMA Endorses Action 
To Curb Brake Fluids 


| eae action to help curb the 
sale of substandard, unsafe brake 
fluids has been endorsed by the Au- 
tomobile Manufacturers Association. 

The manufacturers’ views on three 
bills concerning motor vehicle safety 
outlined in a statement before the 
house subcommittee on health and 
safety were: 

1.—Suggested that a brake fluid 
bill under consideration be amended 
to require that brake fluids shipped 
in interstate commerce be labeled to 
show they meet specifications of the 
Society of Automotive Engineers. 

2.—Recommended establishment of 
a technical advisory committee to 
help develop procedures for pro- 
curement of federal vehicles “incor- 
porating a selected list of available 
proven safety equipment as the sec- 
retary of commerce deems appropri- 
ate.” 

3.—Opposed as “unnecessary and 
impractical” a bill to impose federal 
standards on safety features of mo- 
tor vehicles sold, shipped or used in 
interstate commerce. 

The AMA said the brake fluid law 
it suggested would reinforce state 
and local enforcement efforts. It 
pointed out that the SAE has pub- 
lished brake fluid specifications for 
i5 years, on which regulations are 
based in 27 states and the District 
of Columbia. Such laws also are 
pending in four other states. 


‘‘Building’’ Customers 
(Continued from page 36) 


If a motorist drives in for wheel 
alignment or wheel balancing, for 
example, he inspects not only 
wheels but brakes, shock absorbers, 
spark plugs, mufflers and everything 
involved in the line of services his 
garage is scheduled to handle. 

He recommends that each wheel- 
alignment and wheel-balancing cus- 
tomer come back every 5,000 miles 
for new alignment, check and tire 
rotation. 

When asked about how he molli- 
fies a customer who complains about 
size of the bill he assesses for his 
safety work, Roger said, “I don’t 
have to. I forestall his complaint by 
telling him in advance about the 
possible cost of the work before he 
gives me the job. If he doesn’t give 
me time to work up an accurate 
estimate I give him a price that I 
know, without doubt, will be big 
enough to cover the needs, with 
the assurance that I will do my best 
to keep the cost below the stated 
figure. 
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“When he does get his bill show- 
ing a cost less than the superficial 
estimate, he is pleasantly surprised 
instead of complainingly disap- 
pointed.” 

Generally speaking, however, this 
garageman prefers to make a thor- 
ough inspection and get a careful 
estimate of costs before giving any 
cost figure to the customer. If, after 
stripping down a job, he runs into 
unexpected defects, he phones the 
customer, tells him of the discovery 
and gets his permission to correct 
the trouble at the stated cost. 


“It doesn’t pay to do anything 
half-way,” he says. “The garage 
operator will enjoy much more 
peace of mind by turning out a job 
he knows will stand up. even if the 
cost does seem high to the customer, 
than he will on a less-than-complete 
job about which he is certain to 
feel uneasy.” 

Although some car owners may 
hesitate over his cost estimates, 
Roger makes it up to them in other 
ways if they go ahead and have the 
work done. He not only saves him- 
self many kickbacks on his service, 

















“Next time 
you shape 
an Everbend 
Tail Pipe 
use your knee!” 














You don’t have to stock hundreds of tail pipes! 
No. TP-6 Dealer Display contains only 6 pipes 
to handle over 90° of your tail pipe replacement 
needs! Enables you to have the right pipe on 


hand at all times. 


asa 
ALUMINICEE ay 


A740: 15,75 


¢ Shapes easily by hand, or with Everbend Bending 


Tool—WITHOUT HEAT! 


¢ Takes up only 2 feet of space! Pipes store straight! 


¢ Approved in every state! 


¢ Seamless, one-piece, non-spiral construction! 


* Leakproof, vibration-proof! 


¢ Can’t break, open up, or come apart! 


Order from your Everhot Jobber today! 


EVERHOT PRODUCTS COMPANY 


2001-9 West Carroll Avenue 


Chicago 12, Illinois 


Want more facts? Use Reader Service Card Page 105 





but when the job holds up he usu- 
ally gets a repeat customer who 
becomes less and less price-con- 
scious as repeat jobs continue to 
make good. 

He gives many minor free serv- 
ices, such as putting in a new bulb, 
setting a carburetor up, tightening 
fan belts, etc. One man drove in 
with an oil leak due to a careless 
tightening and gasket job at an- 
other garage. Roger put on a new 
gasket and adjusted the trouble 
without charge. 

In order to hold his reputation 


for safety service he keeps only 
well-skilled, well-trained mechan- 
ics. He has two, one of whom has 
had 34 years’ experience. Both he 
and the mechanics attend up to five 
or six schools a year by manufac- 
turers and suppliers. 

He also stresses efficient, reliable 
parts and shop equipment. He uses 
the most durable brake lining he 
has tested over many years. 

Whenever the occasion justifies it, 
he puts each car through a road- 
test with the owner and draws the 
owner’s attention to anything that 





GUARDING YOUR PROFITS 
because they ie priced 24% to 66% Lower 


than facto! 


lit 


> 


duplicates 


NON.-DETERIORATING FIBERGLASS 
INSULATION 
. HEAVY DUTY GARD*KOTE STEEL CASE AND 


™. END CAPS 


EXCLUSIVE TURBO.JET DIFFUSER 


SCIENTIFICALLY LOUVERED 
INNER CORES 


Cfrand CJuiel lone 


«GARD KOTE 


RUST-RESISTANT ALLOY COATED STEEL CASE 
AND END CAPS (INSIDE and OUTSIDE) 


Add longer lasting protection against 
rust and corrosion to time-tested effi- 
ciency plus acceptable tone... straight- 
thru fuel economy . . . lower cost... 
“Turbo-Jet” sound control without cut- 
ting down power! Extra “sell” galore! 


Write today for CATALOGS AND PRICES that 
include popular Chrome Side Pipes and Lakes 
Pipes 


BA 
NK ON fast turnover in Grand 


DUAL EXHAUST SYSTEMS 


Elimination of dual exhausts 
i, 


easy to sell so 


* $0 easy to install, 


AUTOMOTIVE PRODUCTS, Inc. 


5310 W. 66th St. °© 
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Chicago 38, Illinois 





needs watching to insure safety. 

Roger runs two small display ads 
in the local city papers every week. 
Some of these emphasize safety. The 
newspaper representative who calls 
on him regularly to work out his ads 
was so greatly impressed with his 
safety program he became a regular 
customer. He has been coming back 
regularly for eight years to the 
Roger King Garage and the adver- 
tising representative has sent him 
many other customers. 

“Dozens of people, when they 
come in for the first time, say ‘I saw 
your ad and decided to try you 
out,’” he said. “If I didn’t get more 
than one new customer a week as 
a result of these ads, I feel they 
would be well worth the cost. One 
new customer who keeps repeating 
will pay for a lot of advertising.” 


16 Southerners Are Elected 
To American Motors Board 


IXTEEN Southerners who have 

been elected to the American 
Motors Corp. Dealer Advisory Board 
are: 

Roy Bridges of Birmingham, Ala., 
H. Trudell Yonce, Sr., of Columbia 
S. C.; Roy A. Cruze of Knoxville, 
Tenn.; Jay E. Battenfield of Amaril- 
lo, Texas; G. Y. Luke of Arlington, 
Texas; Ed Mooney of Albuquerque, 
N. M.; Carl F. Schmidt, Sr., of Mel- 
bourne, Fla.; Gordon Nichols of St. 
Petersburg, Fla. 

Gil Webber and Davil L. Barnes, 
both of Kansas City, Mo.; M. C. 
Bledsoe, III, of Shreveport, La.; M 
L. England of Fort Smith, Ark.; John 
O. Vincel of St. Louis, Mo.; W. H 
Behle of Hazelwood, Mo.; W. P. Wil- 
liams of Washington, D. C., and 
Harry W. Bendall of Alexandria, Va. 


Kaas Dies in Winter Haven 


William B. Kaas of Winter Haven 
Motor Sales, Inc. (Lincoln-Mer- 
cury), Winter Haven, Fla., died re- 
cently. He moved to Florida in 1957 
and opened his dealership at that 
time. 


Mack White Dies in Tulsa 
Mack Naron White, 62, owner of 


the former Mac’s Super Service 
Oldsmobile Agency in Cushing, 
Okla., died recently in Tulsa. He 
moved to Oklahoma in 1910 and to 
Cushing in 1921. 


Frizzell Dies in Florida 
A. C. Frizzell of Punta Gorda 


Motor Sales, Inc. (Ford-Mercury), 
Punta Gorda, Fla., died recently. 
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Marson’s 


New 


a 


N 


We 


lack: Smith 


> Body Filler 


Smashes 


af <a 


Dollar for dollar, you get MORE with 
BLACK-SMITH on the job! No odor, no 
skin irritation. Won't shrink, crack or cor- 
rode — resists acids, alkalies, gasoline 
and water. Conforms and gives with the 
metal, even under severe impact. A supe- 
rior body filler at a very favorable price! 


Check all these quality 
features! 


Excellent flexibility and adhesion 
Very low dust factor 

Non-toxic cream hardener 
Impact resistant 

Rapid cure 


No pinholes 


Another Big 
One from 
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quarts 
and gallons 


Revere 51, Mass. Write Department SAJ-5 for complete details 
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Dear Bill, 

You’re right as rain on that count, ») THE putes bik pudob 
Doc. It’s hard for us mechanic-types = 
to sell intangibles. In fact, we've 
proved it time after time in almost . its 
every type of service and material : 
we merchandise from the service re- 
ception floor. 

If we can get the customer to look 
at, feel or fall over the subject of 
our sales pitch, we’ve got a chance. 
But let it get out of sight where we 
have to talk it up with nothing but 
gestures and we're lost. 

So our “specials” each month are 

















dramatized by some sort of display 
to help us show the customer that 
we have just what he needs. At first 
we got the bright idea of trying to 
display by bits and pieces and post- 
ers our full line of goodies, and 
make it permanent. We found this 


Ris £ wasn’t nearly as impressive as our 

looking vi the punch line for the month. 
: * With a general conglomeration in 
greatest advance LL the same place all the time, the 
customers got used to seeing it and 


safety iV//1A 4 hydra VT paid it no mind. With something 

new and different each time, it 

brakeer -< — caught their attention and gave them 

. . kite but a single decision to make. It 

; ; also better impressed this on their 

mind for future purchase than the 
scattergun type of display. 

Right now we are making our 
appearance tune-up drive which is 
usually effective, since customers 
are more appearance-conscious at 
this time of year. Since we don’t 
have our body shop in the same 
building so the customer can see the 
work under way, we've experi- 
mented with having different opera- 
tions going on in one of our quick- 
service stalls adjoining the reception 
area. 

We've had the seat cover serving 


SAFETY BRAKE machine, sheet metal jig, sanding 
* and polishing gadgets with teams 
at work on a regular job, and then 

DEVICE have had one of our finished bar- 


gain paint jobs and seat cover in- 
automatically TAKES OVER WHEN A BREAK IN | _ Stallations on display with large 
price tags on them, Pertinent acces- 


THE LINE OCCURS . . . FRONT OR REAR... sory items—tires and the like—com- 
PREVENTS TOTAL BRAKE FAILURE! plete the display. 


Announced only a few months ago, editorial comment created an avalanche of potential customers who want Regardless of what the Gustener 
to know, “Where can we buy it?” This amazing and foolproof device is a “must” for every vehicle with drove in for, he gets an estimate for 
hydraulic brakes. Nothing can ever go wrong with it . . . takes less than 30 minutes to install and provides whatever type of appearance job we 
low cost “life insurance” every driver can afford. That is why Liberty Mutual Insurance Company safety- aa » ‘amid . : ' , 
engineers choose the SBD* In-the-Line *SAFETY BRAKE DEVICE for installation on their Survival Car! fee 1 he might go for. Anything from 
sg wascunemans onan a ding and spot job to a complete 


paint job is priced for him, and if he 
shows interest, then we are ready to 
go. 
If he’s not in the mood, we feel 
nial 2 Se Pm Other pore ite Te aga that we’ve better impressed him 
ALEX MANUFACTURING CORP. + BUILDING 196 +N. Y. INTERNATIONAL AIRPORT + JAMAICA, 30, N. Y. with our capability and desire to 
take care of this type work for 
him. He’s more likely to think of us 
at some future time when he does 
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COMPLETE TUNG-SOL HEAVY DUTY LINE CREATES 


New Standards for Lighting Dependability 


Heavy Duty performance comes from Tung-Sol Filament Design 


The most durable headlamp filaments ever developed provide the 
extra long life characteristic of Tung-Sol Heavy Duty Headlamps. 


Sturdy twin filaments, 

A) Long life made of special thori- 

V7? filament ated wire and connected 

AV / in series, deliver up to 
’ . threetimes more service. 


e— 


Ceramic 631 


collar —*__ Anti-vibration 
~ fog cap mount 


Now you can provide your fleet accounts with a complete 
line of lamps and flashers designed expressly for the ex~- 
tremely rough service conditions encountered by trucks, off- 
highway equipment, police, fire, emergency vehicles and 
passenger car fleets. Suggest to your fleet accounts that they 


install this complete line on each vehicle. 
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Double-anchored fila- High impact-resistant Up to 6 Lamp Signaling 


ment of thoriated wire filament helps to pro- 

provides triple average duce service life up to 

service life. three times ordinary §35 
lamps. 


* D 


wv 
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Capacity 
536 537 550 


Tung-Sol Heavy 
Duty Flashers pro- 
vide exceptionally 
long life in meeting 
signaling require- 
ments from two to 
six lamps. 


G) TUNG-SOL 
HEAVY DUTY 


LAMPS e FLASHERS 





want appearance or collision service. 

We are already preparing our 
safety drive display for next month. 
The brake department is mounting 
a complete life-size brake system 
on a board. Worn parts that fre- 
quently require replacement on 
brake jobs are then grouped in the 
area to show the customers what 
they may expect to find in an in- 
spection. In the past we found this 
display helped sell complete brake 
service, not merely linings. We'll 
also have electrical and steering 
items displayed for this safety serv- 


ice drive. 

In this business we are competing 
with “specialists” who are bucking 
for the same service buck that we 
are. The best way to outsell them is 
to use every tool we have to help us 
sell the customer that we are spe- 
cialists in the item he needs. This 
has been the most effective method 
of showing him so he won't forget. 
And, needless to say, it helps sell 
the complete job on the spot for our 
shop. 

Yrs, 
Ed. 

















THE PERFECT COMBINATION 


A champion delivers his best every time...so it is with 
L & S Bearings. For all automotive replacement jobs... 
including imported cars...dealers are turning to the 
reliable L & S Bearing line. The perfect combination for 
dependable service is progressive dealers and a complete 


stock of L & S Bearings. 


L&S BEARINGS 


L&S BEARING CO. OKLAHOMA CITY, OKLAHOMA 
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CAN YOU ADD? 


Do you know how to add simple 
figures? Maybe you do, but before 
you read any further, grab a piece of 
paper and conceal all the figures 
which follow below. 

Now uncover the first two sets of 
figures. Add them out loud. Then 
drop to the next figure and add out 
loud. Continue to the end. 


1,000 
20 


? 


If you said 5,000, don’t feel bad. 
That’s what most people will say. If 
you had the advantage of seeing all 
the figures at one glance, perhaps you 
did come out with the correct figure 
of 4,090. But try it on your friends, 
letting them see only the first two 
figures and then exposing the subse- 
quent figures as they add out loud. 

SAJ editors tried this on a couple 
dozen folks and only one got the 
correct answer. 


Perfect Circle Acquires 
Interest in France 


gaged Circle Corp. has acquired 
a substantial financial interest in 
Floquet-Monopole, S. A., 
French manufacturer of piston rings, 
pistons, valves and sleeves, accord- 
ing to William B. Prosser, Perfect 
Circle president, and Jean de Mont- 
remy, director general of the French 
firm. 

Established in 1920, Floquet- 
Monopole has plants in Marcilly, 
Liancourt, Rouelles (Le Havre) and 
Poissy, where the main plant and 
headquarters are situated. Twelve 
hundred people are employed in the 
four operations. 

Perfect Circle piston rings will be 
manufactured under license by Flo- 
quet-Monopole on machines of Per- 
fect Circle design, which will be 
built in Europe. Plans call for con- 
struction of a factory at Dreux, about 
50 miles from Paris. 


largest 
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We don’t! They’re adjustment screws used in many volt- 
age regulators—and after a period of time, road shock 
and engine vibration may work them loose until factory 
calibration is changed. The result in many instances: a 
worn-out generator! 

MOTORCRAFT regulators are calibrated by adjusting a 
metal arm. The position of this arm determines the point 
at which the contacts close. Thus, factory calibration 
remains the same . . . no matter how many times your 
customers drive over bumpy roads. 

And for long, corrosion-resistant life, MOTORCRAFT 
voltage regulators have an exclusive heavy cadmium 
plating which is applied to all steel parts. 

Quality design and engineering like this is typical of 
all the parts in the fast-moving MOTORCRAFT line. 


SERVIGE PARTS BY cover a wide range for 
electrical, ignition and 

carburetor tune-up and 

MOTORCRAFT ©.""2.: 
available at leading 

parts suppliers every- 

where. To keep your customers’ Ford-built vehicles performing at 


their best... use the highest quality replacement parts available! 
MOTORCRAFT parts are built to back up your best work! 


QUALITY-BUILT TO PERFORM BETTER....LONGER 
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John Dykstra, (left) former vice presi- 
dent—manufacturing, of Ford Motor 
Co., has been elected president, Chair- 
man of the Board Henry Ford Il (right) 
announced. Ford had been both chair- 
man and president since Robert S. Mc- 
Namara resigned Jan. 3 as president 
to become secretary of defense. A di- 
rector since 1958, Dykstra joined the 
company as a manufacturing executive 
in 1947. He was elected a vice presi- 
dent in 1950. The 44-year veteran in 
the automotive industry is Ford's sixth 
president since the company was 
founded in 1903. Born at Steins, Hol- 
land, April 16, 1898, Dykstra began 
his automotive career in 1914 when 
he became an apprentice die muker. 
In 1919, following service in World 
* War I, he joined the Clayton and 

Revo utiona r Lambert Mfg. Co., which later was 
y purchased by Hudson Motor Car Co. 

He began a 13-year association with 

Oldsmobile in 1934, advancing in 


new 1941 to manufacturing manager, a 





Esso Distributes 


Load-Absorber |“... 


War’s Centennial was mailed to 
about 900,000 customers by Esso 
(5 dealers in 18 Eastern and Southern 


Lets your customers states the week following the 100th 
anniversary of the firing on Fort 


PAT. APPL'D. FOR 


e e Sumter, which occurred on April 12, 
ride on air! 1861, and was a preliminary to the 
war's start. 
One hundred and ten shrines, 
A really new product you can shout events and battlefields provide ma- 
é terial for the map, which was a two- 
! ’ 
about! Golden Glide Load-Absorbers year project for the Esso Division of 
combine an oversize shock absorber with Humble Oil & Refining Co. and its 
an air spring i it. . mapmakers, the General Drafting 
‘ pein nit teh — They —— . Co. of Convent Station, N. J. 

car’s load-carrying capacity at no sacrifice Besides the pictorial “history” of 
in riding comfort. Load-Absorbers always the war, the map includes 12 large- 
: . : scale maps of major battlefields, 
deliver the ideal ride—loaded heavy or showing the deployment of Confed- 
light. They provide gentle, soft cushioning, erate and Union forces; a combined 


plus added stability. No wheel “chatter” map locating all 12 of the key army 
campaigns; a 2,000-word chronolog- 


on bumpy roads. Just a velvet-smooth ical summary of decisions and events 
ride under all road conditions. Contact of the war by Southern historian 
your jobber today for full details. 365 roid Pon ode wae a ae 
strategy of the war. 

The battlefield maps include An- 
tietam, Bull Run (first and second), 
Chickamauga, Gettysburg, Pea 
Ridge, Shiloh and Vicksburg, among 
others. 

Serious events and some not so 
serious are covered in the two-by- 
three-foot map, copies of which will 


THE GOLDEN GLIDE be available, in a limited number, at 
SHOCK ABSORBER COMPANY Esso marketing division headquar- 


. ters in Baltimore, Charlotte, N. C., 
Cleveland 15, Ohio Memphis, New Orleans and Rich- 
mond. 
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No depth gauge needed 
No shims needed 








American Hammered’s stainless steel oil ring is a simple, 3-piece ring . . . self- 
expanding not dependent on the bottom of the ring groove for tension. 
Therefore, it is not affected by variations in ring groove depth e No depth 
gauges, shims, or extra spring needed. No time wasted—no mistake getting the 


wrong set. American Hammered, Automotive Replacement Division, Sealed 
Power Corp., Muskegon, Michigan. 


— 


— = 


U.S, Pat. No. 2,789,872 


AMERICAN HAMMERED 


Cas = stainless steel oil rings 
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ION & ELECTRICAL PARTS - HYDRAULIC & POWER BRAKE PARTS - BRAKE CABLES - BRAKE FLUID - SPEEDOMETER CABLES 


New officers and directors of IGAT 
are (I. to r.): seated, Henry Mitchell 
of Wichita Falls, recording secretary; 
Edward Archer of Waco, outgoing 
president; C. J. Pinkston of Port Ar- 
thur, president; Lovis Wallace of Lub- 
bock and Hugo Makowski of Waco, 
vice presidents; standing, Mack Ma- 
theny of Corpus Christi and F. J. 
Weinzel of Houston, directors; Owens 
Rogers of Plainview, sergeant-at- 
arms; Bob Ratliff of Denton, director; 
A. Breaux of Port Arthur, conductor, 
and Jess Allman, member of the ex- 
ecutive board. Not shown are Alien 
Richey of Austin, who was named 
executive secretary, and Frank Lopez 
of Austin, renamed secretary-treas- 
urer. 


IGAT (Texas Garagemen) 
Okay Retail Sales Tax 


A STATE retail sales tax was en- 
dorsed, its state headquarters 
structure was reorganized and an 
executive secretary was hired during 
the April 7-9 spring convention of 
delegates of the Independent Ga- 
ragemen’s Association of Texas at 
San Antonio’s Granada Hotel. 

A general assembly at 1 p.m. on 
the first day signaled the beginning 
of what was regarded as the most 
eventful three days in the organiza- 
tion’s history. Without debate and 
with only a minimum of discussion, 
the power to run the association was 
transferred from the general assem- 
bly to a 12-man executive board. 
Following this action the convention 
moved without incident to a record 
10 a.m. adjournment on the final day. 

The decision to back a general 
sales tax came after delegates heard 
G. C. Morris of Austin, executive 
director of the Automotive Whole- 
salers of Texas, describe the only 
other apparent choice to be “a selec- 
tive tax, which would fall directly on 
the automotive industry.” 

C. J. Pinkston of Port Arthur was 
elected president, while Hugo Ma- 
kowski, Waco, and Louis Wallace, 
Lubbock, were named vice presi- 
dents. 

Other new officers include Henry 
Mitchell, Wichita Falls, recording 
secretary, and Owens Rogers, Plain- 
view, sergeant-at-arms. Only officer 
renamed to office was Frank Lopez, 
Austin, secretary-treasurer. 

Allen Richey, managing editor of 
The Independent Garageman, official 
publication of the Independent Ga- 
ragemen’s Association of Texas since 
1952, was named executive secretary 
at an executive board meeting held 
after the convention was adjourned. 

Delegates voted to drop one of the 
association’s semi-annual conven- 
tions. The next state meeting, orig- 
inally scheduled for Houston in Sep- 
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Out of 3° Needs a 


PLANET 


Arm Lubricating Kit 
to End Rocker Arm Oil Starvation 


Chev. Kit 


NO DRILLING 





Well over One-Third of Ali Cars 








In Less Than One Hour 
. a Pleased Customer 
. @ Fast Profit! 


Everybody profits with Planet Kits. 


Service Stations make a sweet sale of 
service and parts ... assembled in less 
than one hour . . . no drilling, tapping 
or tube cutting. Top quality materials. 
Illustrated instructions in every kit. 


Drivers save expensive repair charges as 
rocker arms and push rods receive the 


added oil they need. 


Coupon will bring you descriptive litera- 
ture, prices. Send it today! 


FREE INFORMATION COUPON - 


Planet Metal Products Corp., 966 Dean Street, Brooklyn 38, N.Y 


Please send me catalog sheet and prices of Rocker Arm Lubricating Kits 


Name 
Address 


Distributor's Name 


PLANET We Nae 10) 9) 8 eee) ite) 7 vile). 
964-968 DEAN STREET, BROOKLYN 38, N. Y., U.S.A 
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tember, was moved to April 1962. 
In an awards ceremony, Mitchell 
was named “outstanding garage 
owner of Texas” and the Waco chap- 
ter was cited for its work during 
1960. Other awards went to Rogers, 
“outstanding local president,” and 
Edward Archer, Waco, outgoing 
president, for “meritorious service.” 
Speakers in addition to Morris 
were Wayland Worley, a San An- 
tonio public relations man, and Wil- 
liam E. Bryant, field representative 
for the U. S. Department of Labor, 
who was recently selected as co- 


ordinator for the association’s ap- 
prenticeship training program. 

Helping sponsor the convention 
were the Booster Clubs of Houston 
(B-34) and San Antonio (B-48), 
along with the Automotive Whole- 
salers of San Antonio. Several 
manufacturers occupied exhibit 
booths during the three-day meet- 
ing, whose enrollment approximated 
175. 

IGAT is the veteran association of 
Texas garagemen. It is unaffiliated 
with any national group. Local chap- 
ters operate in a number of cities. 





TO HELP YOU SELL MORE MAC'S IN 1961 


“Now here’s the plan, Seymour. You go along 
punching little holes in radiators, and I’ll come 
along selling Mac’s Sealer & Stop Leak*.” 





*Just about everybody knows Mac’s 
Sealer & Stop Leak is the best product 





to stop radiator leaks fast—even 20 Ib. 
high-pressure leaks. And it’s hard to 
find a service station that doesn’t carry 


Mac’s. 


A whole series of sales-making ads like this one will 
be telling the story of Mac’s famous radiator products 
(MAC’S NO. 13, SEALER & STOP LEAK, COOL- 
ING SYSTEM CLEANSER) month after month in: 


TRUE - PLAYBOY - FIELD & STREAM - 
SPORTS AFIELD - OUTDOOR LIFE - 
MOTOR TREND - POPULAR MECHANICS - 
POPULAR SCIENCE « «« men’s magazines that 


reach your best customers regularly. Watch for them! 
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Chrysler Division Chief 
Cites Sales Incline 


| Shancmew Division’s sales were 
running 19.3% last month above 
the previous model year and its share 
of the market is greater than that of 
any other medium-priced, full-size 
car. 

That’s what C. E. Briggs, Chrysler 
Corp. vice president and general 
manager of the Chrysler and Im- 
perial Division, pointed out at Los 
Angeles. 

“Daily rate of sales of Chrysle 
automobiles for the first ten days of 
April was the highest of any ten-day 
period since October 1957,” Briggs 
said. Demand, he added, called for 
full production for all of April and 
May with the exception of one week 
for transferring Imperial produc- 
tion to new facilities. 

Briggs credited the Newport, 
Chrysler’s lower price, full-size car, 


Vice President Briggs 


for much of the division’s sales gain. 

“We decided we could give cus- 
tomers more real value in a lower- 
priced, full-size car than if we had 
tried to build a separate compact cai 
with all its multi-million-dollar 
styling, tooling and marketing cost,” 
Briggs said. “Chrysler owners ap- 
preciate the fact that we have not 
diluted the prestige of our line with 
a compact edition.” He reported the 
Newport is currently accounting for 
66% of Chrysler orders. 

Briggs noted that national used- 
car stocks in the hands of franchised 
dealers had declined to a five-year 
low, offering the prospect of good 
trade-in values for motorists plan- 
ning to buy new cars during the pe- 
riod immediately ahead. 

He said dealer inventories of 
Chrysler cars stood at about 15,000 
units. He expressed the belief that 
18,000 would be a better figure to en- 
able dealers to realize fully selling 
opportunities in the spring market. 
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Never before 
an automotive finish 
like NEW quick-drying 





ARCO 45 with VIODYNE 


It actually combats the destructive effects 
of sunlight...retains its original gloss and 
color for years in any climate 














And now ARCO 45 
is available for the first .@2 W@ 0. win BG. 
time on this space- 2 ee a oo et 
saving Color Bar a w ’ 
offering an unlimited 
range of colors! 





THE ARCO COMPANY 
Dept. 101, 7301 Bessemer Avenue + Cleveland 27, Ohio 


ils 


Gentlemen: 
Please send me complete information on ARCO 45 with VIODYNE. 


[CO 


PAINTS 


NAME_ renee 


upon for further deta 
on ARCO 45 


COMPANY ee Se 
A division of 


AMERICAN-MARIETTA Company 
7301 Bessemer Ave - Cleveland, Ohio 


ADDRESS itesiiamanieinnctinadiinivt ——— _ 


Mail co 


ee STATE jaca 





you get 
your 
Chevy parts at your 
Chevrolet 
 dealer’s! 
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Your Chevrolet dealer is a speed demon when it comes to getting Chevy car and truck parts off the shelves 
and onto the job. He's either got them on hand or he can get them in a hurry from the factory warehouse. 
Which is why he's known in the trade as Mr. P.D.Q. (short for Parts Delivered Quick). What's more, you can 
count on top value for the money when you order genuine Chevrolet parts from your Chevy dealer. Because 
that word GENUINE means they're built especially for Chevrolets. Precision built to fit right. Durably built of 
quality materials to give trouble-free service. Result: your job is easier .. . your customers are 

satisfied... your business benefits all the way around. When you can get this kind of service, what GM 
better reason could you have for bringing your business to your Chevrolet dealer? . . . Chevrolet Pcvievaoust | 


Division of General Motors, Detroit 2, Michigan. “PARTS 


there’s no business like Chevrolet business ... make your Chevy dealer your partner in service! 
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FREE! 


HELPFUL 
BOOKLETS 











On this and the following pages is an excellent selection of free Auto- 
motive literature. List numbers of those desired on the coupon and mail 
to SOUTHERN AUTOMOTIVE JOURNAL. 





VENTILATED CUSHIONS—Complete 
104 merchandising program on _ Kool 
Kooshions, including handsome wire display 
rack, full color catalog sheets, other adver- 
tising on complete Kool Kooshion line. Kool 
Kooshion Mfg. Co., Dyersburg, Tenn. 


WAGNER AIR BRAKE AND ROTARY 
105 AIR COMPRESSOR BULLETIN—Dis- 
cusses in detail straight air and air-over-hy- 
draulic air braking systems. Contains an ex- 
planation of the operation of the Wagner Ro- 
tary Air Compressor complete with diagrams, 
cross section drawings, and photographs. Lists 
by catalog numbers component parts as well 
as field installation kits. Write for Catalog 
KU-201, Wagner Electric Corporation, 6362 
Plymouth Avenue, St. Louis 14, Missouri. 


CAP MERCHANDISER—How to in- 
106 crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 


ELECTRICAL EQUIPMENT FOR 1960 
108 


PASSENGER CARS—New booklet, 
fully illustrated covers description of units 
as well as servicing and adjustments of 
charging circuit, starting circuit and ignition 
circuit. Also covers D.C. and A.C. Genera- 
tors. Delco-Remy Div., Technical Literature 
Section, Anderson, Ind. 


AMMCO BRAKE SERVICE, ENGINE 
109 REPAIR, AND HONING TOOLS 
AND EQUIPMENT — Catalogs, describing 
the Ammco line of brake drum lathes, brake 
shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
pin fitting honing machines, small bore 
hones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammco Tools, Inc., 2110 Commonwealth 
Ave., North Chicago, Il. 


SOUND SLIDE FILM — Entitled 
| | “Automotive Wheel Bearings” is the 
first in a series of audio-visual aids designed 
to provide bearing salesman, servicemen 
and replacement parts men with practical 
and useful information on various applica- 
tions for ball, roller and engine bearings 
and on oil seals. Federal-Mogul Service, 
11031 Shoemaker Ave., Detroit 13, Mich. 


| 14 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, 
illustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet. American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


REMANUFACTURED ENGINE BRO- 
| | 6 CHURE—New 6 page folder helps sell 
vehicle owners on the many advantages of 
remanufactured engines. The back provides 
space for the installer, the jobber, or the 
rebuilder to imprint his name. It provides an 
excellent sales aid piece for engine rebuilders 
and their jobbers to supply to service out- 
lets installing engines. Muskegon Piston Ring 
Co., Muskegon, Mich 


| 18 BRAKE SERVICE GUIDE—Complete 


instuctions for inspecting, flushing 
and bleeding the brake system. Handy trou- 


104 


ble check chart. Write for Bulletin HU-411 
Wagner Electric Corp., 6362 Plymouth Ave., 
St. Louis 33, Mo. 


125 STANDARD DUTY GENERATOR 
REGULATORS—A 16-page 8'2 x 11 
inch booklet covering the operation and 
maintenance of Deco-Remy regulators. (62 
pictures) Contains illustrations showing va- 
rious steps of adjustment. Will help auto- 
motive electricians understand and service 
regulators. Delco-Remy Service Department, 
Anderson, Indiana. 


133 CATALOG NO. 56—Features more 
than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc. 6190 
Maple Ave., St. Louis 14, Mo. 


| 34 MOOG RINGLINER— Illustrated piston 

ring catalog carries listings and prod- 
uct information on complete line of Moog 
cast iron, partial chrome and Chrome Plus 
lines. Moog Industries, Inc., 6650 Easton 
Ave., St. Louis 14, Mo. 


138 PLUG CHEK—A colorful wall banner 
showing condition of spark plugs un- 
der various driving conditions. This service 
tool is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Autolite Co., Toledo 1, Ohio. 


140 PRESSURIZED COOLING SYSTEM— 
Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 


14] MOOG STREAMLINER CATALOG— 
Carries exploded views, detail illus- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles, shock links, 
tie rod ends, drag links, king bolts, coil 
springs and other coil action parts for cars 
and trucks. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


142 1958 MUFFLER CATALOG SUPPLE- 
MENT—Lists high efficiency mufflers 
and dual exhaust equipment for each model 
of 1958 cars. Grand Automotive Products, 
2055 N. Ruby St., Melrose Park, Il. 


14 TIRE & TUBE REPAIR MATERIALS 

are listed in this new 12-page catalog 
Gives the complete line offered and also the 
stock numbers, quantity in package and the 
shipping weight. Ace Rubber Co., P.O. Box 
6147, Dallas, Texas. 


| 55 MAKE MORE SALES ALL OVER THE 

LOT—Attractive 2-color folder shows 
how to increase gas, oil and TBA sales and 
turn new customers into steadies. Pullman 
Vacuum Cleaner Corp., Dept. P, 25 Buick 
St., Boston 15, Mass. 


| 63 TIRE TOOL CATALOG—Sheets show 

you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should 
be used to most profitable advantage. Ken 
Tool Mfg. Co., 768 E. North St., Akron, Ohio. 


| 65 SPARK PLUG SERVICE & INSTAL- 

LATION MANUAL, FORM 7K—18- 
page booklet gives type, construction, size, 
heat range, and service procedure of spark 
plugs. Also deals with spark plug tools and 


special installations, analyzes service con- 
ditions, gives hints for selling spark plugs, 
etc. Champion Spark Plug Co., Toledo, Ohio 


167 1960 LAMP & FLASHER SERVICING 
GUIDE—Includes following informa- 
tion: Vision-aid headlamp information, aim- 
ing instructions, installation instructions for 
sealed beams and miniatures, complete auto 
lighting service, servicing directional signals, 
and specifications for 1946-60 American and 
European cars. Tung-Sol Electric, Inc., 95 
8th Avenue, Newark, N.J. 


17 A-1919 FUEL PUMP SHOP MANUAL 

—Contains the operation, testing, re- 
pair, installation and removal of fuel and 
vacuum pumps. D. Dwyer, AC Spark Plug 
Div., Flint 2, Mich. 


| 73 HYDRAULIC PARTS—Complete mas- 
, ter catalog of the complete line of 
Eis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


175 A-1920 SPARK PLUG SHOP MAN- 
UAL—Contains inspection, cleaning 
and installation procedures as well as spark 
plug heat range system. D. Dwyer, AC Spark 
Plug Division, Flint 2, Mich. 


179 A-2446 CHART—(In full color) I- 
lustrating “What Your Spark Plugs 
Can Tell You About Your Engine.” — 

Dwyer, AC Spark Plug Div., Flint 2, Mich. 


18 BADGE-O-RAMA PROFIT KIT—83 
piece profit kit of eye-catching 
badges, a different one for each week of 
the year given free with Pullman Vac- 
mobile. Pinned to attendant’s shirt these 
silent salesmen promote seasonal TBA items 
at customer’s eye level. For sample badge 
and full information write Pullman Vacuum 
Cleaner Corp., 25 Buick St., Boston, Mass., 
Dept. SAJ. 


184 NEW ILLUSTRATED CATALOG of 
polishing and washing accessories 
Includes information on M-19 Polishers 
Dust Cloths, Synthetic and Wool Wash Mitts, 
Domestic and Imported Chamois, Buffing 
Discs and Bonnetts, B-335 Cutting Pads. Pit- 
Bar Mfg. Co., 3311 E. 45th St., Los Angeles 
58, Calif. 


185 PRESCRIPTION FOR BETTER EN- 
GINE OVERHAULS—16 page booklet 
contains information on how to diagnose a 
case of excessive oil consumption and how 
to make the necessary corrections. Perfect 
Circle Corp., Hagerstown, Ind. 


FILTER CATALOG—offers details on 
| 86 complete line of oil, air, fuel and cool- 
ing system filters. Lee Filter Corp., Tal- 
madge Rd., Edison, N.J. 


18 BRAKE PRODUCTS — Booklet gives 

you 20 pages full information on how 
Raybestos seodeals lick heat and wear prob- 
lems. Includes the steps in the Raybestos 
7-point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


| ELECTRICAL TUNE-UP TESTING 
88 EQUIPMENT CATALOG NO. 100 DB 
—Gives full information on each testing 
equipment item in the entire Herbrand line 
Includes details on such items as Power 
Timing Lights, Compression Gauges, Neon 
Tube Timing Lights, Tachometers and others 
Herbrand Div., Fremont, Ohio. 


GENERAL PAINTING INSTRUC- 
189 TIONS—Form 6053 covers finishing 
of passenger cars or commercial vehicles 
in lacquer or enamel finish. Gives full details 
for any surface including preparation of 
same. itzler Color Division, 8000 W. Chi- 
cago Ave., Detroit 4, Mich. 


BATTERY TESTING PROCEDURE 
197 Fully illustrated booklet gives step 
by step outline of fast, simple and accurate 
battery testing procedure. Also gives list of 
recommended testing equipment to have on 
hand. Delco-Remy Div., Technical Literature 
Section, Anderson, Ind. 


THE SERVICE STORY ON SHOCK 
206 ABSORBERS—handbook points out 
that one of every four cars on the road is 
in need of some kind of shock absorber 
service. It illustrates proper servicing pro- 
cedures, including importance of periodic 
inspection of shock absorbers on air suspen- 
sion cars. It is designed to simplify shock 
absorber installations. United Motors Service 
Div., 3044 W Grand Blvd., Detroit 2, Mich 
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More valves are ground on 


4; j 0 L} Xeauipment 


than all other kinds combined 


No. 645L 
Valve Grinding 
Machine 


No. 1680 
At.) ° Aircraft Wet Valve 
ot banat my Seat Grinding Machine 


o@e¢060 08 668-464-680) 6 2: Oe 





No. 682L No. 1750BB 7 No. 1675B 


B 
Valve Face Valve Seat , Aircraft Valve Seat 
Grinding Machine Grinder Set Grinder Set 


Ever since valve grinding equipment has been for aircraft radial engines. There’s a complete 
made, men who lay down their hard, cold line of S1oux valve servicing equipment for 
cash, have been using, comparing, testing. The —_ small engines. And for everything in between. 
result? More Sioux valve grinding equipment oT Oy aeons of the @ Cetelee ¢ 

is in use than all other kinds combined! It’s way ae © BO EHOUE NETRWE Ste 
preferred for precision, for length and breadth devoted to illustrations, descriptive matter, 
of line, for incomparable long life. There’s and specifications on valve servicing equip- 
S1oux equipment for the biggest diesel. Sioux ment. There is no better place to turn for 
alone makes a wet valve face grinding machine information and help than to Sioux. 


Akek ror the 190) cartaog/ 
ALBERTSON & CO., INC, s10uXx cry, ows, us. 


Factory branch—575 Connecticut Ave., South Norwalk, Conn. 
Canadian Warehouse—379 Comstock Rd., Scarborough, Toronto, Ont. 
Sold through Distributors in U.S., Canada, and Overseas 


Consult the yellow pages under “Tools, Electric” for U. S. Distributors 


4 AIR AND ELECTRIC IMPACT WRENCHES e¢ DRILLS ¢ SCREWDRIVERS « NUT RUNNERS . SANDERS . GRINDERS 
4 ELECTRIC POLISHERS e FLEXIBLE SHAFTS e PORTABLE SAWS « VALVE GRINDING MACHINES « ABRASIVE DISCS 
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SERVICE TOOL CATALOG—illus- 
21 | trates and describes more than 70 
tools designed to solve specific problems for 
the repairman. Each helps to speed up jobs, 
make operations easier, cut _ costs. Has- 
tings Mfg. Co., Hastings, Mich 


SHOCK ABSORBER CATALOG NO. 
2 l 3 320-T-A—A 16-page listing by num- 
bers or by makes— shock absorbers for 
every automobile need — passenger cars, 
and some trucks. Monroe Auto Equipment 
Co., Monroe, Mich. 


THE WHYS AND HOWS OF VOLT- 
2 14 AGE REGULATORS — Explains in 
simple language, every detail of Voltage 
Regulators—how they work, why they are 
important, how to adjust and service them. 
In 16-page handy pocket size edition, with 
many working drawings to clarify and illus- 
trate the text. Standard Motor Products, 
Inc., 37-18 Northern Blvd., Long Island City 

} A 


NEW BRAKE SERVICE GUIDE — 
2 | 6 Complete technical “how-to” infor- 
mation about brakes used in 1960 Corvair, 
Falcon and Valiant cars as well as all other 
popular American made cars and 20 foreign 
made cars is contained in the new 72 page 
Brake Service Guide. Raybestos Division, 
Raybestos-Manhattan, Inc., Bridgeport 2, 
Conn. 


“WHAT PRICE QUALITY” — Read 
222 how ignition parts should be made 
and why. “WHAT PRICE QUALITY” tells 
the story of the making of quality ignition 
parts. Written in non-technical language. 
Standard Motor Products, Inc., 37-18 North- 
ern Bivd., Long Island City 1, N. Y. 


OIL LEAK DETECTOR — Bulletin 
226 shows how hooking up the bearing 
, oil leak detector reveals internal engine 
conditions, uncovers main, rod or cam bear- 
ing wear, plugged oilways, starved bearings, 
before tearing down the engine. Also de- 
scribes how the detector checks the completed 
overhaul and pre-lubricates moving parts 
before turning over the engine. Illustrates 
two sizes with maintained oil pressure—one 
for cars, one for larger truck engines. 
Federal-Mogul Service, 11031 Shoemaker, 
Detroit 13, Mich. 


SIOUX TOOLS—New Catalog No. 58. 
230 Sixty pages. New items include Air 
Impact Wrenches, Air Screwdrivers, Valve 
Cleaners, All-Angle Drill Kit, Electric 
Screwdiver sets, and Pelican Nut Accumu- 
lators for use with impact wrenches. Also 
complete information on Valve Face Grind- 
ing Machines, Valve Seat Grinders, Electric 
Drills, Hole Saws, Electric Bench and Port- 
able Grinders, Wire Wheel Brushes, Flexible 
Shaft Machines, Electric Sanders, Abrasive 
Dises, Electric Polishers, Electric Impact 
Wrenches, Electric Saws and Flat Sanders 
Albertson & Company, Inc., 3100 Lowell 
Avenue, Sioux City 2, Iowa. 


236 INSTALLATION OF SHOCK AB- 
SORBERS — Detailed instructions for 
the removal and installation of direct ac- 
tion shock absorbers. Stem and loop end 
types for both leaf and coil spring installa- 
tions. Monroe Auto Equipment Co., Monroe, 
Mich. 


242 AUTOMOTIVE LINES—4-page book- 
let lists all of the Solder Seal chemi- 
cal tools, giving part numbers, size, case 
contents, list and dealer prices. Radiator 
Specialty Co., 1400 W. Independence Blvd., 
Charlotte 8, N. C. 


243 HOW TO SELL MORE OIL, OIL 
FILTERS, LUBRICATIONS & TBA 
ITEMS—12-page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer. 
Pullman Vacuum Cleaner Corp., 25 Buick 
St., Boston 15, Mass. 
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2 SPARK PLUG INSPECTION CHART 
— Form No. M-1433—A _ full color 
chart that can be tacked or taped up onto 
walls showing both normal and abnormal 
appearance of spark plugs plus tips on how 
to get top performance from spark plugs. 
The Electric Autolite Co., Toledo, Ohio. 


250 FUEL PRESSURE REGULATORS — 
Informative folder answers such 
questions as “What is fuel ypressure regu- 
lator,” ““Why do I need one,” “‘Why isn’t it 
original equipment,” and “Is it guaranteed.” 
Milesmaster, Inc., 1550 E. 74th Place, Chi- 
cago 19, Ill. 


25 | NEW EATON CAP CATALOG —Illus- 

trating and describing Eaton radia- 
tor pressure caps, fuel tank caps, locking 
gas caps, oil filler caps and the new Eaton 
cap and cooling system tester. Also catalog- 
sheet showing special cap combination offers, 
and new Eaton cap merchandiser display 
rack which acts as an “automatic cap sales- 
man” and saves time in checking inventory 
and ordering fastest moving items. Eaton 
Mfg. Co., Stamping Div., 17877 St. Clair 
Ave., Cleveland 10, Ohio. 


255 TOOL CATALOG “X”—128 pages 
gives pictures, descriptions and speci- 
fications of the complete line of Snap-On 
Tools and shop equipment, including the 
latest electrical and electronic engine test- 
ing instruments, wheel aligning and balanc- 
ing equipment, etc. Snap-On Tools Corp., 
Kenosha, Wis. 


261 SAFETY EQUIPMENT CATALOG— 
22 pages describes the full line of 
directional signals, reflectors, mirrors, flares, 
flags, fuses, stop and clearance lights, fire 
extinguishers and other products. Anthes 
Force Oiler Co., 20th St., and Avenue M, 
Ft. Madison, Iowa. 


262 OIL FILTER SELLING AIDS—Wix- 
O-Matic the guide to extra profits in 
oil filter service sales. A_ revolutionary 
merchandising concept featuring minimum, 
controlled inventory, guaranteed sales, per- 
petual stock control, Dial-O-Matic cartridge 
selector, cartridge installation charge guide, 
dealer franchise, plus choice of two eye- 
catching, money making merchandisers — 
floor cabinet or wall rack. Ask for brochure 
giving complete details. Wix Corp., Gastonia 
» & 


263 “WHAT’S UNDER THE HOOD?” — 
24 page illustrated booklet names and 
locates all the components under the hood 
of average car. Tells what each is, what it 
does and what attention the motorist should 
give it. Written with realization of impor- 
tance of women as primary buyers of auto- 
motive maintenance. Wix Corporation, Gas- 
tonia, N. C 


264 TIRES VALVES, EQUIPMENT AND 
TOOLS—Complete jobber catalog de- 
scribes the entire line; giving numbers, de- 
scription, packaging and weight of each 
item. Acme Air Appliance Co, Inc, 205 New- 
man St., Hackensack, N. J. 


26 TIRE VALVE WALL CHART—Com- 

parison chart shows application of 
tubeless tire valves by car name. Also shows 
the interchange stock numbers of other 
manufacturers. Acme Air Appliance Co., 
Inc., 205 Newman St., Hackensack, N. J 


27 AUTOMOTIVE CHEMICALS—8 page 

catalog gives description of each item 
in the Permatex line giving uses, parts 
numbers and sizes. Permatex Co., Inc., 300 
ee Huntington Station, New York, 


273 “HOW TO EARN BIG PROFITS IN 
BRAKE SERVICE”—Booklet tells how 
to spot and sell brake service prospects. 
Shows how a small investment in brake 
equipment will yield annual return of over 
267%. Includes a check list of equipment 
and accessories necessary for a_ profitable 
shop. Ammco Tools, Inc., 2100 Common- 
wealth Ave., North Chicago, IIl. 


274 EQUIPMENT CATALOG — New 24 
page catalog includes Telaliner and 
Magnetic Gauge units, on and off the car 
balancers, body frame machines, safety test- 
ing equipment, and the tools and gauges for 
every phase of alinement work. Bear Mfg. 
Co., Rock Island, Ill. 


275 PISTON RING— 16-page booklet con- 
tains a description of the Modern 
Power features of Ramco Piston Rings com- 


plete with illustrations. Banmny Corp., P.O 
Box 513, St. Louis 66, Mo 


28 CARBURETOR WALL CHART—Three 

color 17” x 22” trouble shooter chart 
locates the sources of seven common types 
of carburetor trouble and gives specific 
causes and remedies, Hygrade Products Div., 
Standard Motor Products, Inc., 37-18 North- 
ern Bivd., Long Island City 1, N. Y. 


285 “INSTALL RATHER THAN OVER- 
HAUL”—A booklet designed to show 
dealers, independent repair shops and in- 
stalling shops the many benefits resulting 
from the installation of rebuilt engines 
Write Muskegon Piston Ring Co., Muskegon, 
Mich. 


295 RETAINING RING AND PLIER SPEC 
SHEET — This helpful catalog sheet 
lists the pliers required for given sizes of 
rings; as well as indicating pliers needed 
for a given Shaft diameter or Bore diameter. 
Diagrams of Ring applications are shown on 
large and small equipment. The proper pliers 
for automotive needs are listed also. Proto 
Tool Co., Box 3519 Terminal Annex. Los 
Angeles 54, Calif. 


296 METRIC TOOL CATALOG SHEET— 
Described are two new sets of Metric 
Sockets and attachments which meet a need 
on the professionals to service the mush- 
rooming number of foreign cars now on the 
American highways. Proto Tool Co., Box 
3519 Terminal Annex, Los Angeles 54, Calif 


29 SELLING RING JOBS—8 page folder 

entitled “The Sealed Power 4-way 
Check Plan” shows you the essential points 
necessary for successful ring jobs. Will 
greatly assist you in doing a better selling 
job with customers. Sealed Power Corp., 
500 Sanford Ave., Muskegon, Mich. 


305 DUAL-PURPOSE TIRE REPAIR 
PATCHES Illustrated catalog de- 
scribing new Self-Vulcanizing Dual-Pur- 
pose Patches. Metal dispenser cabinet for 
shop use—patches packed in handy dispen- 
ser cartons. Monkey Grip Sales Co., P.O 
Box 6170, Dallas 22, Texas 


306 NEW FRICTION TAPE DISPLAY— 
Illustrated catalog covering entire 
line of Monkey Grip Friction Tape and 
Plastic Electrical Tape, features new mer- 
chandising rack for carded Friction Tape 
Also, counter display containers for boxed 
tape. Monkey Grip Sales Co., P. O. Box 
6170, Dallas 22, Texas. 


307 TIRE REPAIR MATERIALS, AUTO 
MATS, AND AUTOMOTIVE RUBBER 
PRODUCTS—New complete 24 page catalog 
covering Monkey Grip Products for the 
Automotive Trade. Colorful, illustrated and 
informative. Monkey Grip Sales Co., P. O 
Box 6170, Dallas 22, Texas. 


308 TUBELESS TIRE REPAIR PLUGS 
Molded rubber plugs for on-the-wheel 
puncture repairs in Tubeless Tires are de- 
scribed in new catalog. Plugs are available 
in complete shop assortment kit, consumer 
kit, and packages according to size. Mon- 
key Grip Sales Co., P. O. Box 6170, Dallas 
22, Texas. 


30 ACILLOSCOPE AND TUNE UP MAN- 
UAL—A new manual explaining oper- 
ation of AC’s new ACilloscope spark plug 
tester and giving instructions for easy and 
accurate engine tune-up work. The 44 page 
manual contains more than 100 illustrations 
and is divided into five sections for easy 
reference. Advertising Dept., AC Spark Plug 
Div., 1300 N. Dort Highway, Flint 2, Mich 


3] TUNE UP SPECS — 8-page booklet 

containing latest 1959 ignition tune 
up specifications for trucks, small engines 
and tractors is being offered free by Stand- 
ard Motor Products, Inc., 37-18 Northern 
Bivd., Long Island City a 'N. Y. 


3 12 BIG BOY TRAILER ACCESSORIES— 
New condensed catalog features Big 
Boy Safe-A-Way Retractable Hitch. Illus- 
trates and describes full line of frame hitches, 
bumper hitches, couplers. Coupler balls, 
winches, transom locks, safety chain, and 
Big Boy Air Pumps. Big Boy Products Div., 
The Dalton Foundries, Inc., Warsaw, Ind. 


3 | WAGNER BRAKE PARTS CATALOG 

—A handy ONE-POINT reference to 
fast-moving brake parts and lining, cover- 
ing popular models of cars and trucks 
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Catalog also lists complete stock of shoe ex- 
change sets, as well as CoMaX bonded lining 
segments available to those interested in 
bonding lining to their own shops. Wagner 
Electric Corporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 


BETTER IGNITION by Delco-Remy 
3 | 5 —l6-page, 8'2xll-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electri- 
cians understand and service ignition equip- 
ment. Delco-Remy Service Department, An- 
derson, Ind. 


20,000 VOLTS UNDER THE HOOD— 
316 Covers the basic operation of the 
electrical units in the ignition circuit. It 
shows how battery voltage is built up to 
20,000 volts at the spark plug. Delco-Remy 
Division, Anderson, Ind. 


3] THE CRANKING CIRCUIT — This 

shows the units in the cranking cir- 
cuit and how they operate together as a 
team to crank the modern automobile. 
Written in simple non-technical terms so it 
can be easily understood. Delco-Remy Divi- 
sion, Anderson, Ind. 


NEW DEALER CATALOG OF MO- 
320 TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac- 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesman’s 
catalogs. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 35, Texas. 


32 TRI-CON HOSE NOZZLE—Descrip- 
tive literature and price list on 
famous Tri-Con Hose Nozzle. Product has 
been used by industry, car wash, and home 
owners for over a quarter of a century. 
Molded Specialties, Inc., 19801 St. Clair Ave., 
Cleveland 19, Ohio. 


322 SKY-RIDE SHOCK ABSORBER 
MANUAL—12 pages covering market 
potential, trouble shooting, engineering, in- 
stallation, specifications, procedures and 
merchandising plans of the Thompson Sky- 
Ride Shock Absorber. Sales Order Dept., 
Thompson Products Replacement  Div., 
Thompson Ramo Wooldridge, Inc., 6402 
Cedar Ave., Cleveland 3, Ohio. 


325 POWER STEERING REPAIR KIT 
CATALOG — Introduces Everhot's 
new line of KWICKY POWER STEERING 
KITS. KITS contain all the parts necessary 
for efficient service of all GM, Ford, Chrys- 
ler, American Motors and Studebaker-Pack- 
ard models, 1952 through 1960. Easy-to- 
follow instructions and exploded illustra- 
tions in every KIT. New catalog contains 
complete alphabetical listings by car make, 
model and year; listings by KWICKY KIT 
number; Interchange Data, and Exploded 
Illustrations. ASK for Catalog PK-260. Ever- 
hot Products Co., 2001 W. Carroll Ave., 
Chicago 12, Ili. 


343 CASE HISORY REPORT — ENGINE 
BALANCING —A special report to 
fleet operators shows how Burlington Truck 
Lines, Galesburg, Ill., saved $6000 the first 
year by balancing driveshafts, crankshafts, 
and fly-wheels on 2500 units. The report 
explains how the Bear No. 354 B & RV 
Balancer increased engine life 25% and 
reduced engine teardown time 20% for 
Burlington. Bear Mfg. Co., Industrial Div., 
Rock Island, Ill. 


3 TELALINER SERVICES CATALOG— 
Contains 8 pages of pictures and de- 
scriptive materia] on Telaliner units, and 
shows how this electromagnetic machine 
quickly and accurately measures alinement 
angles. Bear Mfg. Co., Rock Island, Ill. 


34 HYDRAULIC BRAKE WALL CHART 

—Spiral bound listing up-to-date 
parts information for passenger cars and 
trucks, including listings for master and 
wheel cylinder repair kits, stop light switch- 
es and brake hoses. Eis Automotive Corp., 
P. O. Box 701, Middletown, Conn. 
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348 DIRECT OIL CONVERSION KIT— 
Catalog sheet describes kit for post- 
war 6-cylinder Chevrolets. Kit saves time 
and builds business. Contains copper tubing 
and fittings required for rocker arm lubri- 
cation of almost any postwar 6-cylinder 
Chevrolet. Planet Metal Products Corp., 964 
Dean St., Brooklyn, N. Y. 


350 1961 PISTON RING SPECIFICATION 
BOOK — lists Hastings piston ring 
specifications for all popular cars, trucks, 
tractors and small bore engines, with nu- 
merical cross reference. Hastings Mfg. Co., 
Hastings, Mich. 


351 AUTOMATIC TIRE CHANGING 
EQUIPMENT — New 12 page color 

catalog describes and illustrates complete 

May line of air and electric-powered tire 

changing machines and accessories. May 

eee. Mfg. Co., 21300 Eureka Road, Taylor, 
ich. 


35 AUTOMOBIILE AIR CONDITIONING 
—full color literature including in- 


formation on new dual belt drive feature 
Clardy Air Conditioning Co., 1728 Layton, 
Ft. Worth, Texas. 


368 SEALANT APPLICATION CHART— 
Lists 11 products giving specific in- 
structions, such as setting; drying; appli- 
cation use; temperature and resistance. Also 
the convenient Application Gun and Tip is 
illustrated. Permatex Co., Inc., 300 Broad- 
way, Huntington Station, Long Island, N. Y. 


37 MARVEL OIL CO—Complete printed 
information on entire line; Marvel 
Mystery Oil, Marvel Inverse Top Cylinder 
Oiler, Hi-Rev Motor Tune-up Oil. Shows 
uses, prices, description, dealer information. 
uu Oil Co., P. O. Box 871, Port Chester, 


410 NEW AIR BRAKE MAINTENANCE 
BULLETINS—Series of bulletins, each 
devoted to a single unit. Fully illustrated 
with cross sectional, exploded and schematic 
drawings explaining every phase of the 
operation and maintenance. Wagner Electric 
Corp., 6400 Plymouth Ave., St. Louis 14, Mo. 








INNOVATION IN 
ELECTRICS 


SILVER BEAUTY TERMINALS NOW PACKAGED IN UNIQUE, 
THOROUGHLY PRACTICAL CONTAINER THAT BRINGS 
NEW CONVENIENCE WITH WORLD'S FINEST TERMINALS! 


Ingenious re-usable container of 
heavy, durable plastic! Ridges 
moulded in the plastic lock together, 
provide a moisture-proof seal. In 
the exclusive Pres-Pak, parts can’l 
shake out until flap is snapped open. 


"LPP 
ORY 


Fitting contents for this newest con- 
tainer are top quality terminals, 
butt connectors, and snap plugs in 
complete assortments, and with 
color-coded insulation. Triple-A 
Specialty Company, Chicago. 


EVERYTHING FOR THE BATTERY BUT THE BATTERY ITSELF! 


Want more facts? Use Reader Service Card Page 105 





WIX PUTS YOU A STEP AHEAD —- 
and Gives You the Filter Selling Tools to Keep You Out Front 


ewex-0-MATIC 


WIX-O-MATIC is not an ‘“‘Assortment,”’ 
“Deal” or “Premium.” It’s a Scientific Sys- 
tem of efficient selling which eliminates the 
six profit-stealing faults of the uncontrolled 
stock ... lost time identifying the right filter 
... not having a filter when needed . . . hav- 
ing too many slow-moving numbers... du- 
plicated stock of different make filters . 

guessing the proper charge for service... 
obsolescent numbers and unsightly display. 


serene =) 


im FUTER 


” « 


YOU GET- 


INSTANT IDENTIFICATION— The exclusive WIX DIAL-O-MATIC 
Cartridge Selector identifies any filter in five seconds, 


AUTOMATIC STOCK CONTROL— You can't be out of a num- 
ber or overstocked — as each sale is made you're automatically 
reminded to reorder. 

GUARANTEED SALE— WIX guarantees that you will sell every 
WIX Oil or Air Filter you buy when you own a WIX-0-MATIC 
Wall or Floor Cabinet. 

INSTALLATION CHARGE GUIDE— Some filters can be serviced 
in minutes — others take longer. WIX gives you a realistic guide 
fo the service charge you're entitled to make. 

With WIX-0-MATIC you tailor your stock to fit your needs. You 
get maximum turnover with a minimum investment. 

With WIX you're always two steps ahead . . . first, with a su- 
perior product that gives you a full profit and . . . second, with 
a scientific selling system that increases your filter business. 
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Now, ask your job- 


ber how you can get 
FILTERS WIX-O-MATIC. FREE! 


WIX CORPORATION 
GASTONIA « N.C. 


In Canada: Wix Corporation Ltd., Toronto 
In New Zealand: Wix Corporation New Zealand Ltd., Auckland 


Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for May 1961 
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700—Paint Mixer 


From 25 cans of “45” basic and tint- 
ing colors, it is said to be possible for 
any jobber or refinish shop to mix on 
the “Color Bar” announced by The 
Arco Co., 7301 Bessemer Ave., Cleve- 
land 27, O., the exact color for any car, 
any model, produced during the past 
10 years. 

Only 34” long and 15” deep, the bar 
is sturdily built and silent in operation, 


it was claimed. It holds 5 quarts or 5 
gallons of base colors. Each can is elec- 
trically agitated by a separate mechan- 
ical connection. There is no belt to slip 
or get out of line. The “45” enamel con- 
tains Viodyne, a clear transparent resin, 
said to absorb the paint-damaging ul- 
tra-violet rays present in sunlight 
Product reportedly retains its original 
gloss and color under all climatic con- 
ditions and remains impervious to the 
effects of wear and weather almost in- 
definitely without the necessity of wax- 
ing, rubbing or polishing. 

Want more info? Use coupon on 

page 105 and you will get it! 


701——Tune-Up Charts 


Listing all passenger cars 1953-61, in- 
cluding the compacts, the 1961 tune-up 
wall charts announced by Automotive 
Electric Association, 16223 Meyers Rd., 
Detroit 35, Mich., are 20-page flip-type 
and contain necessary specifications on 
spark plugs, distributors, regulators, 
fuel pumps, idle speeds and also the 
original equipment part numbers. 
Charts are available from AEA mem- 
bers or through the AEA office at 15c 
each. 

Want more info? Use coupon on 
page 105 and you will get it! 


702——Regulators 


Twelve precision-built regulators—11 
direct-current and 1 alternator—an- 
nounced by The Electric Autolite Co., 
Toledo 1, O., reportedly cover most 
replacements for 1950 through 1960 
American Motors, Ford, Chrysler, Gen- 
eral Motors, Studebaker and Willys cars 
and light trucks. 

Regulators can be installed without 
change in wiring. Five are for 6-volt 


SOUTHERN AUTOMOTIVE JOURNAL for May 1961 


NEW PRODUCTS 


AND CATALOGS 


systems and 6 for 
with one for use with alternators. 
Want more info? Use coupon on 
page 105 and you will get it! 


12-volt systems, 


703—Rocker Arm Kits 


Complete with oil valve regulator 
and adapter setup to eliminate any 
drilling or machining, 3 rocker arm 
lubricator kits available from Wohlert 
Corp., 708 E. Grand River, Lansing 5, 
Mich., cover 6-cylinder 1952-59 Fords, 
1954-60 Ford V-8s and _ 6-cylinder 
1953-61 Chevrolets. 

Kits reportedly can be assembled in 
approximately % hour and provide a 
properly restricted outside line di- 
rectly to the rocker arms and bypasses 
the hard-to-service internal restric- 
tions. 

Want more info? Use coupon on 
page 105 and you will get it! 

(More New Products on page 114) 








Is The Gap Closing? 


PROFIT MARGIN RELATIVE TO SALES 


In today’s profit squeeze, have you done 


all you can to maintain profit margins? 


It may pay you 
to talk to the 


Continental Piston Ring Man 


CONTINENTAL PISTON RING CO. 


HERNANDO, MISS. 


MEMPHIS, TENN. 


Want more facts? Use Reader Service Card Page 105 





(CP announces 


3 New Service lools 
that will help turn out more 
jobs... better...faster! 


LS 4 Fast-acting, saves 75% of time cutting, ripping, punching, scraping, 
NEW cP 712 ~ . driving . . . teasing throttle and power regulator insure close control. 
ZIP-GUN & 


OTHER STAR PERFORMERS IN THE CP “MOST-WANTED” LINE 


ip CP-720 CP-792 
AIR-WRENCHES 7 “MIDGET” %” Sq. Drive “LITTLE GIANT” 1” Sq. Drive 


CP-770 CP-725 
“POWER MASTER” 34” Sq. Drive * ELECTRIC IMPACT WRENCHES “PACEMAKER” 1” Sq. Drive 


CP-715 SS CP- 705-20TC 
BREAKERS “BREAKER” ¢@PNEU-DRAULIC JACKS ~ PNEU-DRAULIC JACK 


. e 
Chicago Pneumatic 8 East 44th Street, New York 17, N. Y. 
AIR AND ELECTRIC FeeLs ° IMPACT WRENCHES ° DRILLS 
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NEW ey Production-proved “‘Dyna-Pact” hammer gives fast get-away... 


controlled power... sustained speed... for greater time savings. 
CP-734 “WHIPPET”’ “ 
4,” Square Drive AIR-WRENCH, 1,” Bolt Capacity. 


Here are 3 new CP Air-Tools that put extra zip into dozens of different and difficult jobs. 


Try them out in your own shop, on your own work. Let your own mechanics give them a 


workout! See how much better and faster the work is done. 


CP Automotive Service Tools... both air and electric... have long been the “most- 


wanted” tools by the mechanics who turn out the most jobs day after day. And with the 


CP Time Payment Plan... pay for their own investment in time-savings alone! 


. You control both speed and power to drill any material... 


can't be stall-damaged . .. safe, no fire or shock hazard. 
4” Capacity CP-788 AIR-DRILL 


BREAKERS © PNEU-DRAULIC JACKS AND PUMPS += ZIP-GUNS 
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705—Tubeless Repair Kit 


With “Plug-O-Matic” tubeless tire 
repair kit announced by Tyler Mfg. 
Co., Inc., 1005 W. Arbor Vitae Ave., 
Inglewood 1, Calif., any tubeless tire 
reportedly can be repaired in 30 sec- 
704—Brake Chart onds or less with a plug that costs 

only 15¢ regardless of size. 

Big, easy-to-read 24” by 36” passen- Construction of molded headed plugs 
ger-car “trouble shooter” wall chart makes it impossible for them to “pop, 
announced by Grizzly Brake Division, dry out or be lost in the tire when it 
168 North Michigan Ave., Chicago 1, is being repaired, according to the 
Ill., lists symptoms and corrections of manufacturer. Kit includes air gun 
major brake problems. Posted in serv- (which attaches to air supply), 4-0oz. 
ice areas, the chart reportedly provides can of rubber vulcanizing cement, 
a ready, time-saving reference guide. probe, 25 tips and 25 plugs (15 15/16” 

Want more info? Use cowpon on plugs for small holes and 10 3g” plugs 
page 105 and you will get it! for large holes). To make repair, ce- 


New Products 
(Continued from page 111) 








Rl 
e 


ap 
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into fat profits! 


Over 14,000 cubic feet of air are needed to burn one gallon of gas. Even an average 
cubic foot of air contains a million particles of dust...dust that chokes filters, ruins 
gas mag and engine performance. A new LEE Air Filter turns that dust into 
money. Here’s how: it takes only two minutes for you to install a 
Semeguetll LEE Air Filter—and you make a $2 profit on every one! You 
earn big profits on LEE dual-action oil and gas filters too. And, because 
all LEE filters meet or exceed SAE, OEM and U.S. Government specs, 
you know you're selling quality. See your distributor or write today. 


[LEE] originators of the FLAME-PROOF AIR FILTER 
for protection against underhood fires. 


© LEE FILTER CORPORATION, EDISON, NJ. Canada: 267 Niagara St., Toronto 





ment hole, using probe and cement; 
seat plug in gun; place plastic tip on 
end of gun nozzle; dip gun nozzle in 
cement and run through puncture; 
press the trigger and withdraw gun 
nozzle, then snip off excess of plug. 
Want more info? Use coupon on 
page 105 and you will get it! 


706—Air Conditioner 


By controlling the amount of freon 
flowing through the evaporator coils of 
“Climatrol” air conditioner announced 
by Climatic Air, 3030 Canton St., Dal- 
las 26, Texas, unit is said to be auto- 
matically regulated for keeping a con- 
stant degree of temperature regardless 
of the speed of the car, driving in traf- 
fic or under ail outside weather con- 
ditions. 

The valve (not,to be confused with 
a bypass valve) 1s controlled with a 


knob at the lower right-hand corner 
of the unit. It reportedly permits easy 
dialing of a predetermined temperature 
that stays constant without changing 
the dial. Other advantages claimed by 
the manufacturer: “Climatrol” prevents 
freeze-up, affords better gas mileage 
with less horsepower pull on the com- 
pressor, allows more leg room by tak- 
ing up less space, reduces head pres- 
sures, eliminates clutch cycling along 
with wear and strain on belts, pulleys 
and other parts. 

Want more info? Use coupon on 

page 105 and you will get it! 


707—Shock Absorber Tools 


Two shock absorber tools—a frame 
spreader and shock holding pliers— 
announced by Columbus Parts Corp., 
1801 Speilbusch Ave., Toledo 1, O., are 
designed to overcome problems en- 
countered in replacing shock absorbers, 
such as damage to shock barrels and 
pistons and the tight fittings of shocks 
on some models. 

The frame spreader enables user to 
free lower shock mountings in seconds 
by spreading the A-frame. It has case- 
hardened points and reportedly is ideal 
to speed the installation of Rambler 
front shocks. Pliers have a vise grip 
to keep the shock barrel from turning. 
They are clamped to the shock barrel 
and turned until they lock against the 
car chassis. Barrel can then be held 
firm during installation or removal. 

Want more info? Use coupon on 
page 105 and you will get it! 


708—Abrasives Catalog 


A 20-page catalog of coated abrasives, 
listing discs, sheets, rolls, belts, sleeves, 
cones, molded discs and accessories 
used in the repair of car bodies, has 
been published by The Carborundum 
Co., P.O. Box 337, Niagara Falls, N.Y. 

Want more info? Use coupon on 
page 105 and you will get it! 
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CUSTOMER SERVICE... like the kind of extra service 
you give with a Pullman Vacmobile. Customers appreciate step- 
ping in to freshly vacuumed cars...and if you give them this 
service with every lube, repair or wash job, They'll Come Back 
... for gasoline, oil, and all the other services you sell! 

And a Pullman Vacmobile is more than a goodwill builder . . . it 
helps you sell more high-profit TBA items! Every time you 
vacuum, you get a chance to check floor mats, interior lights, the 
spare tire, seat covers ... all sources of easy, profitable sales. 
Powerful, portable Pullman Vacmobile cleans interiors fast . . 
gets deep-down dirt like no broom or brush ever can. “‘Never- 
Clog” Filter maintains full power, keeps Pullman Vacmobile on 
the job and trouble-free. Complete set of tools and accessories 
makes cleaning fast and easy. 


JUST 40¢ A DAY Puts The Pullman Vacmobile To Work 
For You! Ask Your Jobber Today! 











These FREE Sales Builders with 
Every PULLMAN Vacmobile 
@ 72-pc. ““Badge-O-Rama”’ Kit to boost TBA sales 
@ Complete accessory kit, including Accordion 
Hose, Upholstery Tool, and exclusive ‘‘Never- 
Clog”’ Filter 
@ Metal Island Sign 
@ Hangtags 


Pullman 


VACMOBILE 


Vacmo | 


Pullman Vacuum Cleaner Corp. 
25 Buick St., Boston 15, Mass. 


World’s Largest Manufacturer of Commercial Vacuum Cleaners 
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709—Axle Catalog 


Quick-reference application listings 
of all replacement axle shafts for pas- 
senger cars, trucks and buses con- 
tained in a 76-page catalog of replace- 
ment axles published by The U. S. 
Axle Co., Inc., 800 Water St., P. O. Box 
111, Pottstown, Pa., include manufac- 
turer’s part number, type and number 
of splines, shaft length, spline diameter, 
flange O.D., bolt circle, number and 
size of holes. Numerical listings cover 
manufacturers’ interchange listings and 
principal application and weight of 
axle shafts for passenger and com- 
mercial axle shafts. 

Want more info? Use coupon on 
page 105 and you will get it! 


710——Power Brake Tester 


A power brake tester announced by 
Borroughs Tool and Equipment Corp. 
of 2429 N. Burdick St., Kalamazoo, 
Mich., reportedly enables the repair and 
perfect adjustment of any power brake 
cylinder unit in accordance with man- 
ufacturers’ specifications while unit is 
on the bench. 

It is designed to test the efficiency of 
the check valve, check the reservoir 
tank, test the power brake vacuum with 
the unit on the car, permit step-by-step 
diagnosis of trouble in the power brake 
unit after it is removed from the car, 
check factory performance specifica- 
tions for both vacuum and hydraulics 
after overhaul and eliminate old method 





this poster SELLS 


REMANUFACTURED ENGINES! 


Get yours posted and watch your parts and labor 
profits double... shop capacity triple! 


With this hard-hitting poster in your shop, selling remanu- 

tactured engines is a great deal easier. Car-owners can quickly see important 
benefits they get with remanufactured engines. All new parts are listed . . . all remanu- 
facturing Operations. Your benefits are important, too. There's double the parts and 
labor profit from related sales of clutches, water and fuel pumps, fan belts, points, plugs, 
thermostats, etc. Your shop capacity triples, too, when you INSTALL RATHER THAN 
OVERHAUL. Installation is just 8 hours, not the 2% days for a major overhaul. Your 


remanufactured engines are guaranteed for you by the rebuilder... 


assure peak per- 


formance that eliminates costly come-backs and adjustments so prevalent with over- 
hauls. Write for details on how this sales-building poster can be yours, and the infor- 
mation-packed booklet, “INSTALL RATHER THAN OVERHAUL.” 


| 


/ WRITE FOR THIS BOOKLET 
Tells why sales of remanufac- 
tured engines are on the increase. 
Gives tips on doubling your profit 

.. tripling your shop capacity. 
Get your free copy today! 


PLANTS AT: MUSKEGON 
SPARTA « CHICAGO 


The industry's source—original equipment and replacement—for Piston Rings and Transmission Parts 
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of repeatedly removing and replacing 
the power brake cylinder before actual 
causes of malfunctions can be corrected. 
After power brake unit has passed 
tester’s specification test, it is said to 
be safe and correct in operation. Avail- 
able mounted on a stand with rubber- 
tired wheels, or as a bench model, test- 
ers are equipped to handle all types of 
power units for brakes, vacuum or hy- 
draulic. 

Want more info? Use coupon on 

page 105 and you will get it! 


711—Rocker Arm Kits 


Complete, easy-to-follow instructions 
are fully diagrammed to assure easy 
installation of 3 kits announced by 
Houser Engineering & Mfg., Inc., Bluff- 
ton, Ind., which reportedly provide 
positive lubrication to oil-starved rocker 
arms in Chevrolet, Ford and Mercury 
cars and Ford trucks. 

Kits make an oil line that supplies 
rocker arms directly, bypassing the in- 














ternal oil route. Hard-to-reach internal 
fittings are eliminated and cleaning is 
fast and simple, it was claimed. Instal- 
lation reportedly can be done in an 
hour or less, with no drilling, tapping 
or machining required. 

Want more info? Use coupon on 

page 105 and you will get it! 


712——Straightener Catalog 


The “P-52” 20-page frame and body 
straightener catalog announced by 
Blackhawk Automotive Division, 5325 
W. Rogers St., Milwaukee 46, Wis., is 
profusely illustrated and _ features 
handy specification charts for every 
“Porto-Power” item, plus a wide range 
of accessories, including hoses, coup- 
lers, gauges, clamps and attachments 

Want more info? Use coupon on 
page 105 and you will get it! 


713—Steam Cleaner 


“Model 150” steam cleaner announc- 
ed by Malsbary Mfg. Co., 845 92nd 
Ave., Oakland 3, Calif., is a larger- 
capacity cleaner to replace former 120- 
130gph sizes and is the same size (45” 
long, 21” wide, 43” high) as the “Model 
130” it replaces, but pump capacity has 
been increased to 135-150gph by re- 
designing pump components. 

Slanted burner creates better flame 
pattern and thus improves heating ef- 
ficiency, it was claimed. The “Model 
150” retains the company’s new orifice 
and nozzle design, which produces a 
uniform cleaning pattern. 

Want more info? Use coupon on 
page 105 and you will get it! 
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"Dri-Seal” increased my ignition 


set sales 100%! Customers really 


go for this red transparent wire and 
the yellow plastic boots. . .it looks 
great on the engine. ..1! go for 
“Dri-Seal” because of the handy 
packaging and the free self-service 
display rack...and the 1I2-set as- 
sortment is all | need. Most of 
all, | like those extra sales 

my Crescent’ Wiry Joe- - 
distributor sentmy way ‘ag 


i. 


6 
=. 
at 
QS a 
/*- 
= 
» ¥ i } 


Crescent Wiry Joe... the complete line of wire and cable 
e Battery Cables and Straps e Ignition Wire & Cable 
eSpooled Wire & Cable « Battery Hold Downs 
e Trouble Lights « Terminals & Accessories 
e Industrial Wire & Cable 
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714——Radio Tube Checker 


Rolls off beads at record speeds | g.sxcwn< oor st 


400 South Wyman St. 


tronics Co., 
° Rockford, Ill., is designed for use by 
wit service stations, garages, car dealers 
and others, and can be operated by 


anyone—even a customer. 
Operating instructions are clear and 
simple, it was claimed. Unit takes up 


17” x 15” x 8” of space and operates on 
any 115-volt, 60-cycle AC outlet. Weight 
is 23 lbs. A storage space in the unit 
holds replacement tubes and vibrators. 
Want more info? Use coupon on 
page 105 and you will get it! 


715—Sandblaster 


“Model 28A” portable sandblaster in- 
troduced by Handi-Blast Division of 
Hamill Mfg. Co., Inc., Washington, 
Mich., is said to be especially useful 
for quickly cleaning rust and paint 
from body panels, leaving a clean, dry, 
etched metal surface providing an ex- 
NEW MAY TIRE-MATIC MODEL 62 cellent bond to lead or paint. 

: Constructed of %” steel, unit is 29” 
Air-powered double-disc action rolls off both high with a tank diameter of 6”. It 
beads instantly — without any sidewall damage! weighs 24 lbs. empty and has an abra- 
sive capacity of 28 lbs. sand. Tested 
for 300psi, sandblaster reportedly op- 
erates effectively on the same air hook- 
up as any production spray gun 
Squeeze-grip abrasive delivery nozzle 
‘ allows operator to control and shut 
Now ...a new machine that absolutely won't scrape or damage sidewalls off flow oo ge ee at will. A pressure 
gauge and pressure relief valve are 
also standard equipment. 

Want more info? Use coupon on 

page 105 and you will get it! 


... yet still gives you the quickest, easiest changes possible! 


The reason? A unique disc design with a built-in safety check that won't let 
the rollers bypass the rim. Result? No more scraped or gouged sidewalls 
for fast, safe changes and satisfied customers. 716—Seat Belt 


You also get complete power, finger tip control and maximum efficiency Utilizing a metal-to-metal buckle, 


with the trouble-free May Tire-Matic. Why not see for yourself why it “Citation” safety seat belt introduced 

te ace 2 Ei ; by Jervis Corp., 325 Duffy Ave., Hicks- 
pays to make a “change” with May? Fill in the attached coupon today! ville, N. Y., is said to be a fast-acting 
attach-and-release unit, reducing the 
coupling and uncoupling time to split 


of seconds. 
MIA Y B R  @ ) T Ez E R a M FG. Cc oO. The buckle is made of light-weight 


21300 Eureka Road e Taylor, Michigan aluminum alloy die casting and high- 
strength steel stamping, the manu- 


wa nno----- . - facturer said. Belt end and buckle re- 
he ; interlock with ease. The her- 
MEG. C e portedly in 5 
MAY BROTHERS MFG. CO 21300 Eureka Road « Taylor, Michigan ringbone-patterned “Caprolon” nylon 
webbing has a tensile strength of 5,700 
Gentlemen: - 
[1 Sh “ne-obli Name lbs. and is guaranteed color-fast, it 
eee eRe was claimed. Belt fits all cars and is 
ion’ demonstration of the 5 ; ; ‘ 
May Tire-Matic. Company available in car interior matching col- 
C3 Ghed aah: eile dimeiee ors. Installation is said to be fast, easy 
catalog of automatic tire Street and foolproof. Z 
Want more info? Use coupon on 


changing equipment and = 
accessories. City Zone State page 105 and you will get it! 





118 Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for May 1961 





Arvin muffler 


WKPST! 


> 9 - ] rl n > ad & 
with ’61 transistor radios for you 
It's profitable and fun! Arvin has a JACKPOT made to meet 
your muffler needs. Here's your chance to get basic assortments 
of Arvin Mufflers ... and 1961 Arvin Portable Radios ... all for one 
low price! No limit on JACKPOT orders. 


HERE'S WHAT YOU GET: HERE'S WHAT YOU GET: HERE'S WHAT YOU GET: 


Muffler 


2 


1 
3 
2 


Application 

Ford 49-53 
Ford 55-56 
Chev 50-53 
Chev 54-57 
Plym 49-59 


6-8 Cyl. 
8 Cyl. 
6 Cyl. 
6 Cyl. 
6 Cyl. 


Muffler 

1 No. 1005 
2 1006 
1 1079 
2 1082 
af 1159 


Application 

Ford 49-53 
Ford 55-56 
Chev 50-53 
Chev 54-57 
Plym 49-59 


6-8 Cyl. 
8 Cyl. 
6 Cyl. 
6 Cyl. 
6 Cyl. 


Muffler 

1 No. 1005 
1006 
1079 
1082 
1159 


Application 

Ford 49-53 
Ford 55-56 
Chev 50-53 
Chev 54-57 
Plym 49-59 


6-8 Cyl. 
8 Cyl. 
6 Cyl. 
6 Cyl. 
6 Cyl. 


10 (total) of the fastest-moving 
Arvin Mufflers 


1 Arvin 8 Transistor Radio 
shown above. 


Retail Price $39.95 $9] y, 1 


7 (total) of the fastest-moving 
Arvin Mufflers 


1 Arvin 7 Transistor Radio 
shown above. 


Retail Price $34.95 $67.42 


5 (total) of the fastest-moving 
Arvin Mufflers 
1 Arvin 6 Transistor Radio 
shown above. 


Retail Price $19.95 $45 99 


ALL YOURS FOR ALL YOURS FOR 
QUALITY + SERVICE 


ALL YOURS FOR 


Act Now! Here’s all you do: Pick the Arvin Muffler Jackpot assortment that matches 
your sales needs. Contact your Arvin Jobber foday and order the Jackpot of your choice. 
When your JAcKPorT arrives, enjoy your all-new 1961 Arvin Radio, the finest portable of its 
kind you’ve ever heard . . . and start enjoying new sales and profits with the fast-moving 


muffler line in the industry. JACKPOT offer expires July 31, 1961. 


Another Arvin First Now Available! Further proof of Arvin leadership, a line of 


wir 


Sraintess Steet Mufflers! More than six times the corrosion-resistance of ordinary mufflers! AMK® arvin inoustries, inc, 


Automotive Division 
COLUMBUS, INDIANA 


World’s Oldest, Largest, Most Experienced ...and Fastest Growing Muffler Manufacturer 
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717—Air Tool Kit 


Designed especially to save time and 
labor in automotive repair shops and 
garages, a compact air tool kit an- 
nounced by Aro Equipment Corp., 
Bryan, O., contains 8 different tools, 
all said to be easy to use and assemble, 
and complete with necessary wrenches 
and adapters. 

Each kit includes a high-speed (4,- 
500rpm), right-angle air motor as- 
sembly for sanding applications; a low- 
speed (1,900rpm), right-angle air motor 
for attaching a polisher, wire brush, 
hole saw and drill; a high-speed (18,- 
000rpm) short grinder for grinding and 
rotary filling, and a blow gun for dust- 
ing applications. A built-in variable 


speed regulator to increase or decrease 
the tool speed as desired is a feature 
of both the high-speed and the low- 
speed motor assemblies. All tools are 
said to be readily operated off a 3hp 
air compressor and connect directly to 
the air line for instant operation with 
adapters provided. 

Want more info? Use coupon on 

page 105 and you will get it! 


718—Safety Fuse 


Made to fit practically any car—old 
or new, a voltage regulator safety fuse 
introduced by Guaranteed Parts Co., 
Inc., Seneca Falls, N.Y., works like a 
household fuse, breaking the circuit if 
the current flow exceeds safe limits. 





PART 


Each item is 
tailored for 
SIMPLICITY 


SIMPLE to handle 
SIMPLE to sell 
SIMPLE to use 


Customers 
simply re-order 
automatically! 


SIMPLE! 
SEE-THRU 


PLAIN- 
MARKED 


Pilot’s 
“SERVICE PACK” 


Hydraulic Wheel Cylinder Cups 


... the most-needed selection for modern cars 
and trucks. Simple to sell and use—in dust-tight trans- 


parent pack. 


Get Pilot’s No. 99 Hydraulic Wheel 
Cylinder Cup Assortment and you’re in 


for old cars, new cars and trucks. In- 


[ business! Complete! Everything you need 


cludes quick selection guide for all 


makes. 


OUR SERVICE BUILT THIS BUSI- 
NESS—CAN HELP BUILD YOURS. 


A Halperin Industry 


WRITE FOR CATALOG. 


Also remember—Pilot offers a 
complete line of Univeral 
Joints and Repair Kits. 


MOTIVE EQUIPMENT MANUFACTURERS, INC. 
5253 W. Roosevelt Road, Chicago 40, Illinois 


Want more facts? Use Reader Service Card Page 105 





It protects the regulator, the genera- 
tor, the battery and the charging system 
wiring from dangerous overloading, it 
was claimed, and prevents destruction 
of costly ignition parts, as well as mini- 
mizing the danger of fire. Fuses are 
available in an assortment for service 
stations and garages in a point-of-pur- 
chase dispenser which holds 35 fuses, 
with the 3 most in demand making up 
the “No. VRFA-35” assortment. Two 
other fuses, designed for extremely 
high or low amperage requirements, 
are available. A four-page application 
guide, complete with installation in- 
structions for all American-made cars 
may be obtained. 

Want more info? Use coupon on 
page 105 and you will get it! 


719——Truck Rim Key Gauge 


To help identify quickly the right 
style wheel weight to use on truck rim 
flanges, the “No. 19040” truck rim key 
gauge introduced by Bear Mfg. Co., 2016 
5th Ave., Rock Island, Ill., has a key 
to match every late-model truck. 

Each key is imprinted with a num- 
ber which corresponds with the correct 


Bear weight required. Key set will give 
long service and eliminate time-con- 
suming, trial-and-error methods identi- 
fication, according to the company. 
Want more info? Use coupon on 
page 105 and you will get it! 


720——Rocker Arm Lube Kit 


Made of brass fittings and copper 
tubing, rocker arm lubricator kit an- 
nounced by O.E.M. Products Co., 5296 
Northwest Highway, Chicago 30, IIL. is 
designed for Ford and Mercury cars 
and trucks and reportedly lubricates 
noisy, oil-starved rocker arms and 
pushrods, preventing wear and elimi- 
nating overhauls. 

Easily installed in an hour or less 
and requiring no drilling or machining 
of any kind, unit is valve-controlled. 
Once the valve has been set to feed a 
sufficient oil supply to the engine, no 
further adjustments are necessary. 

Want more info? Use coupon on 
page 105 and you will get it! 


721—Trouble Lights 


“Wiry Joe” trouble lights announced 
by Crescent Co., Inc., 20 Central Ave., 
Pawtucket, R. I., are available in either 
25° or 50’ lengths with easy-to-see 
“Yello-Jacket” plastic insulation, 

Reflectors run the full length of the 
bulb guard and have a swivel hook at 
the top. The “sure-grip” handle has an 
on-off switch and side outlet. A 3-to-1 
wire grounding adapter is included. 

Want more info? Use coupon on 
page 105 and you will get it! 
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722——U-Joint Tool Set 


Universal joint service reportedly is 
made easy and profitable with a 
“Strike-Out” tool set announced by 
Neapco Products, Inc., South and Cross 
Sts., Pottstown, Pa., which enables one 
man in 20 minutes to remove and re- 
place both U-joints on popular cars 
and light trucks. 

Set consists of cast aluminum alloy 
shaftrest or anvil, a hardened steel 


driver and 2 nylon extenders, The 
“knockout” principle, said to be simi- 
lar to factory assembly methods, re- 
portedly will not injure a joint taken 
down only for repacking. 
Want more info? Use coupon on 
page 105 and you will get it! 


723——Wiring Adapter 


Designed to adapt the 7-wire sys- 
tem of any tractor to the 6-wire 
system of any trailer, a device intro- 
duced by the Electrical Division of 
Baker Mfg. Co., Marine City, Mich., 
reportedly eliminates the necessity of 
re-wiring trailers and simplifying the 











FLEET 


Truck Mounted 





Y2 and | ton 
hydraulie 

and electric 
hydraulic 
models 





Mounts on 

service or 

delivery truck. 
Handles heavy 
loads easily, 
quickly and safely. 





Extra mount 
ing wells add 
to crane’s 
usefulness 
around the 
shop, at load 
ing dock, etc 


Your NAPA 

Jobber is a 

good man 

to know. He 

carries the complete line 

of Fleet lifting equipment Also 

1 and 2 

mobile 
model: 


EDGEWATER AUTOMOTIVE DIV. 
St. Joseph, Michigan 
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electrical connection between tractors 
and trailers with different wiring 
systems. 

Adapter is manufactured to fit ex- 
isting plug and receptacle terminations 
of tractor and trailer wiring systems, 
and can be carried in the glove com- 
partments of all late-model tractors. 
Construction features include a zinc 
die-cast body; heavy-duty tin-plated 
brass contact pins and brass recep- 
tacles. Internal wiring is completely 
sealed against weather, dirt and dust, 
it was claimed. 

Want more info? Use coupon on 
page 105 and you will get it! 


724—Windshield Washers 


Neither the “Two-Quart” nor the 
“Compact” windshield washer an- 
nounced by The Anderson Co., 1075 
Grant St., Gary, Ind., is involved with 
the electrical or vacuum system of 
the car. 

Force and quantity of stream against 
windshield are controlled with ease by 
driver, who is free to keep both hands 
on wheel. The “No. 2200 Two-Quart” 
is completely universal, fits all U.S. 
cars and trucks and features an ex- 
tra-large capacity freezeproof reser- 
voir and multi-position mounting 
bracket. 

Want more info? Use cowpon on 
page 105 and you will get it! 


725—Back-Up Light Kits 


“Pathfinder” back-up light kits for 
Comet and Falcon cars announced by 
Auto Lamp Mfg. Co., 2909 South Indi- 
ana Ave., Chicago 16, IIl., are available 
for service-station, garage, dealer and 
repair-shop installation. 

Operating exactly the same as orig- 
inal equipment, kits are ready to in- 
stall, complete with bulbs, sockets, wir- 
ing, clips, switch (when needed) and 
fully-illustrated, easy-to-follow  in- 
structions. They are designed for stand- 
ard and automatic transmissions for 
each car, according to make and model. 
Switch and bulbs are also available 
separately as replacement items. Kits 
are individually boxed and clearly 
identified. 

Want more info? Use coupon on 
page 105 and you will get it! 


726—Brake Chart, Manual 


A technical brake lining wall chart 
and identification manual for all trucks, 
announced by Gatke Corp., 228 N. La- 
Salle St., Chicago 1, IIll., has been de- 
signed and engineered to assist the 
serviceman to improve accurate identi- 
fication of brake linings. 

The illustrated wall chart describes 
the proper procedure, in 7 simple steps, 
of measuring worn brake linings as ac- 
curately as an engineer. From the 
measurements he is able to determine 
correct part number from the manual. 

Want more info? Use coupon on 
page 105 and you will get it! 

(More New Products on page 127) 
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Change 
Truck Tires 


FAYE: K with 
Hei ro0l 
QUALITY 
BEAD LOOSENERS 


Free frozen beads quickly with ex- 
clusive Ken-Tool Bead Looseners. 
They provide greater leverage .. . 
loosen the most stubborn truck 
tire beads quickly, easily. 


PATENTED 











Farm Tractor 
Bead Loosener 


' 7-26 A 
Truck and Bus 
Bead Driving Iron 








ci — 


T-26B 


Impact Truck 
Tire Bead Breaker 
(Superior Design) 


| SEE YOUR JOBBER on the complete 
| line of Job-Designed Ken-Tools. 
| Forged by the largest exclusive manu- 
1 facturer of top-quality Tire-changing 
j Tools and Equipment. THE KEN- 
j TOOL MFG. CO., AKRON 5, OHIO. 


TE CHANGING 
] TOOLS KNOWN. USEO 
fy AROUND THE WORLD 
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becomes reservoir 
with this 


Ce 
INDIVIDUALLY PACKAGED IN ~ BRAKE BLEEDER 
THIS ATTRACTIVE COUNTER DIS- 


PLAY UNIT—complete with ready- 
for-use 6-foot hose, spare gaskets ONE PULL-UP STROKE (no air needed) — builds ‘on 


and simple instructions. Other é 
adapters for all cars, quick-dis- charge required to bleed an average car or panel 
truck! 


connect couplers and extension 
hoses are also available. SAVES FLUID — prevents spilling and wastel 


Y¥! Buy the brake KEEPS FLUID CLEAN — bleeder becomes “flock, stock 
ombination = and barrel” of the can — keeps contents free of con- 
500 or Super 7 taminants! 


SAVE MONE 
bleeder inc 


either Super 
Brake Fluid! A “MUST” for power brakes and clutch ¢ontrols! 


UNIVERSAL 3-THREAD ADAPTER ~~ fits 85% of 
cars and trucks! 

NO-DRIP HOSE END FITTING opens @nd closes with 
a twist — prevents fluid leaks! 

ONE-MAN OPERATION eliminates “pedal-pump- 
ing’ — saves expensive man-hours! 


CONTENTS FILLS AND BLEEDS p to 40 vehicles! 


Ask your EIS Distributor or write for Bulletin 30H-10. 
EIS AUTOMOTIVE CORP., Middletown, Conn. 


*PAT. PENDING 
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From your Bower-BCA jobber: 


SERVICE 


He's here to do 
a Selling job for you! 


\ 


3ower-BCA Wheel Bearings deliver more 
miles on anything that rolls. Wheel bearing 
service cabinet includes accurate torque 
wrench, BCA ball bearings, Bower roller 
bearings, important technical data. 


Need an extr 
Service Sam. 
you, to help 

How does 
of a brand-ne 
able, free, fror 
Sam serves yo 
makes good 
every 10,000 1 
too, of the « 
that a pull-a- 

Put Servi 


*For example, a 
cars on the Ame 


FEDERAL-MOGUL SERVI 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


DETROIT 13, MICHIGAN 








extra selling hand? You’ve got it in 
am. He’s ready now to go to work for 
elp you push sales of wheel bearings. 
does he do it? Service Sam’s the star 
d-new promotion package now avail- 
from your Bower-BCA jobber. Servic 
$s you, reminds your customers that it 
0d sense to check wheel bearings 
100 miles. He reminds your mechanics, 
he opportunities for extra business* 
ll-a-wheel check can reveal. 

ervice Sam to work in your station! 
le, a recent survey shows that almost half the 
>» American road have worn or dry bearings 


FADERAL 


SAM 
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Man of the year 
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P ‘ National Oil Seals available 
Frvyie in both leather and synthetic 
rubber provide best protec- 
tion against lubrication leak- 
age. Easily stocked, wanted 
sizes, readily available in the 

“Big Red” safety cabinets. 


Installation Tools with both 
cabinet stocks. 


DIVISION 


tional Seal jobber: 


No. 5511 Cabinet 
stocks more than 
100 National Oil 
Seals. 


he seals you need 


No. 5512 Cabinet stocks 
more than 50 popular size 
seals. 


Get your Service Sam 
Promotion Package now 
. put this sales-maker 
to work for you 


It makes good sense to change old oil seals 
to new National Seals whenever you pull 
a wheel for a brake job, wheel alignment, or 
for bearing repacks. And Service Sam is 
here to help you build more of this profit- 
able business. Through eye-catching dis- 
play materials he plants the idea of regular 
wheel service in your customer’s mind, 
paves the way for suggestion selling from 
you and your staff. 

Call your National Seal jobber today. 
Just say, “‘I want Service Sam.” You'll be 
glad you did. 


FREE! SERVICE SAM 
PROMOTION PACKAGE 


FROM YOUR 
NATIONAL SEAL JOBBER 


r 
imki°nAk OIL SEALS wae 


FEDERAL-MOGUL SERVICE OIL SEALS 
ISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. e DETROIT 13, MICHIGAN 














New Products 
(Continued from page 121) 





727—Molding Clips 


Illustration shows simple “turn”-in, 
snap-in features of universal molding 
clips announced by Dorman Products, 


Inc., 5757 Mariemont Ave., Cincinnati 


Three sizes fit all cars, according to 
the company. 
Want more info? Use coupon on 
page 105 and you will get it! 


728—Motor Mount Bolt Kits 


Problems arising from sheared bolts 
which have been twisted off when re- 
moving stuck motor mounts reportedly 
can be solved by motor mount bolt kits 
introduced by Accurate Products, Inc., 
135 N. Spring St., Indianapolis, Ind., 
made for all American passenger cars, 
as well as Chevrolet, Dodge, Ford and 
GMC trucks, and also available for the 
Willys Jeep and truck series, plus all 
Volkswagen models from 1953 to 1961. 

Kits contain all the necessary nuts, 
bolts, washers and spacers needed to 
install motor mounts. All parts are 
matched to the mounts specified for 
each automobile or truck. The company 
also offers a complete line of motor 
and transmission mounts which accom- 
modate the proper motor mount bolt 
kits. The combination of both mounts 
and kits assures ease of installation 
when the mounts are being replaced, 
according to the company. 

Want more info? Use coupon on 
page 105 and you will get it! 


729—tTrailer Brake Unit 


An improved automatic electric con- 
troller for trailer brakes announced by 
Kelsey-Hayes Co., 3600 Military, De- 
troit 32, Mich., is engineered for use 
with 6- or 12-volt tow cars and 6- or 
12-volt brakes. 

When connected into the hydraulic 
system of the towing vehicle, unit op- 
erates automatically to synchronize the 
braking of both car and trailer, when- 
ever the tow car brakes are applied. It 
is fully and easily adjustable for vary- 
ing load conditions, it was claimed, and 
assures smooth brake application from 
gradual deceleration to full emergency 
stopping. 

Want more info? Use coupon on 
page 105 and you will get it! 


730—Portable Conveyor 


For removing the mud and water 
from the “pit” or “trap” and deposit- 
ing this material into a pickup truck 
or other container in a matter of min- 
utes, the “Mud Hog” portable conveyor 
introduced by Swamper Marketing 
Co., 709 South Husband, Stillwater, 
Okla., is said to eliminate the time, 
dirty uniforms and trouble of cleaning 
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under car-washing racks by the bucket 
and shovel method. 

Powered by a ‘%hp electric motor, 
unit consists of 2 vertical tubes housed 
in a steel case. An endless chain with 
steel plates passes through these tubes, 
discharging the material at the outlet 
spout. A mixing auger at the bottom 
of the machine brings about a mixing 
action, and, using this combination, the 
“Mud Hog” reportedly has the ability 
to pump water or mud at any angle 
from the pit. Unit weighs 62 Ibs. Main- 
tenance is said to be a minor problem 
as there is only one adjustment point 
and one lubrication point with just 3 
basic moving parts. 

Want more info? Use coupon on 
page 105 and you will get it! 


731——Bushing, Seal Assemblies 


Only 2 part numbers—“M-102” and 
“M-105”—of driveshaft bushing and 
seal assemblies introduced by National 
Machine Works, Inc., P. O. Box 4305, 
Oklahoma City 9, Okla., reportedly are 
required to service all popular Chevro- 
let passenger cars and Chevrolet and 
GMC pickups, 1940 through 1954. 

Assemblies are said to save the ex- 
pense of buying a new driveshaft, 
since new heavy-duty bushings use the 
unworn part of the driveshaft for their 
new bearing surface. They also elimi- 
nate tearing down the differential to 
install the rear bushing or seal. 

Want more info? Use coupon on 
page 105 and you will get it! 
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remember— 


BLACK MAGIC was 
the first body mender 
to bring the advan- 
tages and health angle 
of 


NO FUMES, 
NO Odor, 
NO Itch, 


and 90°, 
less dust 


If you're not yet using 
BLACK MAGIC— it's cost- 
ing you money every day 
you try to get along with- 
out it. Send for a FREE % 
Ib. SAMPLE and FREE bro- 
chure “Good Hints when 
Working with Cream Hard- 
ening Plastics’ today. Be 
sure to include your job- 
ber's name. 
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SHOP NURSE SAYS: Who says it’s as good as 


... the first cream hardening plastic 


in America ... and that 


makes it the Original! 
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sf ers of Body and Wire Solders— 





One of America's largest indep 


CLEVELAND 14, OHIO 
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732—Oil Filter 


“PH-16 Wear-Guard” easy-change- 
type oil filter, introduced by Fram 
Corp., Rumford Post Office, Providence, 
RI, fits all 1961 Buicks, Cadillacs, 
Oldsmobiles and Pontiacs. 

A hex nut provides for quick wrench 
removal, since the factory filter instal- 
lation does not allow room for removal 
by hand, as with other filters. “Wear- 
Guard” construction is said to allow up 
to 40% greater contaminant removal. 

Want more info? Use coupon on 
page 105 and you will get it! 


733—Panel Catalog 


More than 700 body panels are listed 
in its “C-800” catalog published by 
Schofield Mfg. Co., 1140 E. 222nd St., 
Cleveland 17, O., which shows panels 
ranging from 1961 to 1947 models, in- 
cluding many new “Head-Lite” and 
other intricate panels, arranged by car 
make, model and year. 

Want more info? Use coupon on 
page 105 and you will get it! 


734—Compressor Catalog 


A 16-page catalog containing its com- 
plete line of air compressors, compres- 
sor pumps, high-pressure washers and 
accessories has been published by 
Champion Pneumatic Machinery Co., 
825 N. Pleasant St., Princeton, Ill. In 
addition to information on selecting 
compressor and complete product de- 
scription of single and two-stage com- 
pressors, pumps, washers and accessory 
items, catalog also contains complete 
specifications. 

Want more info? Use coupon on 
page 105 and you will get it! 


735—Starter Drive Catalog 


Starter drives for all popular pas- 
senger cars, trucks and tractors through 
1961 models are listed in a catalog pub- 
lished by Arrow Armatures Co., Ford- 
ham Road, Boston 34, Mass., which 
makes finding the correct unit easy by 
means of several cross references—the 
vehicle’s year and model, original equip- 
ment manufacturer’s starter motor 
number or OEM starter drive number. 

Want more info? Use coupon on 
page 105 and you will get it! 


736—Tire Balancer 


“Model 400 Porta-Truer,” on-the- 
truck or car tire truer and balancer 
announced by Amermac, Inc., P. O. 
Drawer 595, Ellaville Highway, Ameri- 
cus, Ga., is specifically designed for the 
trucking industry, but is also adaptable 
to most passenger cars, including for- 
eign cars. 

Unit eliminates the need for remov- 
ing wheel from the vehicle. Since the 
tire is trued turning on its own bear- 
ings, absolute roundness is achieved, 
according to the manufacturer. 

Want more info? Use coupon on 
page 105 and you will get it! 


737——Power Steering Hoses 


Universal series of power steering 
hoses introduced by Everhot Products 
Co., 2001 W. Carroll Ave., Chicago 12, 
Ill, contains 21 pressure and 7 return 
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“Everflex” hoses which reportedly will 
replace 152 original-equipment-type 
hoses. 

Universal application has been engi- 
neered through the straight tubular end 
of the hose. (The other end is always 
pre-bent, including ends larger than 
¥%” O.D. or complicated bends.) In most 
cases, the straight end will fit the re- 
placement need without any bending, 
according to the manufacturer. Where 
a simple bend is required, a bending 
tool and pattern are supplied with each 
hose and the straight tubular end can 
quickly and easily be shaped to match 
the original hose in seconds. 

Want more info? Use coupon on 
page 105 and you will get it! 


738—Brake Change-Over Kit 


For converting self-adjusting brakes 
to the manually-adjusted type, a 
change-over kit announced by Lee 
Mfg. Co., 1527 26th St., Santa Monica, 
Calif., contains all necessary parts for 
2 wheels (axle set)—adjusting screw 
assemblies, adjusting screw springs and 
heavy-duty brake shoe return springs. 

Adapted specifically for Ford, Mer- 
cury, Lincoln and Edsel cars, kit is 
said to eliminate frayed cables, damaged 
star adjusters and dragging shoes. 

Want more info? Use coupon on 
page 105 and you will get it! 





Licensed by 
DeCarbon 


Two Great XN 


New Moog Shocks! XY | 


COMMANDER (standard) 
SHOCK-BUOY (premium duty) 


THE FLUID’S ON THE FRAME 
where it gets the same smooth 
ride as the passengers, instead of 
the severe shaking of the axle. Mini- 
mizes fluid agitation and fluid foam- 


Steady as She Goes!" ° 


ad) + 
BEN ( vf 





ing, even at today’s higher speeds. 
That's why MOOG Shocks never fade, 
never weaken when the going's rough. 


SAFETY RESERVOIR AT TOP locks in air 
bubbles and prevents them from mixing 
with shock absorber fluid to assure 
steady performance throughout today’s 
longer trips. 


EXTRA-LARGE OPERATING BORES in 
both MOOG Shocks are a full 14" larger 
than competitively-priced shocks. This 
means lower pressure, less wear... 


Veveyc 


UNDER-CAR PARTS 


longer shock life for today's extra 
mileage. 


TWIN SEALS give double protection 
against fluid loss. 


TRIPLE-WELDED MOUNTS are 50% 
stronger than conventional welds, re- 
duce comebacks. 


MOOG INDUSTRIES, INC. 
St. Louis 33, Mo. 


MOOG MEANS MORE UNDER-CAR BUSINESS 
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739——Body Filler 


Using color-coding to control the 
speed of hardening, a body filler an- 
nounced by Ditzler Color Division of 
Pittsburgh Plate Glass Co., 8000 W. Chi- 
cago, Detroit 4, Mich., features a color 
and hardness selector on the container 
lid to eliminate guesswork in applica- 
tion. 

The speed of hardening reportedly is 
easily selected by adding red or black 
cream hardness until it matches the de- 
sired color on the speed indicator, “DX- 
666” is a full-flex filler that is easily 
filed, it was claimed, It spreads and 
works easily with a minimum of dust- 
ing or grinding, the manufacturer said, 


and will not bubble or pin hole, even 
on baking, when applied according to 
directions. 
Want more info? Use coupon on 
page 105 and you will get it! 


740—Cleaning Machine 


For thorough cleaning of parts and 
motor blocks, “Model 200 Superclean” 
cleaning machine announced by Storm- 
Vulcan, Inc., 2225 Burbank St., Dallas 
35, Texas, reportedly creates a traverse 
motion which cleans fast and economi- 
cally. 

Simple to install, machine operates 
on 110-volt current. Gas, oil or elec- 
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‘ can take your customers 


FARTHER, FASTER, SAFER, 


... because no other shock absorber dares to be different! 


If you could look inside the various 
makes of shock absorbers, you 
would see that MOOG shocks are 
bigger and better in every detail 
... totally different in design and 
construction all the way through. 


Compare feature for feature. Note 
the heavier gauge metal used in 
MOOG shocks... the larger bore 
size and piston area, the progressive 
valving and double seals . . . all the 


little differences that make for top 
performance and long life. 


With solid proof like this, it’s easy 
to convince your customers that 
they’ll enjoy a smoother, safer, 
steadier ride on new MOOG Shock 
Absorbers. And every sale you 
make means one more satisfied 
customer . . . one more who'll keep 
coming back! 


FREE SILVER-PLATED DINNER- 
WARE with each MOOG Shock 
Assortment #44. Build up a com- 


plete service. Contact your MOOG 


jobber or distributor today! 
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tricity may be used to heat detergent. 
Unit stands 4544” high by 56” wide by 
66” long. Shipping weight is 800 lbs. 
Made of sturdy steel, the tank is 
insulated with glass fiber and has a 
capacity of 200 gallons. The company 
recommends use of its “S-V Ferro- 
brite” cleaning compound. 

Want more info? Use cu upon on 

page 105 and you will get it! 


741—Sun Visor 


Molded of heavy-gauge, high-quality, 
rigid, transparent tinted plastic, “See- 
Thru” sun visor introduced by Vision- 
ade Mfg. Co., Inc., 200 Kosciusko St., 
Brooklyn 16, N.Y., reportedly gives full 
glare protection to the driver and pas- 
sengers when riding directly into the 
sun. 

Visor permits full road vision in the 
brightest sunlight, it was claimed, and 
is so adjustable that it will shield the 
driver even when the sun is at its low- 
est point on the horizon. Two spring- 
tension, adjustable clamps attach sun 
visor to regular opaque car visors. One 
universal model fits all cars, trucks and 
buses and can be used as a shield from 
side window sun glare. 

Want more info? Use coupon on 
page 105 and you will get it! 


742—Shock Absorber Catalog 


Nine of the 56 pages in a shock ab- 
sorber catalog published by The Co- 
lumbus Parts Corp., 1801 Spielbusch, 
Toledo, O., are devoted to installation 
tips for cars that require any installa- 
tion procedures out of the ordinary. 
The section is by car models in alpha- 
betical order. 

A second 9-page section contains 
complete drawings for each car make 
and model, fully explaining the correct 
assembly of small parts and mounting. 

Want more info? Use coupon on 
page 105 and you will get it! 


743—Car Mirror 


“No. 460” double-duty car mirrer 
announced by Yankee Metal Products 
Corp., 25 Grand St., Norwalk, Conn., 
features 2 mountings in the one pack- 
age—clamp-on base and body-mount 
bracket, thus eliminating duplication of 
inventory. 

Constructed of rust-proof, die-cast 
material with a non-glare, distortion- 
free glass recessed for visored protec- 
tion, mirror fits all cars—standard, 
compact and foreign. 

Want more info? Use coupon on 
page 105 and you will get it! 


Want more facts? Use Reader Service Card Page 105 





Want more facts? Use Reader Service Card Page 105 SOUTHERN AUTOMOTIVE JOURNAL for May 1961 





WHATILL * *@ 
IT 

GET 
YOU 
? 


You name it. There’s a whole catalog full of dandy items — tabs saved up, just look through your catalog and tell us 


you can get absolutely free with Autolite Spark what you want. Enclose the required number of 
Plug box tops. Watches, encyclopedias, over 500 end tabs. It’s that simple. You don’t sell Autolite 
separate gifts, all free . . . if you sell Autolite Spark Spark Plugs? Here’s what to do. Call your Autolite 


Plugs. All you do is tear off the part num- supplier. He'll be over pronto with the 
ber end tab from each Autolite Spark | _ whole program and enough spark plugs 
Plug box. When you’ve got a nice pile of to get you started. Phone him now. 
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TIME SAVERS 














Devising Handy Tool 
To Remove Hub Caps 


| igen some hub caps with a 
screwdriver without anything 
to pry against can sometimes be a 
mean job and might also result in a 
scratched wheel or dented cap. 


Pa 
es yp 
< 
ei 


I made a tool using an old lug 
wrench (any kind of %” or better 
steel bar can be used) that makes 
removing any hub cap a snap and it 
will not mar the wheel or cap. Grind 
the end to a screwdriver point and 
weld a lug on about 4” from the 
drawn end. Using lug as a fulcrum 
against the wheel or tire, slip screw- 
driver end under the edge of the cap, 
which easily flips off. This tool also 
makes a good bumper jack handle.— 
William Horrell, 824 Evelyn Avenue, 
Louisville 15, Kentucky. 


Executing Fast Repair 
On Tube Socket 
W HEN a pin breaks off in the tube 


socket of a car radio, instead 
of taking the long way to install a 


new socket, cut a good pin out of a 
discarded socket. 

Remove the broken pin by exert- 
ing pressure with a small punch or 
screwdriver on the bottom of the 
socket. Poke the new pin into the 
socket from the top of the chassis, 
then use long-nose pliers to pull it 
through.—Stan Clark, Stanley Clark 
Service, Box 2162, East Bradenton, 
Florida. 


Replacing Olds, Pontiac 
Wheel Cylinder Studs 


FTER removing the two studs 
that hold the front wheel cyl- 
inders to the backing plate on late- 
model Oldsmobiles and Pontiacs, cut 
slots (with hacksaw) in the heads 
so that a straight screwdriver may 





“Those gas masks and gloves 
WERE a drawback 
Si ... before BOND-TITE 
* “This is me before BOND-TITE. 
Gloves, gas mask and nasty 
disposition. Then I discovered 
BOND-TITE PLASTIC FILLER. Now the 
itching skin and fumes are gone 
and so is the gas mask and gloves. 
Smoother-working, flexible 
BOND-TITE makes all auto body 

y repair jobs quicker, easier 
and leaves more time for my 
special hobby.” 


HOSE NOZZLE 


packaged for impulse sales... 


© MORE PROFIT PER UNIT SALE! 


© STRONGEST GUARANTEE ON THE 
MARKET! 


© SMART NEW BUBBLE PACKAGE! 


BRILLIANT VACUUM PLATED 
FINISH! 


POSITIVE CONTROL — TRIGGER 
SHUT-OFF ! 


GIVES 3 ALL-PURPOSE SPRAYS! 


Phillip D. Boehm 

3760 Peachtree Rd. 
Atlanta, Ga. CE 3-342! 
Chaney & Co. 

P.O. Box 1503 

Charlotte 2, N.C. FR 5-8748 


Keller-Hayden Inc. 
| Winthrop 

Ft. Worth 7, Texas 

PE 8-545! 


J. Paul Saunders Co. 
©. Box 327 


You're Always Right with couse Green, Ky. 


rte 
—_ (Datey 
et. THE L. R. OATEY CO. CLEVELAND 35, onIO 
Mfr. of Bond-Tite Products: PUSTIC FILLERS « BODY PANELS « PLASTICATORS SOLDERS & FLUXES 


MOLDED SPECIALTIES, INC. 
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GOT A GOOD 
: IDEA? 


will be paid for every 

time -saver or shop 

short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 1760 
Peachtree Road, N.W., Atlanta 
9, Ga. Rejections cannot be 
returned. 











be used to replace the studs. 

I have found this takes less fight- 
ing than trying to work a finger in 
beside the knuckle support to turn 
the studs. The screwdriver in the slot 
will permit all but tightening the 
studs.—Bill Hamilton, Hertel Gen- 
eral Tire Company 801 West Seventh 
Street, Fort Worth, Texas. 


Rethreading Bolts 
Too Short for Die 


W HEN it is necessary to rethread 
a battered bolt that is too short 
to be reached by a conventional die 
and where the bolt is in a cramped 
space, hacksaw several radial grooves 
in a nut of the same size and thread 
as the bolt. 

Heat the nut to dul! red and 
sprinkle the threads a few times with 
granulated sugar until sugar burns. 
This produces a thin, very hard-case 
surface and results in a good die that 
can be swung either by hand or with 








a suitable wrench. — E. Mayover, 
Eddie’s Gulf Service, 1601 14th 
Street, West (U. S. 41), Bradenton, 
Florida. 
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Making Quick Repair 
To Freezer Plugs 


N Pontiac V-8s sometimes a 

leak develops back of the head 
at the freezer plugs and, ordinarily, 
the head would be removed to re- 
place the plugs. However, here is a 
quick way to effect the repair: 

From 4” flat iron make plates the 
size of bypass gasket to cover freeze 
plug. Using bypass gasket, cover 
freeze plate. Use bolts to fasten, as 
holes are already drilled and tapped. 
—Carl L. Edwards, Mechanic, Grif- 


fin Motor Co., Monroe, North Caro- 
lina. 


Installing the Pump Seal 
On Ford Power Steering 


HEN installing the seal on Ford 

power steering, it is often easy 
to damage the seal while sliding it 
over the sharp-edged shoulder on 
the shaft. 

An easy way to prevent such trou- 
ble is to use one of the plastic thread 
protectors that come in the ends of 
power steering hoses. Cutting the 








ES 


TRULY Traps 
Metallic 
Particles! 


SELLS FOR 


ASTER 


TRULY 
Regulates 
Pressure! 


4 





ea INCREASE 


TUNE UP PROFIT. 


and give your customers these EXTRA BENEFITS: 


* UP TO 20% SAVINGS ON GAS! 

* FREEDOM FROM VAPOR LOCK AND FLOODING! 
% SMOOTHER ENGINE PERFORMANCE AT ALL SPEEDS! 
*% EASIER STARTING—SMOOTHER ACCELERATION! 


* REDUCED ENGINE WEAR! 


Milesmaster Fuel Pressure Regulators are available for 
both U.S. and Foreign made cars. The new Redi-Fit 
Kit contains all of the parts and fittings you need for 
quick, easy installation. 


951S MAIL THIS COUPON for the FREE TRUTH Pamphiet and Data Sheet! 


f™ MILESMASTER, INC., Dept. 18, 1550 E. 74th Pl., Chicago 19, Ill. ™"J 


i Name poceseeneumne 
Address 


City 


Le 
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closed end out of the thread pro- 
tector will allow it to be slipped over 
the end of the shaft where it will 
serve as a guide for the seal.—Lynn 
F. Snoddy, 1622 Vivian Street, 
Shreveport, Louisiana, 


Installing Under-Dash 
Main Wiring Harnesses 


; eo method saves us time when 
installing under-dash main wir- 
ing harnesses: 

Make sure new harness is the cor- 
rect one, then clip each wire on old 


harness approximately two inches 
from the instruments, switches, etc. 
Pull most of old harness out of the 
way. Route new harness, then pull 
each old clipped wire off and con- 
nect new ones according to color, 
one at the time.—C, J. Cantrell, 410 
Cummings Drive, Pineville, Louis- 
iana. 


Making Tool to Check 
Top Dead Center 


QUICK and readily accessible tool 
to check top dead center on any 





a 


Youll Buy It... 


Just call your jobber today and ask for the use of one of 
National’s “DA” sanders on a free trial basis. Use it for one 
week. You will see how the off center sanding pad revolves 
free and independent of the driving head. You’ll note how 
this action produces an unusually scratch free surface as the 
abrasives travel in a non-directional pattern. 


See for yourself how the “DA” sands prime, surfacer, and 


putty... 
going through the prime. 


. removes rock chips and scratches in color without 


Notice how the ““DA” doesn’t generate heat and soften paint, 


and that abrasive lasts longer. 


“No hand clean-up except tac rag and surface is ready for color, 


even Acrylic.” 


Call Your Jobber Today or Write... 


NATIONAL 


NATIONAL-DETROIT, 
ROCKFORD, 
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cylinder can be made with a distri- 
butor cap from the particular make 
and model engine being serviced. 
Cut top out of old cap to a dia- 
meter equal to the center line of the 
spark plug leads. Install cap in place 
on the distributor and, following the 
firing order, as the rotor reaches a 
point opposite the spark plug lead, 
that piston will be on top dead cen- 
ter. This can be very helpful in ad- 
justing valves, since some manufac- 
turers’ specifications call for valves 
to be adjusted on top dead center.— 
W. H. Holland, Bruce-Flournoy 
Motor Corporation (Ford), 21st at 
Manteo, Norfolk 17, Virginia. 


Honing Wheel Cylinder 
On Chevrolets 


ESIGN of backing plate on Chev- 

rolets prevents the honing of 
wheel cylinder when in position on 
the backing plate. 

To permit honing and overhaul 
without complete removal of the 
wheel cylinder, remove the two 
mounting bolts, leaving the brake 
line connected to the wheel cylinder. 
The cylinder can then be moved 
away from backing plate far enough 
to get the job done—Robert C. 
Worley, Route No. 3, Box 40, Flor- 
ence, Alabama. 


Collard Will Steer 
Kansas Dealers 


— Collard, Jr., of Leavenworth 
was elected president of the 
Kansas Motor Car Dealers Associa- 
tion at that body’s 30th annual con- 
vention, which was held recently in 
Wichita. 

Other officers are Dale Sharp of 
Topeka, vice president; Roscoe Ham- 
bric of Topeka, secretary-manager, 
and Edgar W. Heyl of Sharon 
Springs, treasurer. 


San Antonio Picks Hemphill 


Austin Hemphill is the new pres- 
ident of the San Antonio (Texas) 
Automobile Dealers Association. 
Richard Betts is vice president and 
Charles Turbiville is the treasurer. 
The association was chartered in 
1918 and reportedly is the oldest 
dealer group in the state. 


Sisk Dies in Darlington 


H. L. Sisk, 68, Darlington, S. C., 
automobile dealer, died there re- 
cently following an illness of two 
weeks. Born in Cordova, Md., Sisk 
moved to Darlington in 1919 and 
opened the Sisk Motor Co., operating 
it until his death. 
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MARK TZ 
OFFERS NEAT 


SOLUTION FOR CORVAIR 


AIR-CONDITIONING 


Here is Mark IV’s thoroughly researched and 
tested installation for the 1961 Corvair. No body 
work is required—no louvers need be cut. No 
additional condenser fan with its power drain is 
required. The installation uses a reverse rotation 
compressor, steps up the speed of the standard 
engine fan, and seals off the engine compartment 
in such a way that all of the air entering the 
compartment flows over the condenser which is 


mounted on the underside of the hood. 


WIND TUNNEL TESTS PROVE 
OUTSTANDING PERFORMANCE 


In the famous Modine wind tunnel a Mark IV equipped 
Corvair was tested under tropical conditions few American 
tourists ever face: 110° F with 50% relative humidity 
Even after running for extended periods at slow speed 
and idle, engine temperatures stabilized below critical 
levels, never reaching warning light temperature. Pull- 
down in the passenger compartment was excellent: in 
the 70’s after only seven minutes of operation! 


WRITE FOR COMPLETE DETAILS 
MARK IV DIVISION Dept. SA 


JOHN E. MITCHELL COMPANY 


3800 COMMERCE DALLAS, TEXAS 


Manufacturers of fine machinery 
for more than half a century 
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PeNUhcolsst-balomm ae- lal 
mission cars can 
use either Mark 
IV's standard unit 
forcompacts, 
don - me Ranen-Back-E-aa) 
Sportsman, 


ie 
EVAPORATOR 


ARRANGEMENTS 


AVAILABLE 


or the rear pack 
-Ter- Metal -2hmel-5-11¢ 1am 
Tisslit- tm cemdal-melal-) 
the Company 
uses on the 
T-Bird. Only the 
rear shelf evap- 
orator fits stick 
shift models 
(4-door models 
only) 





Pulling Pinion on Chevrolet Axle 


The SNap-on® CJ-86 Pinion Puller can 
save you about three hours’ time remov- 
ing the rear axle pinion. No need to re- 
move entire rear axle, springs and torque 
tube assembly. Page 109, Catalog X. 


Chevrolet Starter Bolts 


Those tough bolts on 6-cylinder Chevro- 
let starters loosen up readily when you 
use a SNAP-ON FH-2024A Flex Head 
Wrench. Also, this wrench is real handy 
for hard-to-get-at bumper bolts and nuts 
on 59 models. See page 52, Catalog X. 


Removing Door Hinges on Ford Products 


Here’s one for Ford, Mercury and Lin- 
coln front doors. If you need a screw- 
driver to get into the close quarters be- 
tween the door and hinge post to remove 
or replace door hinges, ask your SNAP-ON 
man for the FP-41A Screwdriver Bit. 
Page 25, Catalog X. 





NEW TOOL 





Siap-on §-6401 and $-6402 
Bushing Puller and Driver 


Snap-on §-6401 and S-t402 Bushing 
Puller and Driver will help mechan- 
ics remove and install bushings and 
grease seals in 1960-61 Falcon and 
Comet transmission extension hous- 
ings. Puller jaws go through the seal 
and between the bushing and shaft 
and expand behind the bushing. A 
sliding tube then gives them a slip- 
proof grip. To install — the bushing 
slides onto the driver and is inserted 
into the shaft housing. Hammer blows 
on the handle seat the bushing. The 
adaptor collar and grease seal are 
placed on the driver and go in the 
same way. Check with your SNAP-ON 
man. 











Bleeding Brakes on Ford and GM Cars 


Use the Snap-on S-9542A Wrench — it 
fits most models through 1960. For GM 
models through 1959, attach a TM-10 
5/16-in. socket (Page 21) to the %-in. 
square drive end to remove the bleeder 
screw in the bleeder valve. Page 77, 
Catalog X. 


SNAP-ON TOOLS CORPORATION 
8050-E 28th Avenue * Kenosha, Wisconsin 
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Why Dealers Age Fast 


If you’re a franchised dealer who thinks he has a 
“‘stimulator’’ with whom to contend, consider this 
southeastern dealer who has as his chief competitor a 
same-make dealer in a much smaller city 30 miles 
away who has been beating the larger-city dealer on 
two out of three deals because the “‘stimulator’”’ (with 


much lower overhead): 


city. 


pects. 





1.—Keeps two salesmen operating in the larger 


2.—Has these salesmen spy on visitors to the show- 
room to note license plates and then contact the pros- 


3.—Even shows the invoice and agrees to a straight 
cash deal $25 above dealer cost, when necessary to 


4.—Has the salesmen agree to pick up and deliver 
new cars during warranty service period, leaving be- 
hind a used car for the new-car-buyer’s use while his 
car is being serviced 30 miles away. 


You can bet that get-ready is held to a minimum. 


You can bet that the frustrated dealer has asked 
his factory to clean up the mess, but without success. 


And you can bet, finally, that the dealer is hoping 
the ‘‘stimulator’’ can’t last much longer. (He has no 
trouble competing with four other of his make dealers 
also in approximately the same trading radius. ) 











Walter Deal Deals 
Himself More Work 


— Deal, who can sell cars 
or capably and lively direct a 
hillbilly band, has just dealt himself 
some more activity, as he is often 
found doing. 

The president of Deal Buick, Inc., 
has been elected president of the 
Asheville (N.C.) Merchants Asso- 
ciation, a position he held in 1949. 
He is the only man ever elected to 
the office twice. 

This versatile dealer, who has 
spoken in his Will Rogersesque 
fashion before a number of car 
dealer association conventions, 
“brought down the house” one 
morning when he and other dealers, 
fully dressed for the part, staged a 
real mountain hoe-down at the con- 
vention of the North Carolina Auto- 
mobile Dealers Association, of which 
he is a past president. 


Buick Appoints Taylor 
Dallas Zone Manager 


| Pane W. Taylor, 40, has been ap- 
pointed manager of Buick’s 
Dallas, Texas, zone, succeeding 
Charles A. Speight, who was trans- 
ferred to Los Angeles as zone man- 
ager. 

Taylor, who joined Buick in 1951, 
had been zone manager in St. Louis 
for nearly three years. 


Poplar Bluff, Mo., Organizes 


Poplar Bluff (Mo.) dealers have 
organized and elected Archie Lee 
VanDover president. Other officers 
are James V. Corrigan, vice presi- 
dent, and Mrs. Coral Cruce, secre- 
tary-treasurer. This is one of several 
local groups created under the as- 
sistance of the Missouri Automobile 
Dealers Association, of which James 
A. Gorman is the veteran manager. 
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WISE HIRING IS NOT AN ART... 


We all like to think we’re shrewd 
judges of men—that we can size up 
a hotshot salesman and hire him 
on the spot; but can we? How often 
have our best-looking prospects 
turned out to be mere order-takers, 
or bright-eyed optimists with a batch 
of sales just around the corner, or 
slickers that close so hard and fast 
that it’s hard to tell whether they’re 
doing more harm than good? 


How can we tell beforehand? How 
can we spot the money-hungry men 
that love the business—the genuine 
salesmen? Must it be trial and error? 


The answer is “‘no.”’ Hiring can 


be surprisingly scientific, considering 


SOUTHERN AUTOMOTIVE JOURNAL for May 1961 


the animal involved. There will never 
be a real substitute for experience 
when it comes to dealing with people, 
but even the newest sales manager 
can hire with a fair degree of success 
if he follows the rules. 


And the rules? You'll find them in 
the May issue of Profit Pointers, our 
monthly publication. We offer you a 
list of the traits that go to make up 
the good salesman and how to weigh 
them. We spell out the proper inter- 
view procedures and how to apply 
them. We give you the basic facts on 
how to build a good sales force from 
the bottom and increase your profit 


thereby. It’s not a complete course 


on hiring, by any means, but it’s a 
good refresher, and that’s something 


we can all use now and then. 


You will find an article of just this 
type in every issue of Profit Pointers- 
short, hard-working, and of real use 
If you'd like a copy, write us, or con- 
tact your nearest Associates represen- 
tative, and we'll be delighted to put 
you on the list. It’s part of our extra 


service at The Associates. 


THE 


ASSOCIATES 


INVESTMENT COMPANY - 
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HURRY! ONLY A 


CHAMPIONS 
BIG CONTEST 
CLOSES 


MAY si! . 


Last opportunity to win your own 
airliner and crew for 2 weeks— 
plus *5,000 spending money! 

All tax-paid! 
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FEW DAYS LEFT! 





This can be yours for 2 weeks! Plan your own trip—anywhere in North America! See the places 
you’ve always wanted to see! Take along your family and friends—up to 12 people in all! 


COMET 
2-DOOR SEDAN 
Equipped with heater, 
whitewall tires. 


1,159 OTHER VALUABLE PRIZES 


FALCON 
TUDOR SEDAN 
Equipped with heater, 
whitewall tires. 


LARK 
2-DOOR SEDAN 
Equipped with heater, 
whitewall tires. 


RAMBLER AMERICAN 
2-DOOR SEDAN 
Equipped with heater, 
whitewaill tires. 


2 LONE STAR 
15-FT. RUNABOUTS 
With trailer, up-to-40 hp 
outboard motor. 





12 STROMBERG- 
CARLSON CONSOLES 
Stereo hi-fi phono, 
AM-FM radio. 





35 BELL & HOWELL 
MOVIE CAMERAS 
8 mm., automatic 

electric eye. 





156 EVANS BICYCLES 
Interceptor 300 model, 
boy's or girl's styles. 





it~ 
ng 
250 COLEMAN 
CAMP STOVES 


Lightweight, clean- 
burning, durable. 





700 COLEMAN 
PICNIC COOLERS 
Well-insulated, 
lightweight. 


DEPENDABLE 


SPARK PLUGS 


TOLEDO 1, OHIO 
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URGE EVERY CUSTOMER TO ENTER! 


Keep using the helpful hints on 
Pages 10 and 11 of your plans book 
to improve your customers’ (and your 
own) opportunities of winning. 
Remember—the more entries you 
certify, the better the odds are for you! 


HURRY! TIME IS RUNNING OUT! 


This contest closes May 31. By then, 
1,160 lucky motorists will each have 
won a valuable prize. And 1,160 
identical prizes will be awarded to 
the certifying dealers. So hurry! It’s 
your chance of a lifetime! 
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HANDY DISPLAYS ADD EASY PROFITS 


Place this silent salesman near your en- 
trance and pick up important extra 
profits. It stocks, demonstrates and sells. 

Every car needs 

Ace mats. They pro- 

tect new car floors, 

hide and dress-up 

worn floors. 





Famous for bright 
gold shields, deep 
grooves, “live rub- 
ber, good fit. 


REPLACEMENT MATS - BIG BUSINESS 


Check every customer's original floor mat. If 
worn, stress the safety and beauty benefits of 
ACE Deep Pile, carpet textured AUTOMATS. 
Keep the miniature mat handy to show the 
contoured shape, fine rubber, felt backing and 


colors. It pays! Ask Your Jobber 





~ 

2 \ 
will not 
burn hands~\ 
leaves 9° | 


CARBURETOR (Sere ingerns / 
CLEANER —_*.o-” 


You never had one so good as GUNK C-C! It’s the safe, 100% active carburetor 
cleaner that cleans clean! Digests all carbon residue, varnish, tars, and grease. 
Available now in 5 gallon size bench kits with or without parts basket . . . also 15, 
30 and 55 gallon size drums. See your GUNK Jobber, or ask us for details. 





“Dunk ‘em reeset ce SUNK CC—The easiest carburetor cleaner to work with. 
in GUNK” | The GUNK HS—The world’s most powerful carbon digester! 


is yours— 
® Reg. trade mark. 


GUNK CHICAGO CO., River Forest, Illinois 











RADIATOR SPECIALTY CO., Charlotte, No. Carolina 





Vice President Suslavich 


Suslavich Leaves Chrysler 
For Studebaker Sales 


——. of Frank J. Suslavich 
as vice president and general 
sales manager of the Studebaker- 
Packard Corp. automotive division 
has been announced by President 
Sherwood H. Egbert. 

Suslavich, who will direct domestic 
sales of Studebaker passenger cars 
and trucks, had been assistant gen- 
eral manager of the Plymouth- 
Valiant Division of Chrysler Corp. 
since January 1957. 

With General Motors Corp. from 
1945 through 1956, Suslavich was 
formerly Chicago zone sales manager 
and then Atlantic regional sales 
manager for Oldsmobile. 


Replacement Nylon Tires 
Hover Around 50% 


f fycore 50% of all passenger tire 
replacement sales in 1960 were 
nylon cord tires, according to E. I. 
du Pont de Nemours & Co. The 
previous year the figure stood at 
38% 

Truck and bus owners also indi- 
cated a growing preference for nylon 
tires, according to statistics. Over 
55% of all replacement tires in this 
market were reinforced with nylon, 
compared with 47% in 1959. In addi- 
tion, more than 30% of original 
equipment truck and bus tires were 
made with nylon. 

“Considering that nylon’s share of 
the total passenger tire replacement 
market was only 20% in 1956, this 
represents a remarkable gain,” Mil- 
lard G. Gamble, director of market- 
ing services for Du Pont’s Textile 
Fibers Department, pointed out. 

“While nylon tires generally cost 
more than ordinary tires,” he said, 
“these figures indicate that tire pur- 
chasers are willing to pay more for 
the additional strength and safety 
nylon contributes to a tire.” 
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New from Johns-Manville! 


) 


THIS BRAND-NEW DISPENSER 
makes handling plastic electrical 
tape a revelation! Far safer, too, be- 
cause the cutter is permanently 
shielded ... can’t snag hands or 
clothes. 

From beginning to end, you'll save 
time and trouble with J-M Dutch 
Brand Plastic Electrical Tape in this 


great new dispenser. And you’ll like 


oe 


» JOHNS: MANVILLE YU 





all ten of the big advantages shown 
on the right. 

But, see for yourself! Get all the 
facts on Dutch Brand® Plastic Eiec- 
trical Tape in the handy new dis- 
penser from your J-M Dutch Brand 
Distributor. Or write to Dutch Brand 
Division, Johns-Manville, Box 14, 
New York 16, N. Y. In Canada: Port 
Credit, Ont. Cable: Johnmanvil. 


JONNS MANVILLE 


D crs 


TEN IMPORTANT ADVANTAGES! 


1. Permanently shielded cutter! 
2. No moving parts to snag hands, 
clothes! 3. Can’t dull or clog! 
4. “Tape-and-tear” with one hand! 
&. Special “grip-strip” for faster 
starting! 6. Full 66’ of finest plas- 
tic electrical tape made! 7. Pre- 
loaded ... ready to go! s. Protects 
tape against dirt, grease! 9. Big 
center hole for easy handling! 10. 
COSTS NO MORE THAN TAPE ALONE! 

















SOUTHERN JOBBERS 
and FACTORY MEN 





It's Centralize, No Branches, for Us 


r MAY seem like ages, but it was 
only a short time ago that we 
were hearing so much about the 
solid sixties, the sensational sixties, 
the sizzling sixties and so on. It all 
sounded wonderful, especially with 
a few drinks and a good dinner. 

Now, as we approach the 18th 
month in that scintillating epoch, 
some of its miracles are turning to 
mirages. Before we go any further 
into what may be the sober or seri- 
ous sixties, it is a good time for us 
to take a good, hard look at our 
position and, if need be, readjust our 
thinking and our direction. 

No one ever accused me of being 
a pessimist. I am not one now. Our 
jobber-distributor business is in its 
28th year and has been through 
many changes. It has never been 
sounder or more profitable. Its out- 
look never has been better. I am 
definitely optimistic. 

But changes in the general busi- 
ness climate are coming. They are 
going to demand changes in manage- 
ment and operation policies. Some 


By BOB F, DERISO 


President 
The Tampa Auto Parts, Inc. 
Tampa, Fia. 


will have built-in advantages for our 
benefit. Some will bring disadvan- 
tages to our former methods. 

The smart jobber will be the one 
who will not expect to operate his 
business exactly as he did even two 
years ago and will not limit his po- 
tential by resisting change. He will 
be the one who is alert to changes. 
He will use or reject them to the best 
interest of himself, his business and 
his customers. 

Jobbers and distributors will have 
to consider many corrective changes 
in the coming months, and changes 
in many degrees. Some will be small, 
some will be large, but all will be 
important. If I were forced to label 
any one as being most important 
over the others, I would say it would 
be a general tightening of our fi- 
nancial affairs. 


The author has been a jobber for more than a generation and in this article 
“thinks out loud” about the future of jobbing as he sees it. He is shown here 
seated in the middle, with his sales force around him (I. to r.): Louis Cabot, 
Jr., William R. Patrick, R. C. Jennings and William M. Durbin. Two more sales- 
men are being added soon under expansion plans, rather than adding branches. 


I would start with credit. It hasn’t 
been too good lately. It shows no 
signs of improving by itself. Some 
people have stretched it pretty far— 
and without particular fault to any 
group or individual. All of us have 
been guilty at one time or another 
of overselling in the free and easy 
days of topless quotas. Naturally, 
nearly everybody has been over- 
buying, causing an endless chain re- 
action from manufacturer to con- 
sumer. 

It is difficult to check this trend. 
It requires some sacrifice of volume, 
even though it is expensive volume, 
and some very delicate customer re- 
lations. But, preparing for the future, 
we are taking our dose like a little 
man. We have almost no slow credit 
now and, consequently, no bad 
credit. 

All of our accounts are on a 30- 
day basis. After the 10th of every 
month we give each of our five sales- 
men a statement of the credit stand- 
ing of their customers. They are ex- 
pected to work on it immediately. If 
no mutually satisfactory arrange- 
ment can be made in the next ten 
days, we try ourselves to effect a 
settlement. If that fails by the end 
of the current month, the customer 
is on a cash-or-no-sale basis. The 
method is sometimes harsh. It is not 
pleasant, but it is the simplest way I 
know to solve a growing problem. 

Overbuying and selling have also 
brought some overexpansion. I agree 
that multiple branches have been in 
style. As communities expand, busi- 
ness has followed. That is a logical 
development. Many branches have 
proved sound and successful. But 
branches that were not justified are 
becoming more and more common, 
particularly those of small jobbers 
whose branch expenses multiplied 
faster than their profits. 

I have been afflicted with “branch 
fever” myself. I had mentally se- 
lected several locations. The picture 
was beautiful. Then I got a market 
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The 80-by-80-foot plant utilizes balconies to increase inventory space. A second story can be added. 


analysis study. The study was opti- 
mistic, but it was underlined with 
caution. For example, here are some 
of the questions it posed: 

1—How much business do you 
presently do in this area? 

2.—Can you maintain this volume 
without a branch? 

3.—What is your present cost in 
this area? 

4—What would 
branch? 

5.—How well-established is your 
competition in the area? 

6.—What would happen if a com- 
petitor also opened a branch? 

7.—What volume increases could 
you expect from a branch? 

8.—What profit could you expect 
above branch expenses? 

Those questions provide food for 
thought. My own honest answers 
changed my thinking about 
branches. I do not believe that this 
is the time to risk overexpansion by 
a relatively small wholesaler. 

Moreover, all of our resources, ef- 
forts and ingenuity are going to be 
needed in strengthening a sound cen- 
tral business, which is much more 
economical to expand with added 
facilities, personnel and services. To 
this we should devote our entire at- 
tention, whether our plans include 
branches or not, to meet a present 
and growing threat of big corporate 
competition. 

The wholesale segment of the au- 
tomotive industry has been fortu- 
nate until now in not having this type 
of competition in direct rivalry. We 
have seen what it has done and can 
do at the retail level, affecting us 
indirectly, but now we are meeting 
it face to face under more severe 


ground rules. 


it be with a 


We are going to need all our re- 
sources also to take advantage of the 
widening effects of compact and for- 
eign cars. It looks now as if they are 
here to stay. We know the turmoil 
the extra lines and models have cre- 
ated in the business of franchised 
dealers, Until now we have merely 
watched from the sidelines. But this 
change is going to affect our busi- 
ness, too 

The transition may be a blessing 
in disguise by keeping older conven- 
tional cars running longer and need- 
ing more parts and maintenance, but 
the new types are going to demand, 
for awhile at least, added inventories 
of parts and equipment We shall find 
ourselves in the next few months in 
the present position of the franchised 
dealers, trying to sell on two fronts, 
competing with themselves. This 
problem is difficult for most of us 
to visualize at the moment, I know. 

It won’t be long, however, before 
it becomes real as we scurry around 
for added stock space, sales effort 
and capital to handle what actually 
amounts to an extra business. 

We have already begun to stock 
compact and foreign car parts as 
they become available. We are mak- 
ing more space in our storage facili- 
ties. We plan to bear down on im- 
provement of our employe relations, 
although our present policies have 
given us an average experience level 
of ten years with our 20 employes. 
We hope to expand our sales and 
delivery services in a centralized 
operation that becomes simpler daily 
with shortened distances via im- 
proved highways and improved com- 
munications. 

We are going to give special at- 
tention to our promotional program, 
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increasing our cooperative newspa- 
per advertising, our sales clinics, in- 
centive competitions and advertising 
gifts such as lighters, calendars, desk 
sets and key rings. That program is 
going to be topped with a lively, in- 
formative house organ, a real con- 
tinuing sales campaign and im- 
proved service. In other words, we 
plan to build and strengthen our 
capital and operating base. We are 
in no sense retrenching or pulling 
back from a fight. 

We believe that is a sensible, solid, 
sound, successful approach to what- 
ever lies ahead in a transitional pe- 
riod of rapid and probably unprece- 
dented change. 


Southerners Help Swell 
AAR Membership 


EW Southern members of Auto- 
motive Affiliated Representa- 
tives are: 

Charlotte: P. L. Wimberly Associ- 
ates; Tampa: Gandy-Meadows Co. 
and Floyd Ware; Atlanta: J. L. 
Daniell Co. ard C. R. McGruder; St. 
Louis: Paul V. Lawton and Cedric 
H. Watson, and Kansas City: J. F. 
Tapp Co. 


Black & Decker Opens 
Charlotte Office 


A SALES district office has been 
L opened in Charlotte, N.C., by 
the Industrial-Automotive Division 
of The Black and Decker Mfg. Co., 
with Floyd W. Cowan as manager. 

The district encompasses the Car- 
olinas, formerly part of the Atlanta 
district. Sales representatives are 
Norris C. Keller and Steve J. 
Deviney. 





J. McEwen Cherry Seeks 
Booster Secretaryship 


McEwen Cherry, president of 
J. The McEwen Cherry Co., manu- 
facturers’ representatives, Nashville, 
Tenn., announced this month for the 
secretaryship of Automotive Booster 
Clubs International, subject to elec- 
tion next Feb. 8. 

Cherry is a past president of B- 
25, Memphis, and of B-44, Nashville, 
and a past international president of 
Automotive Affiliated Representa- 


tives. He served in World War II and 
was recalled to service in the Korean 
War as a colonel. 

“If given the privilege of serving 
in the various offices of ABC Inter- 
national, I will spend the greater 
portion of my time and effort toward 
furthering the goals of Boosterism,” 
the Tennessean said. “I am in a posi- 
tion to travel extensively throughout 
the United States and Canada with 
the purpose of improving communi- 
cations between the independent 
manufacturers, their trade associa- 
tions, the local Booster clubs and the 
international organization of our in- 
dustry.” 

The McEwen Cherry Co. was 
formed 35 years ago. 


Borg-Warner Appoints 
Geiger Sales Manager 


Ppp gs of C. Gregg Geiger 
as sales manager for Borg- 
Warner Service Parts Co., a subsidi- 
ary of Borg-Warner Corp., has been 
announced by President Robert L. 
Stacey. 

A specialist in sales, merchandising 
and marketing operations, Geiger 
had been associated with Johns- 
Manville Sales Corp. for the past 14 
years, handling sales to the automo- 
tive field, both to the original equip- 
ment manufacturer and the replace- 
ment parts supplier. Prior to that he 
was on the sales staffs of Swift & 
Co. and the Mall Tool Co., both of 
Chicago. 
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633 E. 63rd Street 
Kansas City 10, Mo. 


Man of the Year: 
Name of Candidate 
haa 


Name of Company 
City and State_ 


Signed 





TO: The Automotive Man of the Year 


| nominate to receive the AWDA president's award for the Automotive 


BECAUSE: 








Nominations Get Rolling 
For AWDA Award 


OMINATIONS for candidates for 

the Automotive Man of the 
Year 1961 can now be sent to Auto- 
motive Warehouse Distributors As- 
sociation headquarters, according to 
President Robert S. Weber of Mil- 
waukee. 

The person selected will receive 
the AWDA president’s award dur- 
ing the group’s 14th annual conven- 
tion to be held at the Muehlebach 
Hotel in Kansas City Oct. 30. 

Qualifications of the candidate, ac- 
cording to Executive Secretary Mar- 


tin Fromm, must include a connec- 
tion with the independent automo- 
tive aftermarket or a unique contri- 
bution to that segment of the 
automotive industry. An impartial 
industry selection committee has 
been appointed to screen nomina- 
tions and make a selection. 

Last year’s Automotive Man of the 
Year was Ira Saks of Cleveland, 
Ohio, well-known industry figure, 
“in recognition of his statesmanlike 
effort to eliminate discriminatory 
excise taxes.” 

Fromm said that nominations can 
be sent by anyone connected with 
the industry. 


Official Products Co., Inc., of Atlanta, Ga., manufacturer of electric polisher pads, 
formed in 1956 by Grant Roy (left) and Waymon Hefner (right), with two 
other partners was purchased recently by Roy and Hefner, who ore now presi- 
dent and vice president, respectively. Mrs. Evelyn Barnes (center) is secretary- 
treasurer. Roy said: ‘We have continued to grow as a result of distributing 


our discs through wholesalers nationally and we are e 


At ly pl d to 





announce that we are now the largest producers of wool polishing discs in the 
U. S."" Roy and Hefner entered the manufacturers’ agency business as Roy 
& Hefner 17 years ago, a business which they continue to operate. 
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These well-known industry leaders will ap in a panel discussion on “B 9g 

ment and Finance”’ at Orlando, Fia., Thursday, May 25, in a program sponsored by Florida 
Automotive Booster Club B-36, of which Harold J. Smith (right) is president. They are (I. to 
r.): M. D, “Buck"’ Taylor of Andalusia, former president of the Automotive Wholesalers Asso- 
ciation of Alabama and the Southeast Automotive Show, who performed so well on a panel 
held by B-6 in Atianta a couple of years ago; Hal Miller, now retired at his estate at Sarasota, 
Fla., but a former president of the one-time National Standard Parts Association and former 
chairman of the board of Womwell Automotive Parts Co. at Lexington, Ky.; Ray Z. Oswald, 
now a jobber at Melbourne, Fia., but for many years earlier an executive with Clevite, and 
John L. Engels of Sarasota, president of the Florida Automotive Wholesalers Association and 
formerly vice president and general sales manager of Walker Mfg. Co. of Wisconsin. J. Ed 
Moon, the South's first ‘‘Mr. Automotive Booster of the Year’ and B-36's past president, is 
in charge of arrangements for the meeting, which may attract more than the approximately 
200 who heard a panel posed of wareh distributors two years ago at Orlando. 
William C. “Bill” Herbert, editor of Southern Automotive Journal, will moderate the discussion, 











which will begin at 7:30 p.m. 


ASIA Beats Its Record 
With 69 New Members 


N ALL-TIME monthly record was 

set in February by the Automo- 
tive Service Industry Association 
when 69 companies were elected 
members. 

Included were 50 wholesalers, 15 
manufacturers, three warehouse dis- 
tributors and one rebuilder. More 
than 200 members have joined since 
the first edition of the association’s 
membership directory was released 
a year ago. These firms will be listed 
in a supplement to be published in 
July. 


M. |. “Mose” Hudson of Jacksonville, Fia., president of Auto- 
motive Booster Ciubs International, addressed this April 


Advertisers Council 
Meets May 22-25 


NNUAL spring meeting of the Au- 

tomotive Advertisers Council 
will be held May 22-25 at The 
Homestead, Hot Springs, Va., ac- 
cording to President Robert Wolf- 
son. 

A complete program has been ar- 
ranged covering major problems and 
current trends in marketing within 
the automotive aftermarket field. 
Council membership is limited to 
manufacturers’ personnel actively 
engaged in advertising and sales 
promotion in the aftermarket. 
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Missouri Store Hires Two 


Jack Cunningham is the new sales- 
man for the north section of Farm- 
ington Auto Supply, Farmington, 
Mo., and Charles Pecant is new 
bookkeeper and counterman, accord- 
ing to Don Sanders. Kenneth Doug- 
las is now head counterman. 


Hobbs, N.M., Store Is Sold 


Tourne Auto Parts, Inc., Hobbs, 
N. M., has been purchased by John 
T. Billingsley and will be operated as 
Billingsley Auto Parts, G. O. Gilbert, 
bookkeeper, announced. 


meeting of Automotive Booster Club B-6 at Atlanta. He 
was introduced by Bert Kaple, a past international president. 





TAPPET 
ADJUSTING 


Specially 
Hardened and 
Hinged to Ride 
the Tappets—- 
Lessen Wear 


TOOL of the MONTH 


Designed exclusively to 
adjust the tappets on all 
Ford products, the No. 
T-200 Tool is made of spe- 
cial alloy steels to resist 
wear from adjusting the 
hardened, self-locking tap- 
pet adjusting screws. The 
unique, hinged-action de- 
sign lets the 4” socket ride 
the moving tappet, further 
lessening the wear. 


Now, your box wrenches 
can’t be ruined on tappet 
jobs—your regular tools 
last longer! 


No accessories need be 
removed when using the 
T-200 Tool — the 84” 
length has been carefully 
established for maximum 
convenience and ease of use, 
while the bright finish and 
knurled handle are shop- 
tested for long-lived use- 
fulness. See your jobber. 


Mechanic’s Net $2.29 ~ y/ 


HERBRAND—Headquarters for saditiio Tools 


[edad ls 


HERBRAND DIVISION - THE BINGHAM-HERBRAND CORPORATION 


FREMONT, OHIO 
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Commemorating a 25-year relationship between A. S. Hatcher Co., Macon, Ga., 
and Standard Motor Products, Inc., Albert S. Hatcher (second from left) accepts 


a plaque from Phil Scales, Standard regi 9 





. Looking on are A. C. 


“Pop” Deavours (left), Standard district manager, and Bill Shipp, general 
manager of the 80-years-plus-old Macon company. 


Combining South and Southwest 
Into One Show Being Studied 


——— in Dallas April 21, direc- 
tors voted to locate the 16th 
Southwest Automotive Show in 
Houston in 1963, with dates to be an- 
nounced later. 

Thirteen of the 21 members of the 
board were in attendance when the 
meeting was called to order by 
Yancy Robertson, of Dallas, who 
served as president of the 15th show 
in Dallas in March 1960. 

Although retiring from the show 
presidency, Robertson was named 
chairman of a committee that will 
investigate possibilities of merging 
the Southwest and Southeast into 
one automotive aftermarket show 
region. If feasible, this would result 
in one show for the whole South. 

James W. Soule (pronounced Soo- 
Lee), president of Milam Supply, 
Inc., was elected show president 
with these other officers: T. C. Wat- 
kins, Watkins Supply, Inc., Midland, 
Texas, first vice president; H. L. 
Hutchison, Dimmick Supply, Lake 
Charles, La., second vice president; 
H. M. Willey, Sr., Hirsig-Frazier Co. 
of Dallas, Houston, treasurer. 

A. L. Barnett, secretary and man- 
ager for the Dallas show, was offered 
the same post for the Houston show, 
but could not give the board an ans- 
wer. 

Dates for the 16th show will be set 
after Soule has determined avail- 
ability of Houston facilities. 

Frank G. McKenzie of Bluefield, 
W. Va., was the president of the last 
Southeast Show, held several years 
ago. There has been no announce- 
ment from that group in the interim 
to indicate its status. 


Depending on the availability of 
facilities — which Southwesterners 
have assured would pose no problem 
—the big International Automotive 
Service Industries Show will be held 
in Dallas in 1965. 











FLEE T  Bipod 


BUMPER 
JACKS 


The safest 
and easiest 
to use 
bumper jack 
ever built 


Will not 

slip or tip 

under load. 
Hinged load 

rest fits 

all bumpers, 
including '61 cars. 


Also heavy-duty 
service model. 
Ideal as an extra 
service jack in 
garage, shop or 
station and 

for road Three 
service calls. models 


Your NAPA 

Jobber is a 

d man 

to know. He 

carries the complete line 
of FLEET lifting equipment. 


EDGEWATER AUTOMOTIVE DIV. 
St. Joseph, Michigan 
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A two-part built-in bonus that makes the Autolite sta-ful a premium battery at an ordinary price. Part one is 
in the name . . . sta-ful. It stays full. Has up to three times greater liquid reserve above the plates than other 
batteries. Needs water only three times a year in normal car use. Protects your customers against battery failure. 
THI Second, it’s a pre-tested dry charge battery. The only pre-tested dry charge battery. Pre-tested to 

protect you against embarrassing activation difficulties. Sell the premium battery with the + 


ordinary price tag . . . the battery with the built-in bonus. Autolite sta-ful. You 
BATTER can't go wrong. But you might have to buy a bigger money clip. That ok with you? 
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NEW FROM PICK! 
A Full Line of Hydraulic 


BRAKE PARTS 
SPECIAL 


Two 
Money 
Saving 
deals 

on Pick 
Wheel 
Cylinder 
Repair 
Kits 


wo Wheel Cylinder Repair Kit assort- 


ments to choose from. Each assortment 


c 
a 


S$ 


ontains coupons worth $1.00 credit 
gainst purchase of Pick Exchange 
hoes. 


DEAL #4—Contains '/2 dozen each of 
the 8 most popular kits (48 kits) and 4 


$ 


1.00 coupons. 


DEAL #9—Contains | dozen each of 
the 8 most popular kits (96 kits) and 9 


$ 


1.00 coupons. 


ASK YOUR PICK JOBBER 


MANUFACTURING CO. 
AUTOMOTIVE DIVISION 


w 


Pick 


HYDRAULIC 


EST BEND, WISCONSIN 




















H-6 


FLEET Hydraulic 


TRANSMISSION 
JACKS 


Full 360° 


swiveling 


No. 5-43 


Ca 


pacity, 


1,000 Ibs. 


Speeds up remeval and 
replacement of trans- 
mission. Models for car 
and heavy truck use. 


Universal load adapter 


fi 


ts all makes and 


models . . . tilts 60° for- 
ward, 20° to rear, 15 


le 


EDGEWATER AUTOMOTIVE DIV. 


ft and 15° right 


Adapters 

included 

for all 
transmissions 


Your NAPA 

Jobber has the 

complete line of 

FLEET lifting equipment 
° 

Tall models 


St. Joseph, Michigan also available 
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Sales Volume Is Up for 75%; 
Collections Hound Far More 


eo rough weather in March 
in many areas, sales volume for 
the first three months of this year 
was higher for 75% of the reporting 
jobbers than for the same period 
last year, according to replies to a 
questionnaire mailed to 350 firms 
over the South and Southwest. 

Far more than usual, collections 
were hounding many companies. For 
example: 

North Carolina—“The universal 
problem is collections. We can sell a 


A Reader Su 


million more bucks’ worth of busi- 
ness, but somebody has to pay!” 

South Carolina — “Collections, 
while much improved, are still a 
problem. Some people are riding me 
like I was a horse and contrary to 
popular opinion I am not.” 

Missouri—“I believe the service 
station operators and garagemen are 
too lenient with customers, hence 
they pass on personalities instead of 
actual worth of individuals’ credit 
rating. Then they lean on whole- 
salers to carry their open accounts by 
holding up our receivables. Whole- 
salers should cooperate in their sec- 
tions and call a halt together on cer- 
tain offenders.” 

Twenty per cent reported a down- 
turn in sales and five per cent listed 
the same volume. 

As has been true with many 
jobbers, there were reports of higher 
sales but smaller profit. One well- 
known Alabamian found his sales 
five per cent higher, while profit was 
off two per cent. 

A veteran upstate South Caro- 
linian said his March sales were up 
two per cent and shop volume was 
higher by about ten per cent. He 
added: 

“I feel we are on the way up—cer- 
tainly hope so; it’s been a little 
rough.” 

A long-time lower Mississippi firm 
chalked up a volume rise of 17%. 
“Spring opened up three weeks 
earlier,” said the owner. 

Sales increases generally were not 
more than ‘ten per cent, although 
there were scattered instances of 
20%. One big East Tennessee com- 
pany was ahead 15.9%, for example, 
for the quarter, although March was 


down by 1.42% from March 1960. A 
small-town Texan’s business was 
higher by 24%. 

A West Virginian’s sales were up 
by three per cent. He has added a 
new man as well as some additional 
lines. 

One Texan, whose sales were 
ahead by ten per cent, complained of 
“too many ‘deals’ and ‘bonus gifts’ 
offered with merchandise.” 

An eastern North Carolinian as- 
sailed “gyp merchandise in this area 
—universal joints, ignition. There’s 
no remedy.” His sales were up by five 
per cent. 

More farmers, he said, purchase on 
fleet discount with five or more 
units. “They are doing most of their 
own repairs,” he added. 

A Kentuckian whose sales were 
less by five per cent complained of 
collections and asserted: 

“Our hat’s off to ASIA for the 
work being done to correct the oil 
companies from forcing their sta- 
tions to buy from them only.” 


FREES" 
PARKING 


(whe spacecis evajlable 
FOR REGISTERED GUESTS 
IN DOWNTOWN' 


an 


FAMILY RATES 
No Charge for Children 12 and Under 


la the center of all downtown ectivities. Newly 
decorated. Ultra modern, comfertable guest 
rooms. Excellent food et moderate prices in 
evr modern coffee shop ond cafeteria. 
Radio, T 4 my Room A sh hd 
Air Conditioned rooms la season. 





rd 





FACING GRAND CIRCUS PARK 
DETROIT, MICHIGAN 


Harry E. Paulsen, Gen. Mgr. 
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NEW 


“BELL-RINGER’”’ 


Demonstrator 
FREE! 



























Terrific merchandising idea that will help you 
ring up more sales than ever before! With each 
assortment of the 6 most popular Super Load- 
Levelers, you get the new Monroe “Bell 
Ringer.”’ It’s a handy car level gage that you 
put under a rear bumper, like a bumper jack. 





Set the gage to fit the customer’s car. Add 
weight to the rear seat or trunk. The buzzer 
sounds... and the indicator rod clearly shows. 
whether your customer needs Super Load- 
Levelers for a safer, more comfortable ride. 


Call your jobber now. Get all the details about this terrific MONROE BR-6 ASSORTMENT! 


$5 Bell Ringer 

$3 Outdoor Plastic Banner (10') 

$3 Display Board and Rack 
Window Banners 

100 Hand-out Leaflets 


FREE 


MONROE AUTO EQUIPMENT COMPANY ¢ 
In Canada, MONROB-ACME LTD., Toronto, Ontario 


BR-6 Assortment—6 Super Load-Levelers 
Your selling price . $131.70 
WS ss. 5-5 88.50 
YOUR PROFIT . 


MONROE, MICHIGAN 
In Mexico, MEX-PAR, Box 28154, Mexico City 


WORLD'S LARGEST MAKER OF RIDE CONTROL PRODUCTS 








Nearly 100 Texas wholesaler automotive replacement parts 
management personnel, sales representatives and counter- 
men attended the annual Maremont Muffler Division dealer 
clinic co-sponsored by the Walter Tips Co. and Wayne Bull 


Auto Parts, both of Austin. Representatives of 19 wholesal- 


16 Kentuckians Complete 
Job Teaching Course 


IXTEEN persons who recently 

completed a ten-hour course in 
how to teach employes on the job, 
conducted by the Lafayette Area 
Vocational School, Lexington, and 
sponsored by the Kentucky Au- 
tomotive Wholesalers Association, 
were presented certificates by 











FLEET 


Hydraulic 


SERVICE JACKS 





Speed up tire 
changing, brake 
service, all 
under-chassis 
jobs. 


size for 








Built for years of trouble- 
free service. Easy to 
handle, fast-acting. Fool- 
proof release valve and 


overload sorely valve. CAPACITIES 
1% ton 

Your NAPA 1% ten 

Jobber is a a 

good man 2 ton 

to know. He 4 ton 

stocks the complete line 10 ton 

of Fleet lifting equipment. on ec 


EDGEWATER AUTOMOTIVE DIV. 
St. Joseph, Michigan 
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KAWA President W. D. Taylor. 
They are: 

Bernard C. Fraley of Fraley Auto 
Parts, Winchester; Joe Johnson and 
W. C. Jordan of Jordan Auto Parts, 
Inc., Lexington; Miss Ella S. Fish- 
back, Fred W. Smith, James D. 
Cooper, E. M. Bailey and G. H. 
Davenport of Kentucky Ignition Co., 
Lexington; Luther C. Curry, William 
M. Craig, William S. Patterson, Fred 
Cox and Granville Hinton of United 
Service Co. and Jim Hilen, Clarence 
Littrell and Don Parsons of Wom- 
well Automotive Parts Co., also of 
Lexington. 

The course is made available in 
the state through the area vocational 
school system of the department of 
education. Commenting on the com- 
pletion of the “pilot” course, Taylor 
said, “We didn’t realize the interest 
and need for such a course as this. 
The enthusiastic response has con- 
vinced us that such training for our 
supervisory personnel will result in 
better trained employes and, of 
course, in a more efficiently run 
business.” 

The next vocational training pro- 
ject to be undertaken by the asso- 
ciation is the development of an 
employe training course in coopera- 
tion with the State Department of 
Vocational Training, according to 
George Wilson, KAWA executive 
secretary. 


South Carolina Selects 
Nov. 9-10 at Charleston 


HE annual convention of the 
South Carolina Automotive 
Wholesalers Association will be held 
Nov. 9-10 at the Hotel Fort Sumter 
in Charleston—the first time for the 
meeting to be held outside Columbia. 
Dr. Charles E. Irvin, a business 
consultant, will keynote the conven- 


ers from Austin, Lockhart, Burnet, Lamapasa, San Marco, 

Rockdale, Hearne, Mason and Llano were present. Mer- 

chandising heips and sales aids were outlined by Maremont 
District Sales Manager George Pletz. 


tion. He has taught business speaking 
and communications at Oberlin, Ohio 
State, Michigan State and Alleghany 
College. 

J. B. Bagwell, Jr., of Charleston is 
the convention chairman. Members 
of the convention committee are Paul 
C. Batten of Myrtle Beach, James 
Hill of Georgetown, George Smith of 
Beaufort and Ned Reeves of Charles- 
ton. 

Guy M. Tarrant, Jr., of Columbia is 
president. 


Canadian Group Joins 
ASIA Membership 


FFILIATION of the Canadian Au- 

tomotive Wholesalers & Manu- 
facturers’ Association, Ottawa, with 
the Automotive Service Industry 
Association, Chicago, has been an- 
nounced by the respective presi- 
dents, Jack Bryant of Motor & Elec- 
tric Supply Co., Inc., Bowling Green, 
Ky., and Alex Gray of Gray-Bonney 
Tool Co., Ltd., Toronto, Ont. 

Bryant and Gray said that a for- 
ward step had been taken to broaden 
the relationship between the associa- 
tions, whose members are wholesale 
distributors, manufacturers, rebuild- 
ers and warehouse distributors. 

On July 1 ASIA will acquire ap- 
proximately 300 new Canadian mem- 
bers, increasing membership to al- 
most 6,000. The autonomy of each 
association will not be changed. 


James Joins Nashville Company 


Delbert “Bo” James of Middles- 
boro, Ky., has joined the J. R. Tate 
Co., manufacturers’ representatives 
of Nashville, Tenn., and will travel 
Tennessee and Kentucky, J. R. Tate 
announced. James previously spent 
six years with Gates Rubber Co. in 
the same territory. 
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How 
you can 


increase 


your 





PROLETS from 


anti-freeze sales! 


A frank statement by the makers of 
‘‘Prestone”’ brand about today’s changing market for anti-freeze. 


A change in customer habits 
It’s no secret that a lot of dealers have been hurt- 
ing in the anti-freeze section of their business. 
Let’s take a good look at the whole sales picture — 
including the customer — for a clue as to what’s 
happening. And why. 

Ten years ago 95 per cent of all car owners 
bought anti-freeze from dealers who provide serv- 
ice. By 1960 the wide-spread “‘do-it-yourself”’ trend 
had changed a lot of habits. Almost 50 per cent of 
car owners were installing their own anti-freeze 
and most of them were buying it “over-the- 
counter.” This figure now seems to be leveling off. 


A merchandising revolution 
A retail merchandising revolution was also going 
on. All sorts of products — including automotive — 
were appearing in supermarkets, discount houses, 
and other forms of “do-it-yourself” retailing. The 
top name quality brands were the ones customers 
wanted to buy, so when it came to anti-freeze 
naturally “PRESTONE” brand had the big “‘over-the- 
counter” demand. Because of this high consumer 
preference the “over-the-counter” marketers made 
“PRESTONE” Anti-Freeze available in their outlets. 


Can “Prestone" brand stop price cutting? 
“PRESTONE” brand has obtained hundreds of in- 
junctions against retail organizations prohibiting 
them from selling below minimum retail prices 
established under Fair Trade laws. But this is 
only possible in the diminishing number of states 


having effective Fair Trade laws. In the remaining 
states, a manufacturer is prohibited by law from 
establishing minimum retail prices. 


Here's what the service dealer has 

working for him 
Thousands and thousands of dealers have improved 
their anti-freeze business by selling SERVICE. The 
service dealer can check the cooling system and 
sell the complete winterizing service that his 
customers need, thus increasing his over-all profit. 
By providing this all-important service he sells 
peace of mind, and that’s something people will 
pay for! 

Your service story will be featured on big time 
TV advertising. A tremendous “PRESTONE” Anti- 
Freeze advertising campaign, including network 
television, will continue to highlight proper serv- 
icing by well-trained and well-equipped dealers. 
We will provide point-of-sale displays to enable 
you to tie-in with this campaign. 

To sum up: you can win back anti-freeze cus- 
tomers with service. Start early... but be sure to 
give your customers the brand of anti-freeze they 
ask for. You can and will lose sales by fighting 
your customers’ preferences... and this is some- 
thing the ‘‘over-the counter’’ marketers never do. 

If you sell your customers on service — and give 
them the friendliness and the convenience that 
they want — you'll find anti-freeze business coming 
back to you — the service dealer. 





“Prestone” and “Union Carbide’ are registered trade-marks for products of 


UNION 
UNION CARBIDE CONSUMER PRODUCTS COMPANY « Division of Union Carbide Corporation + 270 Park Avenue, New York 17, N.Y. 
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Don Pettit has been appointed district 

manager of Standard Motor Products, 

Inc.'s mid-South area. A native Texan, 

Pettit was formerly a jobber salesman. 

The pany has added Charlie Freer 

and James W. Peters as field repre- 
sentatives. 





Al Clayton, Jack Shaw 
Form Own Company 


AcK Shaw, for more than 29 years 
with Weaver Mfg. Co., and Al 
Clayton, veteran manufacturers’ rep- 
resentative, both of whom have been 


representatives, at 254 East Paces 
Ferry Road, N.W., Atlanta. 

The firm will cover Georgia, Flor- 
ida, Alabama, Mississippi, the Caro- 
linas, Tennessee and Virginia. The 
principals are well known over this 
territory. 


AWDA Releases 
Reference Guide 


ee WDA 1961”—a who’s who in 
warehouse distribution — is 
the title of a reference guide re- 
leased by The Automotive Ware- 
house Distributors Association. 

Considerable space is devoted to 
the geographical listing of 129 ware- 
house distributor outlets, their per- 
sonnel and the products they ware- 
house. Also listed are 117 manufac- 
turer affiliates. The association’s con- 
stitution and code of ethics are in- 
cluded, as is the listing of officers, 
members of the board of governors 
and committees. 

A limited number of free copies 
may be obtained by members from 
AWDA headquarters, 633 East 63rd 
St., Kansas City 10, Mo. One free 
copy is available to non-members, 


Owatonna Names Richmond 


S. L. Richmond has been appointed 
sales manager for the tools and 
equipment division of Owatonna 
Tool Co., Owatonna, Minn., J. A. 
Mullenmaster, vice president and di- 
rector of sales, announced. Richmond 
will direct the sale of all company 
product lines through industrial and 
automotive distributors and jobbers 
in this country. 


Dayton Names Ireland 


James E. Ireland has been named 
district manager in St. Louis, Mo., 
for Dayton Industrial Products Co., 
Automotive Wholesalers Division, 
Marketing Manager J. S. Conlon an- 
nounced. Ireland will cover eastern 
Missouri and southern Illinois. 


Grand Automotive Moves 


Grand Automotive Products, Inc., 
has moved to new, larger quarters at 
5310 W. 66th St., Chicago 38, which 
afford an increase of over 50% in 
plant and office space. Much of the 
new area will be devoted to new 


equipment and modern, automated 
production lines. 


while additional copies to non- 


residing in Atlanta, have formed 
members may be obtained at $2. 


Clayton-Shaw Co., manufacturers’ 








Pull ALL valve seat inserts 
the FAST, EASY, SAFE way 


Bishman NO. 939 UNIVERSAL, , 
VALVE SEAT PULLER : 
Pulls seats in head or block, at cede | ia 


ANGLE, Simple and fast to set up, speeds 


replacing valve seat inserts. Complete with 
Order from your Automotive 


puller heads for seats | '/g” to | 7%” 1.D. 

1.D 

Bf, ph ee Jobber or write for 
CSTEMIICHE ec. co. Rt. 2, Osseo, Minn. 


AMMCO 


RIDGE REAMERS 


Other heads available for seats 44” to 3 '/4” 














“ 


nufs, screws, ‘frozen’ parts! 


NEW 9400 Fast #2100 - t LI © | UID 
WRENCH 


CANTED BLOCKS EASY-TO-USE 
SUPER-PENETRANT 


3” to 5” 2%6" to §” 
FAST CUTTING CARBIDE 
Pie “The mechanic’s friend 
+ «+ + works in seconds” 


YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, N. 


- 





SEE YOUR AMMCO JOBBER 
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Gulf & Western Sales 
Increase 23.4% 


ALES of $15,584,577 for Houston- 

based Gulf & Western Indus- 
tries for the six months ended Jan. 
31 represented a 23.4% increase over 
the $12,634,349 for the same period 
a year ago. 

Net income rose to $288,547, or 34 
cents a share on an average of 847,- 
408 shares outstanding. This com- 
pares with $213,161 or 30 cents a 
share on an average of 711,948 shares 
outstanding last year. 

The company increased its work- 
ing capital 26%, from $4,873,483 a 
year ago to $6,141,982. 

President John H. Duncan of 
Houston said the organization’s 
sound financial condition will enable 
it to “continue its expansion program 
as new opportunities arise.” 

The report stated the company has 
negotiated for the acquisition of a 
group of automotive parts outlets in 
the southeastern section of the 
United States with annual sales of 
about $1,600,000. 

During the recent six-month pe- 
riod, Gulf & Western acquired three 
large automotive parts companies, 
increasing its number of automotive 
parts outlets from 37 to 51. Included 
were Patten Sales Co. of Jackson- 
ville (Fla.), Inc., and Scheufler Sup- 
ply Co., Inc., of Great Bend, Kan. 


Tarheel Firm Appoints Two 


A. G. “Sam” DeWese has been 
named operations manager and Ed 
Williams assistant purchasing agent 
for Automotive Electric Associates, 
Inc., Charlotte, N. C., Carl S. John- 
son, vice president — sales, an- 
nounced. 


Bendix brake shoes and Motor- 
craft have been added by Piedmont 
Auto Supply, Spartanburg, S. C., 
President Oscar Newberry an- 
nounced. 








FREE! 
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AT LAST! A BUSINESS 
CARD THAT KEEPS 
REMINDING! 


Let us put your business card in- 
ormation- on this Heritage pen and 

This is the : 
No. 1191 pen 4 i prospects and customers of 
ompany, products and serv- 
any times a day long after 


Remember ... the pen\® 
you give writes the @ 
orders you receive 


PRICES INCLUDE YOUR IMPRINT . . . FOB our factory 


YOUR ADVERTISING WILL NEVER COME OFF ... 
IT’S PROTECTED BY A TRANSPARENT COVER 








ORDER YOUR SUPPLY TODAY! USE THIS COUPON 





To: HERITAGE MANUFACTURING CORP. 


402 Heritage Building 
Fort Worth, Texas 


Send (250 minimum) #1191 Heritage pens at 
low prices shown above. Assorted colors. Print this ad on each one. 








Bill me later 


Check enclosed, ship 
post paid 











ALSO, PLEASE SEND ME MY FREE DESK CLOCK! 


Ship to 





Address a 





State - ———— 


YOUR SATISFACTION GUARANTEED ! 
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Motor, Equipment Group 
Shows 8.4% Sales Gain 


A REQUEST to all members of Motor 
and Equipment Manufacturers 
Association to report the increases or 
decreases in their automotive after- 
market sales for the first quarter of 
this year, against the corresponding 
three months last year, drew 120 re- 
plies showing an over-all average 
increase of 8.4%. 

Two-thirds experienced gains in 
sales over last year’s first quarter, 
while one-third, or 40, had lower 
sales volume. 

Seventeen manufacturers of acces- 
sories reported gains of from two per 
cent to 41%, for an average gain of 
13.7%, while 11 reported smaller 
dollar volume, ranging from five per 
cent to 26%, for an average decrease 
of 14.6%. Average increase was 2.6%. 

Gains of 12 chemical makers 
ranged from one per cent to—in one 
instance—54%, for an average of 
16.7%. Five experienced lesser vol- 
ume ranging from two per cent to 
15%, for an average decrease of 
8.3%. Average increase was 9.38%. 

Of 48 companies in the replace- 
ment parts category, 37 showed an 


James J. Keyes (shown here) has 
been appointed general sales man- 
ager of the Hand Tool Division of The 
New Britain Machine Co., New Britain 
Conn., George G. Wilcox, vice presi- 
dent and general manager, announced. 
Keyes joined the company 11 years 
ago and was formerly district repre- 
sentative in the Kansas City zone. 
Last year he was named sales man- 
ager of the Blackhawk hand tool line 
of New Britain. 


increase and ten had lower sales vol- 
umes. One reported no change. The 
highest increase was 100%, the 
smallest, 2.8%. Average was 22.6%. 


The ten whose sales dropped varied 
from a slight dent of two-tenths of 
one per cent to 75%, for an average 
decline of 15.9%. The over-all in- 
crease was 14.4%. 

Twenty-eight manufacturers of 
shop equipment, service tools and 
related products reported evenly 
divided gains and losses. Of the 14 
reporting gains in the first quarter, 
the top was 56% and the smallest 
increase was 2.8%, for an average 
17.8%. The 14 whose sales were un- 
der the same quarter of 1960 ranged 
from less than one-tenth of one per 
cent to a drop of 34%, for an average 
decrease of 11.6%. The entire cate- 
gory averaged a 3.1% increase over 
last year. 


Automotive Electric Associates, 
Inc., Charlotte, N. C., has been 
named distributor for Do-Ray Lamp 
products in North and South Caro- 
lina, according to Carl S. Johnson, 
vice president—sales. 

. _ 7 

Chambers Automotive Supply, 
Inc., Princeton, W. Va., has been 
granted exclusive distributorship for 
Car Skin products in West Virginia, 
according to owner L. W. Chambers. 





Remanufactured to 
Original Equipment Specifications 


@ Sold through leading automotive jobbers and 


distributors. 


@ Prompt service through our own trucks to the 


jobbers in the Southeast. 


@ Serving the Southern automotive industry 


since 1941. 


STANDARD UNITS COMPANY 


1600 First Ave. 
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Columbus, Georgia 


BIG 
BOY 





NEW UNI-CUSTOM 
TRAILER HITCHES 


No. 2500 
for Corvairs 


it only takes three 
to fit all the compacts! 


Now you can go after the whole trailer hitch market! 
Sell BIG BOY, the complete line: improved universal 
models for standard cars plus three NEW Uni-Custom 
hitches for all compacts. Place your order now! 


BIG BOY PRODUCTS DIVISION 


The Dalton Foundries, Inc. 
Warsaw, Indiana 
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Permatex Co., Inc., has appointed 
James Blakely Hazelip, Jr., manager 
of its Middle Atlantic states region, 
which includes Virginia, Maryland and 
the District of Columbia. He will work 
directly under Everett Gilmour, east- 
ern divisional manager. A native of 
Baltimore, Hazelip was formerly spe- 
cial sales representative for Stewart- 
Warner Corp., and for some years 
before that a partner in an auto- 
motive firm. 


Floridians Will Stage 
Business Conference 


NNUAL meeting of the Florida 

Automotive Wholesalers Asso- 
ciation, scheduled for the Americana 
Hotel in Miami Beach Nov. 16-18, 
will be in the nature of a business 
conference, rather than a convention, 
according to Executive Secretary H. 
V. Bodine. 

The manufacturer-jobber table 
conference, held in the past on the 
last convention day, has been sched- 
uled for Friday afternoon, Nov. 17, 
Bodine said, because of poor atten- 
dance by jobbers, who have begun 
going home at noon on the final day. 
A large attendance is anticipated, 
he said. 

John Engels of Motor Units, Inc., 
Sarasota, is president. 


Warehouse Operation 
Opened by Virginian 


rI-StaTte Automotive Warehouse 
I has been opened at Moore and 
Sycamore Streets in Bristol, Va.- 
Tenn., by J. D. Mullins, Jr., who 
founded White Front Parts Co. in 
Richland in 1953 and who recently 
sold that operation. 

This warehouse distributing firm 
is owned by its officers. Mullins is 
president, Lowell B. Huffman is vice 
president and sales manager and J. 
Gaines Phipps is treasurer. 

A meeting room, 24 by 36’, has 
been provided, Mullins said, “for use 
of our jobbers in holding their own 
or their dealer meetings.” 








Perks up Slow Horsepower 
Picks up Profits 


Sell your customers Miracle 
Power's graphited lubricant in 
their gas and oil, for a sweeter- 
running engine...and they'll make 
a habit of coming back to you. 


cant FE ‘ 
9 SANE GAS HD a) 
gancTs HORAN 
ey geht WETS 


One of 29 Miracle® products for fast 
retail sales .. . service shop uS@... 
engine tune-up and rebuilding. 


Ask your local representative for Miracle Power Products about the exciting 
new Miracle Power deal. 


SIDNEY BUTZ & ASSOCIATES, P.O. Box 6097, 416 Providence Road, Charlotte 7, N. C. 


Lawrence W. Burton, Georgia, South Carolina @ James W. Davis, Mississippi, 
Alabama, N.W. Florida @ Joseph E. Franzle, Tennessee @ Nelson Jones, North 
Carolina @ Tom Fournier, Virginia @ Geo, C, Corrigan, Florida. 


Arkansas, Louisiana, Oklahoma, Texas. 
KEN STOUT COMPANY, ! 139 Nationa! Building, Dallas, Texas. 
Dan T. McGlasson @ Herb I. King @ Paul McKnight © S. R. Wrightsman. 











. . - AND HIS 


WINNING ACES! 


CHEMBOND Patches . . . for chemical 
repairs. Light weight and flexible with 
extremely tapered edges. Designed for 
hot or cold application. Three round and 
two oblong sizes to repair most injuries. 
Specially formulated CHEMBOND Cement is the perfect vul- 
canizing activator for ACE — or any chemical patch. 


Workbench Dispenser holds an assortment of CHEM- 
BOND materials available and clean from dirt and 
grease. Contents: 120 small round, 30 medium oval, 
30 small oval, 20 medium oval, V2 pt. CHEMBOND 
Cement, Buffer-Stitcher — all that is necessary for 
an ACE-perfect repair job. 


re ACE RUBBER CO. 


=a DALLAS 22, TEXAS 
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Fitzgerald 
Gaskets 


have the 
answer! 


STEEL 
AND 


AsBESTOS 
Gask ETS 


Torringt 


.and the 
sah added extra 


Caifnai 


The Fitzgerald Manufac 





better job... 


POLISHER & CUTTING 
pads 


LONGEST WEARING EVER MADE 


Write for catalog 





MANUFACTURERS’ AGENTS 


REPRESENTING OUR ADVERTISERS 


ee 


The (AAR) and/or (B) following many listings indicate membership in the Auto- 
motive Affiliated Representatives and/or the Automotive Booster Clubs International. 


ALABAMA 


Alan Sales Co.—Birmingham (B) 
Acme Air Appliance Co., Inc. 

W. P. Piperburg—Birmingham 
Lee Filter Company 


Wm. H. Wood—Cullman (B) 
Kool Kooshion Mfg. Co. 


FLORIDA 

R. L. Bridges & Assoc.—Gainesville (B) 
(AAR) 
L & S Bearing Co. 
Pick Mfg. Co. 

Alemite Co. of Florida—Jacksonville 
Alemite Div. 

Hirsig-Brantley Co.—Jacksonville (B) 
Golden Glide Div. 
National-Detroit, Inc. 
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J. H. Jones, Jacksonville (B) 
Bishman Mfg. Co 
R. B. Pilkington, Inc.—Jacksonville (B) 
Kool Kooshion Mfg. Co. 
Floyd Ware—Jacksonville (B) 
L. R. Oatey Co. 
Pit Bar Mfg. Co. 
Milton E. Cadden—Miami (B) 
Marson Corp. 

Maxim Hershey—Miami (AAR) 
Planet Metal Prod. Corp 
Max Yaras—Tampa (AAR) (B) 

Ace Rubber Co 


GEORGIA 


Aaron & Bell—Atlanta (AAR) (B) 
Eaton Mfg. Co. (Air Conditioning) 
Everhot Products Co. 

Monroe Auto Equipment Co. 
Stant Mfg. Co., Inc. 


Phil Boehm—Atlanta (AAR) (B) 
Molded Specialties, Inc 

D. O Burdette—Atlanta 
Clardy Mfg. Co 

Clark-Richards Co.—Atlanta (AAR) (B) 
Herbrand Div. 

Al F. Clayton—Atlanta (B) 
Grand Automotive Products 

J. L. Daniell Co.—Atlanta (AAR) (B) 
Pullman Vacuum Cleaner Corp. 

Gene Fike—Atlanta (AAR) (B) 
Storm-Vulcan, Inc. 

Ray Gandy—Atlanta (B) 
Griffin Lamp Co. 

John Gleason—Atlanta (B) 
Anthes Div. 

C. R. McGruder—Atlanta (AAR) (B) 
Rubbermaid, Inc. 
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N. A. Williams—Atlanta (AAR) (B) 
Big Boy Prod. Div. 
Blackhawk Hand Tools 
Ken Tool Mfg. Co. 

Edward Zinnell—Atlanta (B) 
Lee Filter Corp. 

F. H. Williams Co.—Covington (AAR) (B) 
Acme Air Appliance Co., Inc. 
Monkey Grip Sales Co. 

om H. Davison Co.—Marietta (AAR) 


The Crescent Co. 


KANSAS 
H. E. Russell, Iola (AAR) (B) 
The Crescent Co. 
Pick Mfg. Co. 


KENTUCKY 
J. Paul Saunders—Bowling Green (AAR) 
(B) 


Bishman Mfg. Co. 
Molded Specialties, Inc. 
Monkey Grip Sales Co. 

Lee B. Hughes, Louisville (B) 
Acme Air Appliance Corp. 
Grand Automotive Products 
Storm-Vulcan, Inc. 


MARYLAND 


Wallace Dent—Baltimore 
Everhot Prod. 

W. S. Kneavel & Co.—Baltimore (AAR) 
(B) 
Pick Mfg. Co. 
Pit-Bar Mfg. Co 

Sam Shemer—Baltimore 
Swiss Laboratory 

Sibel Sales—Baltimore (B) 
Triple A. Spec. Co. 

Tom Wilmer, Baltimore (B) 


Storm-Vulcan, Inc. 


MISSISSIPPI 
C. Guy Keen, Meridian (AAR) 
Wix Corporation 
Herman A. Shields—Meridian (AAR) (B) 
Muskegon Piston Ring Co. 


MISSOURI 

Gordon Brooks—Independence (AAR) (B) 
Planet Metal Prod. Corp. 

R. S. Black—Kansas City (B) 
Lee Filter Corp. 

C. N. Buettner—Kansas City (B) 
Acme Air Appliance Co., Inc 
L & S Bearing Co. 
Monkey Grip Sales Co. 

Herb Calkins, Inc.—Kansas City (B) 
Grand Automotive Products 

Collins Carlyle—Kansas City (B) 
Ace Rubber Products, Inc. 

.s Dickey & Co., Kansas City (AAR) 


Eaton Mfg. Co. 

Doring & Eyer—Kansas City (AAR) (B) 
Everhot Products Co. 
Triple-A Specialty Co. 


G. D. Heath Co.—Kansas City (AAR) (B) 
John E. Mitchell Co. 
National-Detroit, Inc. 

John D. How Assoc.—Kansas City 
Pit-Bar Mfg. Co. 


Charles H. Koslowsky—Kansas City 
(AAR) (B) 


Bishman Mfg. Co. 

Frank Libby Co.—Kansas City (AAR) (B) 
Muskegon Piston Ring Co. 

H. J. Snyder—Kansas City (AAR) (B) 
Allstadt Mfg. Co. 

M. H. Swanman, Inc., Kansas City (AAR) 
Wix Corporation 

J. F. Tapp Co.—Kansas City 
Blackhawk Hand Tools 


Paul K. Wilcox Co.—Kansas City (AAR) 
(B) 


Big Boy Products Div. 
Milesmaster, Inc. 
Molded Specialties, Inc 
L. R. Oatey Co. 
Rubbermaid, Inc. 
Stant Mfg. Co., Inc. 

Don Ayd—St. Louis (AAR) (B) 
Bishman Mfg. Co. 

Russ Nixon—St. Louis (AAR) (B) 
Gunk Laboratories, Inc 

= Wise—Shawnee-Mission (AAR) 
(B) 


Kool Kooshion Mfg. Co 


NORTH CAROLINA 


Sidney Butz—Charlotte (AAR) 
Ace Rubber Products, Inc 
Miracle Power Prod. 
Triple-A Specialty Co. 

Cc. C. Case—Charlotte (AAR) 
The Crescent Co. 


Larry Kidd Sales Co.—Charlotte (AAR) 
(B) 


Muskegon Piston Ring Co 


P. L. Wimberly & Assoc.—Durham 
(AAR) (B) 


L. R. Oatey Co 

A. W. Mansfield—Greensboro 
Storm Vulcan, Inc. 

Ruark & Cox—High Point (B) 
Griffin Lamp Co 


OHIO 


O. T. Hillshafer—Newark 
Storm-Vulcan, Inc 


OKLAHOMA 


B. A. Kline—Oklahoma City (B) 
Bishman Mfg. Co. 

Henry Lees & Associates—Oklahoma City 
(B) 


Grand Automotive Prod 
L & S Bearing Co. 


TENNESSEE 

Cc. R. Cunningham—Memphis (B) 
Griffin Lamp Co. 
L. R. Oatey Co. 

Jan Major Co.—Memphis (AAR) (B) 
Pit-Bar Mfg. Co. 

— Cherry Co.—Nashville (AAR) 
Binks Mfg. Co. 
Champ-Items, Inc. 
John E. Mitchell Co. 

— Sales Assoc.—Nashville (AAR) 


L. R. Oatey Co. 
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TEXAS 


Battle & Davis Sales Co.—Dallas (B) 
Ace Rubber Co. 
Fitzgerald Mfg. Co. 

F. J. Brogan—Dallas (AAR) (B) 
Monkey Grip Sales Company 

B. B. Burk—Dallas (AAR) (B) 
Monroe Auto Equipment Co. 

John M. Carter—Dallas 
Continental Piston Ring Co. 

J. S. Connell Co.—Dallas (B) 
Triple-A Specialty Co. 

H. M. Cree Co.—Dallas (AAR) (B) 
Pullman Vacuum Cleaner Corp. 

P. H. Ebeling—Dallas (AAR) (B) 
Griffin Lamp Co. 

Gee Cee Sales Co.—Dallas (B) 
Planet Metal Prod. Corp. 

Sam Giller Sales Co.—Dallas 
Ace Rubber Products, Inc 

John D. Harvey Co.—Dallas (AAR) (B) 
Muskegon Piston Ring Co. 

Hirsig-Frazier Co.—Dallas (AAR) (B) 
Binks Mfg. Co. 
Gunk Laboratories, Inc 

W. F. Janowski—Dallas 
Storm-Vulcan, Inc. 

Albert Jayne—Dallas (B) 
Ken Tool Mfg. Co. 

Ralph Jeffress—Dallas (B) 
Golden Glide Div. 
Swiss Laboratories, Inc 

Lynn & Hemphill—Dallas (AAR) (B) 
Eaton Mfg. Co. (Air Cond.) 
Kool Kooshion Mfg. Co 
Stant Mfg. Co., Inc. 

—— Sales Corp.—Dallas (AAR) 
Acme Air Appliance Co., Inc 

Ralph Russell—Dallas (AAR) (B) 
Milesmaster, Inc. 

W. Frank Russell Co.—Dallas (AAR) (B) 
L. R. Oatey Co. 
Rubbermaid, Inc. 

Shipp & Payne—Dallas (AAR) (B) 
Big Boy Prod. Div. 
Pit-Bar Mfg. Co. 

Ken Stout Co.—Dallas 
Bingham-Herbrand Corp. 
Miracle Power Prod. 

Vogel-Swygard Associates—Dallas (B) 
Bishman Mfg. Co. 

Bradley Wayne—Dallas 
Lee Filter Corp 

0. C Zell—Dallas (B) 
Storm-Vulcan, Inc. 

Cash Dean Co.—Ft. Worth (AAR) (B) 
The Crescent Co. 

Keller-Hyden, Inc.—Ft. Worth (AAR) (B) 
Allstadt Mfg. Co. 
Champ-Items, Inc. 
John E. Mitchell Co. 
Molded Specialties, Inc 
National-Detroit, Inc. 

William Spence—Houston (B) 
Marson Corp. 


VIRGINIA 
Chaney & Co.—Richmond (AAR) (B) 
Bishman Mfg. Co. 
Molded Specialties, Inc 


WEST VIRGINIA 
George M. Scott—Charleston 
Bishman Mfg. Co. 
Mohr & Son—Kenova 
Ace Rubber Co. 





A 


AC Spark Plug Div. 
Accurate Products, 

Ace Rubber Co. 

Ace Rubber Products, Inc. 
Acme Air Appliance Corp. 
Airtex Products, Inc. 
Albertson & Co., Inc. 


Alemite Division of Stewart- 
Warner Corp. 


Alex Mfg. Co. 

Alondra, Inc. 

Allstadt Mfg. Co. 

Aluminum Ind., Inc. 

American Brakeblok Div. 
American Hammered Division 97 
Ammeo Tools, Inc. 

Anthes Force Oiler Co. 

Arco Co. 

Armstrong Hydraulic, Inc. 
Arrow Armatures Co. ........ 60 
Arvin Industries, Inc. 

Asphalt Institute 

Associates Investment Co. 
Atlantic Steel Co. 


Bean Div., John 

Bear Mfg. Company 
Better Part Specialties 

Big Boy Products Division 
Binks Mfg. Company 
Bishman Mfg. Co. 


Blackhawk Hand Tools, The 
New Britain Machine Co. 


Blackstone Mfg. Co. 

Breeze Corporation, Inc. .... 
Briggs Shock Absorber Div. .. 
Buxbaum Products Co. ....... 


Cc 


Champ-Items, Inc. 


Champion-Pneumatic 
Machinery Co. 


Champion Spark Plug Co. 138, 139 
Chevrolet Motor Div. .30, 102, 103 


Chicago Pneumatic 
Tool Co. 


Chicago Rawhide Mfg. Co. ... 
Christie Electric Corp. 

Clardy Mfg. Co. 

Clausen & Co., Inc. 

Clevite Service, Inc. 

Climatic Air, Inc. 

Clover Mfg. Co. 

Coats Company 

Commercial Credit Co. . 
Continental Piston Ring Co. .. 
Crescent Co., 


D 


DL Products, Inc. 
DeKoven Mfg. Co. 
Delco-Remy Division 


Detroit Aluminum & 
Brass Corp. 


Dill Mfg. Co. 

Ditzler Color Division 
Doan Manufacturing Co. 
Dorman Products, Inc 
Dow Chemical Co. 


E 


E. I. DuPont de Nemours 


Baton Mfg. Co. 
Echlin Mfg. Co. 


aaa Automotive 
| BPE EF ( 121, 146, 148, 150 


Egan “Mfg. Co., H. B. 
Eis Automotive Corp. 


Electric Autolite Co. 
Batteries 


Institutional 


Prest-O-Lite Batteries 

Spark Plugs 

Wire and Cable 
Everhot Prod. Co. 


ia 


F & B Mfg. Co. 


Federal-Mogul 
Service ...10, 123, 124, 


Felt Products Mfg. Co. 
Fitzgerald Mfg. Co. 


Ford Motor Co. 
Motorcraft Division 


Fram Corp. 
Frigikar Corp. 


125, 126 
. 


Fulton Sylphon Div. 


G 


Gabriel Company 
Gates Rubber Co. 
General Electric 

Lamp Division 
Golden Glide Division 
Go-Jer Co. 
Gould-National Batteries, Inc. 
Grand Automotive Prods., Inc. 
Grant & Grant 
Gray Co., Inc., 
Greyhound Package Express 
Griffin Lamp Co. 


Gunk Laboratories, Inc. 


H 


Hastings Mfg. Co. 
(Piston Rings) 
Herbrand Tools 
Heritage Mfg. Co. 
Hirsig-Brantley Co. 
Holley Carburetor Co. 
Holmes Co., Ernest 
Homestead Valve Mfg. Co. ... 
Hotel Tuller 
Houser Engineering Co. 
Huot Mfg. Co. 
Hygrade Prod. Div. 


. Third Cover 


Ingersoll-Rand Co. 


J 


Jack-Pack Mfg. Co. 
Jaycee Chemical Corp. 


Johns-Manville Corp. .82, 83, 141 


K 


Keen Mfg. Co., 

Kem Manufacturing Co., 
Ken Tool Mfg. Co. 
Kester Solder Co. 

Kimco Auto Prods. 
Kool Kooshion Mfg. Co. 
Krylon, Inc. 


L 


L & S Bearing Company .... 
Laher Spring & Tire Corp. 
Lee Filter Corp. 


Lucas Electrical Services, Inc. 


M 


Mac’s Super Gloss Co., 
Manley Valve Corp. 


Maremont Muffler 
Division 


Marson Corp. 
Martin-Senour Co. 
Marvel Oil Co., Inc. . 
May Bros. Mfg Co. 
McQuay-Norris Mfg. Co. 
Milesmaster, Inc. 
Minnesota Mining & Mfg. Co. 
Miracle Power Products Corp. 
Mitchell Co., John E. 
Molded Specialties, Inc. 
Monkey Grip Sales Co. 
Monroe Auto 

Equipment Co. 
Moog Industries, Inc. ...128, 129 
Mopar Parts and Accessories 

Div., Chrysler Motors Corp. * 
Motive Equipment Mfg. Co. ..120 
Muskegon Piston Ring Co. ..116 


Inc. .. 


N 


National Brake Block Co. 
National-Detroit, Inc. 

New Britain Hand Tools ; 
Niehoff & Co., C.E. .75, 77, 79, 81 


oO 


Oatey Co., a 
Oldsmobile Division 
Otto-Items, Inc. 


P 


Parker Brothers 
Pennzoil Division 


Perfect Circle 
Corporation 


Permatex Co., 
Pick Mfg. Co. 
Pit-Bar Mfg. Co. 
Planet Metal Products Corp. 
Plasti-Kote, Inc. 
Practical Mfg. Co. 
Precision Automotive 
Components Co. 
Prest-O-Lite Batteries 
Proto Tool Co. 
Pullman Vacuum 
Cleaner Corp. 
Purolator Products, Inc. 


R 


Radiator Specialty Co. 
Rajah Company 
Ramsey Corp. 
Raybestos Division . 
Robertshaw-Fulton 
Controls Co. 
Rochester Products Div. 
Rogers Co., John 
Rubbermaid, Inc. 


.65, 66, 67, 68 


Sealed Power Corp. 
Shurhit Products, Inc. 
Snap-On Tools Corp. 


Southern Friction 
Materials Co. . 


Southwest States Distributor .. 
Spray Products Corp. 
Stabl-Flo ; 
Standard Motor Products ... 
Standard Units Co. 

Stant Mfg. Co., Inc. 


Stewart-Warner Corp., 
Alemite Div. 


Storm-Vulcan, Inc. 
Stringfellow & Co., Inc., 
Studebaker- Packard Corp. 
Sturtevant Co., P. A. 
Sun Electric Corp. 

Swiss Laboratory, Inc 


W.T. 
.58, 59 


T 


Texaco, Inc. 


Thompson Products 
Replacement Division 
Thompson 

Wooldridge, Inc. .... son 


Toledo Steel Products 
Division of Thompson Ramo 
Wooldridge, Inc. : a 


Triple-A Specialty Co. 109 
Tung-Sol Electric, Inc. ...... 8 
ee Contact Mtg. 

Co., I 


U 


U-Joint Tool Co. 
Union Carbide Consumer 
Prod. Co. ‘ 15 


United Motor 
Service 85, 86, 87, 88 


United Parts Division 

The Echlin Mfg. Co. 
Universal Underwriters ° 
U. S. Axle Co., Inc. ... te 
U.S. Chemical & Plastics Co. 15 


V 


Vaco Products Co. 


Van Norman Automotive 
Equipment Co. 
Victor Mfg. & Gasket Co. 


Ww 


Wagner Electric Corp. 
Walker Marketing Corp 


Warner-Patterson Co. 

Westinghouse Elec. Corp. 
Lamp Div. 

Wix Corp. ee 

World Bestos Corp. 

Wynn Oil Co. 


Y 


Yankee Metal Products 
Yocam Batteries, Inc. 
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HASTINGS 


Flex-Vent Oil Ring 
with stainless steel expanding spacer 





U.S. Pat. 2,656,230 


Easiest to install—can’t go in wrong... Greatest oil drainage—can't clog 


Now you can get a conformatic oil ring that’s easy to 
install—and won’t plug up. 

It’s Hastings Flex-Vent—the world’s easiest ring 
to install. Spacer and rails spiral-on in no time flat 

. and you can’t install them incorrectly, even if 
you tried. 

Hastings Flex-Vent has the greatest drainage of 
all oil rings. You can see the ample ventilation that 
assures efficient drain-back—prevents clogging— 
gives long-lasting oil control. 


TOUGH BUT OH SO GENTLE 


HASTINGS 
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The stainless steel spacer resists corrosion and pre- 
vents build-up of sludge and carbon deposits. Built- 
in tension makes this ring conform to cylinder walls 
in straight, tapered or out-of-round bores. Side seal- 
ing is built-in, too—for positive oil control. 

Hastings Flex-Vent assures the same remarkable 
oil control you’ve always enjoyed in Hastings Steel- 
Vent . . . assures the same freedom from come-backs 

. better profits . . . satisfied customers from the 
Start. 


j TOUGH on oil pumping GENTLE on cylinder walls 
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HASTINGS, MICHIGAN 


Spark Plugs 
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prevents rail malfunctions 





There is a difference in moder elf-expanding Matar: the 
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The difference you. see here shows how important C-9 s 
extra shoulder metal is in preventing malfunction o makes the 
Some expander tabs, after norn wear, can let rails lip é (oI & 5) OL GS. 
to bottom of the groove can even let expander move 
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RAMCO 
PISTON RINGS 








